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NEW COLORS... 
NEW SEY L| ee AND AN 
IMPORTANT NEW DEVELOPMENT- 


AGAIN THE LEADER 


In the 1941 line of KON-ITE Leather Watch Straps you 









will find the continuation of our policy of constant improve- 
ment and the introduction of new ideas that keep Kon-ite 
out in front. You will find mew colors and combinations 
created as complements to the popular pinks and rose golds 
of the new watch cases... new styling and new, modern 
designs in popular motifs . . . and a most important 
development in Tubular straps calculated to cause an 
immediate and overwhelming demand, for which reason it 


will not be revealed until ready for distribution. Watch for it. 


Manufactured by A. SAUER & CO., Cincinnati, Ohio 


KON-ITE 
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The cover—Diamond myrtle-leaf clips 
from Paul Flato accent a classic 
hairdress by Elizabeth Arden. The 
diamond bracelet, also from Paul 
Flato, suggests a Greek frieze. 
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sPEAKING OF THE 


IS weight in diamonds — 275 
pounds, or 623,069 carats- -will 
be presented to the Aga Kahn, leader 
of Ismaili Mohammedans in India, 
East Africa and Central Asia, ac- 
cording to an Associated Press dis- 
patch from Bombay. 
The newspaper story says that the 
diamonds, at an estimated value of 
$25,000.000, would be presented to 








the spiritual leader of 77,000,000 
people in 1945 on the diamond 
jubilee of -his accession. The plan 
for the gift was started last month 
in Karachi province of India. 

The Aga Kahn’s followers are 
said to have contributed twice his 
weight in gold on his golden jubilee. 

Indian residents of New York, 
with whom we spoke, had not heard 
of the intended gift of diamonds. 
but were not surprised. They de- 
clared that, with its vast resources 
and tremendous population, India 
could easily make such a gift. 
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T. VALENTINE’S DAY, Feb. 

14, is named after a Christian 
martyr who was decapitated in Rome 
in 270 A.D., but the custom of 
sending messages and tokens of love 
at this season of the year seems to 
be even more ancient than the ami- 
able St. Valentine, 
practices are said to have been ob- 
served during the Roman Luper- 
ealia, which fell on Feb. 15. 


since similar 
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JEWELRY TRADE 


Whatever its history, St. Valen- 
tine’s Day is a golden opportunity 
for jewelers’ advertisements and 
window displays. Claude S. Bennett. 
Inc., Atlanta, last February adver- 
tised “Watch . 
at Claude S. Bennett’s’” and accom- 
panied a two-column, 10-inch watch 
ad with this verse entitled “Belles” 


.. for Your Valentine 


after Poe’s famous poem: 


“Hear the laughter of the Belles— 
Valentine Belles! 

What a world of happiness their 
presence foretells! 

How they tip-toe down the street, 

Smartly gowned from head to feet, 

While the boys stand hat in hand 

While their beings all demand 

Expression to heart beats; 

With a gift of TIME 

He’ll win His Valentine 

And still the palpitating move- 
ments that impel 

From the Belles, Belles, Belles— 

From the gorgeous and the lovely 
Valentine Belles.” 
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ARL J. DOEDERLEIN’S 

jewelry store in Baltimore be- 
lieves in whetting customers’ interest 
in diamonds—not satiating it. For 
instance, one display case contains a 
woman’s hand in the center, wearing 
a bracelet and a diamond ring. (Al- 
bert O. Moritz, of this store, changes 
the shade of nail polish on the finger 
nails once a week!) 

The hand is placed on a 20-inch 
square piece of white moire, together 
with a diamond wrist watch, a di- 
amond necklace, and a diamond 
brooch. 

The same case has four boxes ot 
diamond rings. And that’s all. No 
crowding. No volley of merchandise 
only likely to confuse the customer. 
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| > ge in the belfry were nothing 

compared to what the town 
fathers and Jeweler Isador Kahn, of 
North Pelham, N. Y., had to contend 
with when they decided last month 
to clean out the clock tower over the 
town hall, and restore the clock to 
working order. 

Before Kahn could get to work, a 
colony of 50 squirrels that had lived 
for years undisturbed in the tower 
had to be dispossessed to neighbor- 
ing trees. 

Kahn and his clock haven’t any 
time for squirrels, so wire meshing 
is to be placed over tower entrances 
to prevent them from returning. 
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URING the past month we've 
had several letters of the kind 
that bob up in our mail every now 
and then asking if the hour of Lin- 
coln’s death has anything to do with 
the traditional setting of clock and 
watch hands at 8.18 in catalog and 
advertising pictures and dummy 
clocks and watches. 
The answer is NO. Lincoln was 
shot at a few minutes after 10 P.M. 


wy? 








(the exact minute is not known) and 
died at 7.22 the following morning. 

The 8.18 setting is used simply 
because this position of the hands 
gives a balanced arrangement and 
one that does not obscure either the 
second hand or the maker’s name on 





the dial. And in the case of painted 
clocks that were used as jewelers’ 
signs, it provided a good space for 
the store’s name and address. 

As a matter of fact, the practice 
of showing the hands at 8.18 is by 
no means universal. 
manufacturers get the same effect 
with other settings. Westclox, for 
example, reverses the hour and min- 
ute hands and places them at 3.42. 
Hamilton and Eterna ads show the 
time as 10.10 and Bulova, to be 
entirely different, puts the hands 
at 10.35. 


However, the legend no doubt will 
continue to live, and we'll probably 
be printing this item again a year or 
two hence. 


Some watch 
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OW many times in the course of 

your career have you handled 
a paper of diamonds? Probably 
many thousands of times—certainly 
so often that diamond papers are 
thoroughly familiar to you. 

But are they? Just for example, 
how many varieties of diamond 
papers do you think there are? One 
diamond paper specialist, I. Kassoy 
of New York, whose shop we visited 
the other day, showed us how by 
combining the many varying shades 











of inner tissue and outer wrapper 
from the wide assortment in his 
stock he could supply 1350 different 
shadings of white and all the tones 
of near-white. Each of these is avail- 
able in two standard sizes, which 
makes a total of 2700 different kinds 
in the standard sizes alone. 

This enormous variety is neces- 
sary, Mr. Kassoy explains, because 
nearly every dealer has a different 
idea as to just what shade of paper 
will best display his goods, and his 
accustomed to that 
exact tone that even the slightest 
change from it throws him off. Hence 
the diamond paper seller must be 
able to match the most minute grad- 


eye gets so 


uations of hue—not approximately, 
but exactly. 

Most of these papers formerly 
came from Paris and Antwerp, but 
these sources of course are no longer 
available and Mr. Kassoy, who had 
foresightedly built up a large stock, 
is now supplying diamond papers to 
dealers and jewelers in nearly every 
country outside of the blockaded 
areas. 
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DVERTISING that makes use 
of the extra interest of some- 
thing prominently in the public eye 


"Would you hold this one for me—just in case?" 
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is apt to be more than ordinarily 
effective. Tie your store or your mer- 
chandise to something people are 
thinking or talking about, and you 
double your attention value. 

“Bob” Slagle, proprietor of the 
Houston Watch Co. jewelry store in 
Houston, Texas, never misses 4 
chance to cash in on every such op- 
portunity—which is no doubt one of 
the reasons why he has been go re- 
markably successful. 

News events, magazine features, 
columnists’ comments, personalities 
in the news are all grist to “Bob’s” 
mill. Last month Life magazine 
published a four-page illustrated 
feature on “The Best Built Watches 
in the World.” 

Within 24 hours after the issue 
appeared on the news stands, Slagle 
had an advertisement in the Houston 
Post that began: 

“The Dec. 23 issue of Life on 
pages 31, 32, 33 and 34 features the 
Best Built Watches in the World. 
The Houston Watch Co. also fea- 
tures the Best Built Watches in the 
World every day. See them on dis- 
play in our Store.” 

Dozens of people came in just to 
see the “best watches in the world” 
and several immediate sales resulted, 
as well as sowing the seed for future 
business by planting indelibly in the 
minds of Houstonians that when 
they want a watch, the Houston 
Watch Co. is a good place to go for 
it. 


© © 


66Y7ALENTINE — Engagements” 

was the heading of a timely 
advertisement used last February by 
A. Stowell Co., Boston. Three 
engagement rings were pictured 
against a heart, and the copy said: 

“From our large collection of 
beautiful solitaire diamonds there is 
just the ring your loved one will 
cherish . . . always.” 

Slavick’s, Los Angeles, commenced 
their Valentine advertisement with 
these words, “A Valentine that’s 
most impressive ... an envoy of your 
true sentiments. Here at Slavick’s 
you have a large and delightful 
selection of diamond rings from 
which to choose and a convenient 
way of paying.” 

“The Better the Day—the Better 
the Deed” is how M. Jacoby, Port- 
land, Ore., carried the torch. 
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“Met” Jewel Show 


Is Box Office Hit 





Three-tone gold jewelry was made a century ago. 


XTENDING the magnificent “Art of the Jeweler’ 

exhibition until Mar. 9, seven weeks past its in- 
tended close, the Metropolitan Museum of Art in New 
York announced that this show of 7000 years of jewelry 
has been attended by an average of 804 persons a day 
since it opened Nov. 20 and ranks among the most suc- 
cessful special exhibits the museum has staged in its 
history. 

The jewelry shown on this page, in addition to ex- 
amples from other great civilizations pictured in this 
publication’s December and January issues, explains 
why the show has been so tremendously successful, and 
also hints at the vast amount of design inspiration that 
these pieces from bygone centuries afford contemporary 
manufacturers of jewelry. 

The set of jewelry pictured immediately above was 
made in France or Italy about 120 years ago and is said 
to have belonged to the Bonaparte family. It is made of 
gold in three colors with a floral design and set with 
amethysts. 
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Byzantine jewels made in the VI or VII century. 





North India jewels 100 or 200 years old. 


The Byzantine jewelry, shown upper right, dates 
from the VI or VII century. The large necklace has an 
incised Christian cross and 12 pendant ornaments in 
the shape of Greek vases and curved almond motives. 
The earrings consist of a loop with four chains termi- 
nating in pearls. 

The jewelry worn by the model pictured immediately 
above is typical of that in vogue in northern India in the 
XVIII and XIX centuries. The pieces are of gold and 


Jaipur enamel, set with pearls and precious stones. 








Conscription and 
Defense Program 
Made August a Bigger 
Marriage Month Than 


June in 1940 


To 


4% 
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Unele Sam Arms Cupid. Too 


Were your wedding sales high last year? They should have been. for 





1940 was the greatest marriage year in America’s history. 


thanks to conscription and business expansion. By J. Rodman Keagy 


OOD old Uncle Sammy was at his generous best 
last year. 

He was arming the democracies, arming himself, and 
incidentally arming Cupid. He gave the little fellow a 
Garrand rifle to replace his obsolete bow and arrow, and 
as a result the lovers’ saint had the best shooting in many 
a season. 

Uncle Sam, shedding his coat and rolling up his 
sleeves to take on a couple of tough customers if needs 
be, enacted the first peace-time draft of his manpower 
and at the same time opened his coffers and spilled forth 
billions of dollars to buy and make the materials of war 
in another attempt to establish a world of peace. 

In so doing he gave his young people greater means 
and incentive to plight their troths than Cupid alone 
could do with all his cunning artifices. 

There were more marriages in the United States last 
year than at any time in the nation’s history, according 
to a study just completed. 

How much of the 17.2 per cent increase in the number 
of marriages last year over the year 1939 was due to the 
rush of young people to the altar to escape conscription 
and how much was due to increased industrial activity 
arising out of the preparedness program with resultant 


increases in payrolls and paychecks, remains a moot 
question. However, in each case, Uncle Sam had an im- 
portant influence, and the record, and the jeweler’s 
ledger, show conclusively that 1940 was a banner year for 
marriages. 


200,000 MORE MARRIAGES LAST YEAR 


Weddings in the United States, last year, numbered 
approximately 1,367,796. 


MARRIAGES IN 20 IDENTICAL CITIES, BY THOUSANDS 





300 


250 


200) 


100 











1929 1933 1934 1935 1936 1937 1938 1939 1940 
270 213 252 255 276 280 236 251 295 
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This figure represents 200,000 more marriages than 
were performed in 1939, when there were approximately 
1,166,889 marriages. 

These figures, confidently believed to be the latest 
and most accurate available anywhere, were calculated 
from data collected from the 50 largest metropolitan 
areas of the country, comprising 381% million people, or 


increased industrial activity the months of August, Sep- 
tember and October increased at an even more rapid 
rate, and thus the percentages of the various months 
were changed. 

Therefore, it should be borne in mind by any merchant 
or advertiser using these tables, that the monthly per- 
centages for the years 1938 and 1939 are more typica. 


than those for 1940. 


DISTRIBUTION OF MARRIAGES 


29 per cent of the population. 
These annual studies of the marriage situation, first 
made by Tue Jewevers’ Circutar-Keysrone to make 


the jeweler really conscious of the tremendous sales pos- _— — — 
sibilities of the marriage market, are followed with January SPE a ee 8.07 papel pagel 
; PU oii cdavscinn 4.7 5.6 6.2 
keener interest each year, not only by alert and ener- ° 7 . 
, ‘ ; ee ee 6.0 6.1 6.2 
getic retailers but also by jewelry and giftwares manu- Avril as mp 3.0 
facturers, wholesalers, importers and advertising agen- me ey et ee a. im 0.6 
cies serving the jewelry industry, in an effort to direct tO AE Is 10.9 pyr 0 
more advantageously the force of advertising and mer- WN ote oo ays 7.9 8.0 6.7 
chandising slanted towards the bride and her friends. August aie 13.5 10.1 9.5 
JUNE 1940 BETTER THAN JUNE 1939 re 10.6 9.9 sa 
; ; CItONGM ck. eob eo esc 10.3 8.7 8.6 
While the following table shows that last June had Menaeiien 7.6 3.2 8.1 
only 10.9 per cent of the year’s marriages as compared WiseiBie oo os 7.0 7.7 7.7 
with 11.9 per cent of the 1939 issuance, the number of Tete) sumber of mar 
June marriages increased. In fact, all the early months riages for the year. . . 1,367,796 1,166,889 1,092,034 


of the year had just as many or more marriages, as the An estimate of the number of rites performed through- 


same periods of previous years. But with the draft and (Please turn to page 78) 
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WEDDING LICENSES ISSUED DURING 1940 IN 50 LARGEST METROPOLITAN AREAS 











% Change 
from 
JAN. FEB. MAR. APRIL MAY JUNE JULY AUG. SEPT. OCT. NOV. DEC. 1940 1939 1939 
) oo 1 ee eer 4,746 3,865 5,326 4,990 7,181 8,751 5,826 14,053 9,666 9,411 5,912 5,921 85,598 66,988 +27.8 
SE 5h i os: i lnc cower 2,256 1,466 2,262 3,178 4,518 5,793 3,412 5,879 4,671 4,866 3,425 2,400 44,126 35,113 +25.7 
*PHILADELPHIA .......00. 1,107 764 1,163 1,517 2,599 602 838 2,259 1,309 1,180 840 763 14,941 15,475 — 3.4 
| RE Cer. 1,157 913 1,346 1,489 1,907 2,182 1,749 2,252 2,128 1,755 1,385 1,110 19,373 15,439 +25.4 
*LOS ANGELES .......... 1,114 1,054 1,249 1,140 1,523 2,390 1,743 2,547 1,789 1,872 1,477 1,468 19,366 22,929 —15.5 
i yf 1 ae 634 582 561 789 1,121 1,342 1,051 2,368 1,100 1,042 942 694 12,226 9,667 +26.5 
pg 2 597 542 584 613 741 1,070 805 1,370 1,263 1,291 1,018 1,039 10,933 8,022 +36.3 
I oho. oko dace sd 6 or 706 655 844 971 1,164 1,734 1,125 1,567 1,418 1,446 1,174 963 13,767 11,332 +21.5 
BE lib oGiae 4a 6.08 Ae 577 376 661 630 944 1,030 1,114 1,362 984 949 577 604 9,808 8,531 +15.0 
ie) 1): re 829 500 770 1,259 2,252 590 791 1,396 1,147 933 805 565 11,837 10,908 8.5 
*WASHINGTON ........... 405 331 428 382 ATT 773 535 996 922 976 735 767 1,727 5,680 +36.0 
*SAN FRANCISCO ........ 323 276 254 333 273 517 523 456 571 566 348 330 4,77 5,903 —19.1 
MWA occ ccccce 225 223 227 368 517 940 396 829 694 632 505 261 5,817 5,062 +14.9 
MUINEAE ccs tvieviccnees 281 121 289 372 573 804 481 914 647 529 514 312 5,837 4,037 +44.6 
*NEW ORLEANS ......... 258 210 159 293 249 458 369 295 387 581 318 328 3,905 3,430 +13.8 
*MINNEAPOLIS .......... 292 211 305 373 599 691 419 878 665 468 392 323 5,616 5,056 +11.0 
SEENCININATE onc cccccscse 240 232 259 315 375 599 377 604 461 486 376 331 4,655 4,072 +14.3 
/ | > ERPS 321 197 300 345 418 595 385 773 764 559 394 336 5,387 4,159 +29.5 
KANSAS CITY, MO. ..... 254 237 270 271 403 524 362 477 452 513 389 378 4,530 3,921 +15.5 
*INDIANAPOLIS .......... 342 715 84 180 320 483 369 500 443 438 373 391 4,638 5,492 —15.5 
ol ee 457 386 537 489 526 822 564 747 656 738 519 607 7,048 6,211 +13.5 
_ bet Se 341 301 359 381 448 689 575 882 646 617 482 491 6,212 5,410 +148 
ROCHESTER ............. 117 108 173 196 316 423 278 526 340 310 245 172 3,204 2,595 +23.5 
*ROUIMSVILLE .....-. 6000. 227 276 181 400 455 664 495 790 659 772 611 905 6,435 3,958 + 62.6 
| 0) | eee 127 114 139 148 223 348 234 338 284 208 188 220 2,571 2,709 — 5.1 
WROMEUAND ....cc0ccccccn 104 91 132 141 223 292 225 317 284 219 173 154 2,355 1,913 +23.1 
WOUMUMBUS ook c icc cce cece 236 145 211 210 307 393 270 412 331 287 239 288 3,329 2,745 +21.3 
p/ | 18 ern 214 185 227 240 329 406 324 463 396 327 252 254 3,617 4,061 —10.9 
yA 182 216 267 264 284 373 326 347 343 385 320 379 3,686 3,360 + 9.7 
JERSEY CITY ........... 240 112 210 228 325 407 275 568 356 397 277 224 3,614 2,887 +25.2 
5 ees 314 320 395 308 388 502 406 507 448 505 401 466 4,960 4,714 + 5.2 
WMEMEPEIIS o.oo cccssce 163 153 146 162 190 254 205 238 221 360 244 281 2,617 2,117 +23.5 
» &/ i ea 155 89 145 205 331 391 232 161 358 156 196 148 2,567 2,765 — 12 
~. eee 349 329 428 470 458 616 543 783 756 699 554 505 6,490 5,145 +26.1 
*BIRMINGHAM ........... 403 450 458 484 465 623 475 658 670 666 522 602 6,476 5,530 +17.1 
4 ROVIDENCE eer Ceres 124 61 155 222 267 324 191 415 340 270 198 134 2,701 2,333 +15.8 
SSAN BIVEONIO ...0cccces 310 246 385 328 326 473 345 448 503 559 383 471 4,727 3,692 +28.0 
sAKRON cCiweg i hewese ecw 199 160 218 226 296 479 290 510 422 349 331 312 3,792 2,891 +31.2 
SOMAHA caw ew sie ae Welds orrs 119 110 119 132 191 242 162 275 252 210 187 132 2,131 1,856 +148 
MMMM osx cok ccecccn: 121 132 158 202 248 343 246 385 336 243 216 207 2,838 2,100 +85.1 
,SYRACUSE rerkats aie arate 77 61 88 112 190 244 152 326 213 173 152 100 1,888 1,384 +36.4 
“OKLAHOMA 3 175 163 170 206 214 281 211 286 233 264 197 245 2,645 2.621 + 0.9 
SAN DIEGO ............. 94 89 121 105 123 185 185 196 195 195 159 158 1,755 2,237 —21.5 
WORCESTER ............ 126 65 122 178 231 300 207 328 324 226 205 125 2,437 2,061 +18.2 
RICHMOND Ste hea are Baran oe 188 192 244 215 220 871 474 177 236 287 226 239 3,069 2,841 + 8.0 
SFORT Lil: ao 185 162 217 174 230 275 218 308 239 229 220 235 2,692 2,524 + 6.6 
“JACKSONVILLE CweNanet 159 160 166 166 182 250 198 242 204 269 249 280 2,525 2,075 +21.7 
MIAMI RMN Es &-o 5 a'wiensi'o 289 283 299 299 251 303 236 252 234 254 238 306 3,244 2,607 +24.4 
b> NOUNGSTOWN .......... 113 74 85 112 185 252 230 348 295 230 187 159 2,270 1,572 +44.4 
WABMVILEE ..........0.. 104 83 103 96 126 212 118 154 148 175 134 180 1,633 1,445 +13.0 
Ci ae 22,676 18,786 23,949 26,908 36,652 43,555 31,560 54,162 42,408 41,072 30,404 28,263 400,385 341,575 +17.2 

*City license figures massed with those for entire county, parish or district in which located. 
SMU MMU 
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"Don't merely tell the customer 
what the watch needs—show her!" 


Replacing scratched crystals and bent 
hands, tightening and polishing 
cases—all without any charge to 

the customer—costs very little, 

but builds super-satisfaction. It’s 


part of the Brasfield “recipe”’ 


by C. J. SCHULTE 
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These Methods 
Built $100-a-Day 
Wateh Repair 
Trade 





“yr I told you the secret of how we've repaired 

100,000 watches in the last 12 years,” warns W, 
B. “Bill” Brasfield, head of the Superior Watch Co., 110 
N. Topeka Ave., Wichita, Kans., “half the old-timers in 
the country would stand up and howl.” 

Despite those howls, however, the fact remains that 
the jovial Irishman’s successful formula has built the 
largest repair business in the state. When a highly 
ethical system can build a $3000-a-month repair business 
from scratch during a period like the last decade in a 
city of 125,000, it begins to look as though it’s time for 
old-timers and beginners alike to swallow their howls 
and adopt a new philosophy of selling. 

Brasfield summarizes his success formula in what first 

appears to be a mere repetition of an old rule, but when 
that rule is analyzed and interpreted in Brasfield man- 
ner, it turns out to be a British Spitfire with power 
enough to zoom a repair department to unbelievable 
heights. 
“Every customer who leaves this store,’ Brasfield 
summarizes, ‘takes along two packages. One he pays 
for, and it is wrapped in paper; the other we give him, 
and it is wrapped in his mind. The last package is by 
far the more important.” 

Practically every watchmaker in the country will 
insist that he, too, guarantees his work. But not the 
way the Superior Watch Co. does, in all probability. 
While the average jeweler guarantees satisfaction, Bras- 
field guarantees ‘“‘perfection.” That difference consti- 
tutes the first digression from the usual interpretation 
of service, and the first ingredient in the formula for 
success. Brasfield does three things that Mr. Average 
Jeweler fails to do, thereby causing the first howl. 

“We never let a watch go out of our shop with a 
scratched crystal,” Brasfield reveals. “What's more, 
unless a customer comes in specifically for a crystal we 
don’t sell him one, we give it to him. There are several 
reasons for this rule: First, our aim is not merely satis- 
faction, but perfection; second, the practice never fails 
to make a friend; and third, a new tight crystal protects 
and insures the work we’ve done on the watch.” 

A second free service that has won the firm thousands 
of pleased friends is the practice of replacing old, out- 
of-date and bent hands. Like crystals, hands cost very 
little, yet Superior has found that this is the longest 
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Five lathes are on the main floor of the Superior 
Watch Co., and five more on the balcony immedi- 
ately above. Jobs average slightly more than $3.50. 


lasting form of advertising. ‘The third rule that many 
repairmen neglect to follow is that of tightening and 
polishing the case before it is returned to the patron. 
These services are not advertised. They are merely 
surprise dividends paid the customer for his patronage. 
In return, though the patron may not realize the fact, 
every time he looks at his watch he is reminded of the 
Superior Watch Co. 

When the advertising value of these services is con- 
sidered, the cost will be found exceedingly nominal. 
Brasfield estimates that ten out of every hundred 
watches he repairs need a new crystal, new hands, or a 
dent taken out of the case. Excluding labor, a minor 
factor, the actual cost of turning out a “perfect” job 
rather than a satisfied job is between five and six cents 
for each of those ten watches. Hence, from 50 to 60 
cents per hundred will be the total cost of the service. 

“Always fit the material to the watch—not the watch 
to the material,” is the not-surprising cardinal rule at 
Superior. And “never use anything but genuine mate- 
tials,” is the second part of this commandment. In 
answer to the protest that the average dealer can’t afford 
to tie up hundreds of dollars in expensive parts Brasfield 
has this to say: 

“I’ve always contended that a large repair stock is 
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With all the wonderful wholesale houses 
within one or two days from any city in the United 
States, and with air mail as efficient as it is, I see no 
excuse for any dealer’s risking his reputation by using 
inferior and makeshift parts. It isn’t necessary to invest 
a lot of money in parts, but it is vitally important to 
know where you can buy the part you want.” 

As he spoke, Brasfield picked up a repaired movement 
that had all the appearances of a new watch. It was 
an old 21-jewel Vacheron & Constantin. After four 
generations the watch was in need of a complete overhaul 
and new case—a typical and almost daily problem at 
Superior. Turning from the ancient to the modern, 
Brasfield’s next success rule has to do with equipment. 

“Be modern in time, appliances, and tools,” he advises. 
“The successful repairman must equip himself to handle 
new jobs as they appear. If you haven’t the tools to 
repair a watch properly, send it to someone who has. 
Better turn out a perfect job through someone else than 
an unsatisfactory one yourself. Remember, “The evil 
that men do lives after them’.” 

Closely connected with this idea is that of price com- 
petition. In the first place, Brasfield is convinced that 


price should have no bearing on competition. 
(Please turn to page 77) 
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Lighting to Help You Sell 


IGHTING your store in a way to enhance the attrac- 
tiveness of the merchandise in your displays is a 
matter of very real importance. More powerful illumin- 
ation is not necessarily the answer, because if the light 
reflects into your customer’s eyes—especially from glass 
counter tops—the extra illumination will merely kill 
your sales of jewelry. 

The studies which follow, therefore, are an effort to 
set down a few simple and practical suggestions as a 
guide in planning the lighting of a new store layout or a 
remodeled counter or case. They are suggestions that 
can be used in any store, large or small, and every one 
of them is based on the fundamental idea that the 
purpose of store lighting is to help sell goods. 


CEILING LIGHTING 


A study of the types of light which may be used for 
general store illumination recommends a combination of 
soft indirect up lights and strong direct down lights. 
Located to prevent reflection into the customer’s eyes, 
these down lights should be placed far enough above 
the ceiling opening to prevent unpleasant light spots. 

To prevent side view of highlights, it is recommended 
that the ceiling opening be bound with a ring of black 
mat or felt with a series of similar rings between the 
ceiling opening and the light unit, to catch and absorb 
all side rays. (See Figure 1.) 

The diameter of the hole in the ceiling should be kept 
small, so that the beam of light is concentrated on the 
desired areas—not on other glass counter tops, with 
attendant undesirable reflection. (Figure 2.) 

Located at sufficiently close intervals, the beams will 
overlap, thus washing out shadows in counter cases and 
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by JAMES GORDON CARR 


As consultant designer for Tiffany & Company and 
architect of the magnificent House of Jewels at the 
New York World’s Fair, James Gordon Carr has done 
much basic research into effective jewelry display 
lighting. We asked him to summarize his findings in 
a way that would be helpful to any jewelry store 
owner contemplating, either now or later, the re- 
modeling or renovating of his entire store or of a 
single showcase. This article gives you that help. 


giving a brilliant direct light. This close interval of 
lights will create brilliant sparkle because of the multiple 
direct light sources reaching each point in the case. 
(Figure 3.) 


REFLECTION 


One of the most serious problems in jewelry store 
lighting is that of reflection, especially on glass counter 
tops. Under certain conditions, any light source, whether 
daylight or artificial, will give an undesirable reflection. 
Proper placing of glass and lights, will, however, reduce 
these reflections considerably. 

For example, each ceiling light can be so located that 
the center of the light beam is just back of the front 
edge of the counter. This prevents the light reflection 
from reaching the customer’s eyes at any time, and it 
gives excellent light on the merchandise in the case. 
(Figure 4.) 

If the ceiling is brightly lighted, no matter where the 
customer stands she will find the counter top before her 
an unbroken reflection of light, making it difficult or 
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ing jewelry effectively. 
source of this light from the ceiling, rather than from 
the interior of the case itself. Such an installation as 
I have just described will accomplish this result. How- 
ever, if desired, the lighting may be supplemented by 
additional lights inside the cases. 

Fluorescent tube lighting is excellent for this purpose. 
It gives a good general light. It is not bulky, and 
therefore does not obstruct the customer’s view of the 
contents of the case. It generates no perceptible heat, 
and therefore never makes the showcase tops uncom- 
fortably warm to touch. 

Of course, since its light is so diffused it gives no 
brilliance to the jewels. However, this deficiency can 
be overcome by using the ceiling down lights already 
mentioned. If these down lights are numerous and 
well-directed, they will give the desired brilliance with 
resultant sparkle. Moreover, when jewels are taken 
from the case for the customer’s inspection, it is impor- 
tant that their sparkle remain unaffected by the change 
of location. Therefore, a combination of tube lighting 
and down lights is especially effective since the light 
resulting in the sparkle is the same on the top of the 
counter as on the inside. 


WALL RECESSED DISPLAYS 

Wall cases can be designed to allow extreme flexibility 
in lighting. Cove lighting around the frame will give 
general illumination, and can be supplemented by spot 
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lighting from the side wings and from overhead. (Figure 
5.) 

A combination of three or four colors in the cove 
lighting of these cases will give a general light similar to 
daylight, yet the direct reflections on the merchandise 
will be those of the individual colors. If certain soft 
colors are desired in the lights in any of the cases, it is 
possible, by a combination of two or more lights, to 
obtain many different resulting colors in the general 
illumination. 

In these lighting coves, tests should be run before 
determining whether tube lighting or iamps are prefer- 
able for general illumination. Tube lighting will give 
a long, continuous line of reflection; while individual 
lamps will give numerous point sources of light, resulting 
in greater sparkle. (Figure 6.) Such a combination of 
the two is usually the most desirable. 


GENERAL LIGHTING 


In these suggestions for lighting your store, all main 
light has been directed to the floor, cases and counters, in 


order to give utmost brilliance at the customer’s eye 
(Please turn to page 88) 


PPO GER RAT LS oN RT EAI Dy BPR i ko 
iA 
ed . ited. 
REFLEctionn & Ae 
| 
ae 
fiat 
Hie 
impossible to view the merchandise in the case. It is fan 
wise, therefore, to threw only soft lighting directly on pees 
to the ceiling, and to choose the ceiling color to absorb is if 
reflections of the down lights on the glass counters. ee 
A 
Be 
FLOOR CASES pig 
Brilliant light is needed in the floor cases for display aI 
. * “BR NS PLB, re eee oe 
It is better to get the main 2 We NEAV A qeaet 





2. Customer hands Mr. Bachmann 
watch she wants repaired. He takes 
it with air of courteous interest. 


3. Mr. Bachmann looks at watch and 
takes it to repair department for closer 
inspection. Ring catches customer's eye, 


1. Prospect enters store. Smiling, Mr. 
Bachmann opens door, greets lady. 


Hlow to Make Extra SALES... 


Art Bachmann, Milwaukee jeweler, demonstrates 
good salesmanship for photographer Al P. Nelson 


4. Mr. Bachmann returns from watch 
repair department, points out what is 
wrong with watch. 


5. Mr. Bachmann has noticed cus- 
tomer's interest in display. Sensing 
chance for sale, he brings out a din- 
ner ring to show customer. 


6. Shows ring, pointing out beauty, = 8. Escorts customer to door, opens it 
style, quality and workmanship. for her and invites her to call again. 


7. Closes sale and hands package with 
smile to pleased customer. 
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|. Coatless, Mr. Bachmann sits engrossed 
in mystery story while customer enters 
without being greeted. 


Jeweler Bachmann here dem- 
onstrates how not to sell— 


how to lose business 





4. Lady notices ring in display case. Mr. 
Bachmann, thinking of something else, day- 
dreams, oblivious to customer's interest. 
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How to 
Avoid Making 
SALES ... 









2. Above. Goes behind counter. 
Sees silverware that needs polish- 
ing. Picks it up and shines it, be- 
fore taking watch. 






3. Left. Uninterestedly inspects 
watch. Gives customer call ticket 
without looking at her. 


5. Lady turns to go, still looking longingly at 
attractive ring which jeweler failed to show 
her. Mr. Bachmann is back at his story, not 
realizing he has missed an extra sale. 
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With Spring hats uppermost in women's minds, this display of bonnets decorated 
with clips and brooches is tops for timeliness. The chapeaux, mannequin head 
and all the boxes except the large one can be borrowed easily from a hat shop. 


Spring-Toned Windows Grow Sales 


AVE you ever thought of your window displays as 

the “looking glass’”’ of your store through which 
many “Alices’” peep each day in search of fashion and 
fanev? To them a jeweler’s window is a place not a 
little touched with magic, the abode of beautiful jewels, 
attractive watches, lovely china and glowing silver—a 
kingdom of objects supremely desirable. It is your task 
to make these “‘Alices” realize that much of this king 
dom is within their reach, that these objects are things 
which may well find a place in their own lives. 

How can you go about building this bridge through 
your “looking glass” into the lives of the passing 
“Alices’ ? Simply associate your merchandise, the magic 
baubles that may seem just out of their reach, with 
interests and activities of their daily lives. By associa 
tion, prove that these things have a place with the more 
familiar aspects of their daily routine. Stop for a few 
minutes and analyze your merchandise from this point 
of view. You will find it a well-spring of display mate 
rial which will make the cash register on your side of 
the “looking glass” tinkle most gratefully. 

Fashion might well occur to you as the first thing 
which is of absorbing interest to women and which is 
directly related to your merchandise. There are any 
number of ways of tying up fashion and jewelry. 
lashion magazines and various fashion services offer 
a wealth of material from authoritative sources which 
fashion sketches, 


may be quoted. Illustrative material 


‘- 


VIRGINIA DIXON 


/ 


showing jewelry being worn, photographs of beautiful 
models wearing the latest in jewelry as well as in gowns 
is also available. 

There are other ways, too, of associating fashion with 
your jewels. The sketch on this page suggests one way. 
Every “Alice” will soon be thinking about her new 
Spring bonnet, so the giant hat box and the mannequin 
head wearing the latest available in Spring millinery 
will at once draw her attention. 

The obvious suggestion is, of course, the use of the 
jewelled clips and pins on her new hat. The copy reads 

‘“Jewels—Lovely enough to go to your head——-Smart 
enough to go on your hat.’’ You should be able to get 
some neighboring milliner to cooperate with you on this 
display for the publicity involved, to the extent of sup 
plying you with a millinery head form and one of her 
hats which would show a clip or brooch to advantage. 
Possibly the hat could be changed several times during 
the display. 

The head form is shown inside a giant hat box which 
can readily be made from heavy cardboard and painted 
or covered with colored paper. A large bow of ribbon 
should be tied around the hat box. Small hat boxes cut 
from cardboard with narrow ribbon tied around them 
display clips and brooches on small elevations in the 
window. As many pieces of jewelry as you wish 
bracelets, necklaces and so forth—-may also be shown 


in the window, though the floor space should not, of 
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"Feather Your Nest for Spring En- 
tertaining,' the copy says, tying in 





with a poster design of a bird 
house and small birds. Silver, china 
and crystal shows to advantage in 
this attractive, seasonal window. 


Patriotic jewelry sales will thrive 
from a Washington's Birthday dis- 
play like this one. Sketch shows 
the Washington family coat-of- 
arms (red and white) decorated 
with a red, white and blue ribbon. 
Alternate stripes of red and white 
composition board win attention 
to the inclined-floor jewelry display. 





course, be too crowded. Spring colors should be used 
for the hat boxes and ribbons. 

The second most absorbing interest of your “Alices” 
which would no doubt occur to you would be their homes 
Your 
silver, china and glassware, of course, fit perfectly into 
this picture. Table settings if you can arrange them in 


your window are one of the best ways of solving this 


and the consequent entertaining which they do. 


display problem and showing all of this merchandise in 
its logical association and use. If your window is not 
large enough to accommodate a full table, much can be 
done with single place settings on doilies or runners on 
the floor of the window or raised on large elevations. 
Sometimes the entertainment idea can be conveyed in 
a more pictorial fashion. Another sketch suggests such 
an idea. A background poster carries a simple design of 
“Feather 


artificial 


bird house and small birds. The copy reads 
your Nest for Spring Entertaining.” Small 
Spring blossoms are used to form musical notes on the 
background. 

As much as possible of the poster should be made 


three-dimensional. The bird house could be cut out and 
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It small birds of feathers or wood can 


attached in relief. 
be obtained, they could be attached in position. Sprays 


of artificial blossoms can be used around the post which 


supports the bird house. A runner in one of the colors 
of the poster is used on the floor of the window to carry 
down the color. China and glassware can be shown in 
this display as well as the silver suggested in the sketch. 

Patriotic themes are finding a particularly warm wel 
come from all these days, so that whenever opportunity 
offers these themes should be employed. Washington’s 
Birthday, Feb. 22, presents a timely opportunity. The 
third sketch suggested here utilizes a modification of 
decorative 


the Washington family coat-of-arms as its 


motif. This coat of arms is said to have served as the 
inspiration for the American flag. 

The shield can be easily drawn for you in suitabk 
both: 


shown as red in the reproductions of the original coat 


size by a local artist. The stars and stripes are 


of arms. Other star cut-outs are scattered on the back 
ground of the window. Red. white and blue ribbon is 
decoratively arranged back of the shield. The floor of 


(Please furn fo page 90) 
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Jewelry Store Costs Are Studied 


Dun & Bradstreet survey of 306 jewelry stores reveals operating and 


merchandising ratios; goods are shown to cost 51.1 per cent 


and all expenses to total 43.6 per cent in the “typical’’ store 


YPICAL, operating and merchandising ratios for 

. jewelry stores have just been analyzed by Dun & 
Bradstreet, Inc., as part of the 1940 Retailers’ Operating 
Cost Survey, in which 306 jewelry stores participated. 

The aggregate net sales of the reporting jewelry 
stores were $8,956,400 during 1939, upon which year’s 
experience all of the data is based, and the typical 
(median) net sales per store amounted to $17,550. Sixty- 
nine per cent of the reporting jewelry concerns were 
conducting profitable businesses. 

Cost of goods sold for all of the reporting jewelry 
stores was 51.1 per cent of value of sales. “Cost of 
goods” is arrived at by taking the cost of the inventory 
as of Jan. 1, 1939, adding the cost of purchases during 
the year, including freight and cartage, and subtracting 
the cost of the inventory remaining on hand Jan. 1, 1940. 

Their total expense was 43.6 per cent of net sales— 
for salaries, wages, occupancy, advertising, bad debt 
losses and all other expenses. Salaries of owners and 
officers were 17 per cent, including the value of mer 
chandise withdrawn as well as cash salary and the de- 
duction from profits and addition to expenses of a typi- 
cal owner’s salary for retailers who reported no regular 
salary but drew against profits as needed. The latter 
adjustment threw into the losing class some concerns 
which originally reported a small profit. 

The total payroll of all other workers in the store, not 
covered by salaries paid to owners and officers, was 10.4 
per cent of net sales. Occupancy expense, 6.4 per cent, 
of net sales, includes rent, heat, light and building ser- 
vice as reported by tenants, or property taxes, property 
insurance, depreciation, repairs, mortgage interest, heat, 
light and building service in cases where the jeweler 
owns the building. 

Advertising expenses in the typical jewelry store are 
2.1 per cent of net sales. Net expenditures for radio, 
newspaper, window-display and other types of advertis- 
ing are included in this figure, but not advertising staff 
wages, nor the proportion ef total wages paid to other 
employees who dress windows or produce advertising. 

Bad debt losses come to 1 per cent of net sales. These 
are defined as receivables which the reporting retailers 
classed as uncollectable, or the reserve set up to cover 
bad debt losses. 

All other expenses, figured at 6.7 per cent of net sales, 
consist of the residue of miscellaneous items such as in- 
surance, repairs, contributions, delivery costs and office 
supplies. 

The profit of all the reporting jewelry stores—the 


. 


difference between gross margin and total expense—was 
5.3 per cent of net sales. 

The gross margin, the difference between sales and 
the cost of goods sold, was 48.9 per cent of sales, and 
the realized mark-up, the difference between sales and 
the cost of goods sold, was 95.8 per cent of cost. In- 
ventory turned 1.1 times a year, calculated by dividing 
the cost of goods sold by the average of the merchandise 
inventories at the beginning and end of the year. 

Typical operating and merchandising ratios for prof- 
itable and unprofitable jewelry concerns follow: 

Prorir AND Loss STATEMENT: 


(in percentages of Net Sales) 
All Profitable Unprofitable 


Concerns Concerns Concerns 

a ee 100.0 100.0 100.0 
Cost of Goods Sold...... 51.1 49.5 54.7 
Total Mxpense ...<....- 13.6 10.6 50.6 

a. Salaries, Owners and 

OS, ee 17.0 15.7 19.2 
b. Wages, All Other 
Employees ...... 10.4 9:7 13.2 
¢c. Occupancy Expense 6.4 5.9 7.0 
(90% of concerns renting) 

d. Advertising ....... 2.1 2.0 2.2 

e. Bad Debt Losses... 1.0 1.0 0.9 

f. All Other Expense. . 6.7 6.3 8.1 
Profit or Loss (L) Loss 5.3 9.9 5.3(L) 

MERCHANDISE RATIOos: 

Gross Margin (% of Sales) 48.9 50.5 45.3 
Realized Mark-up (% of 

OOH). Kaa sewanie ve ans: 95.8 102.2 82.9 
Inventory ‘Turnover 

(Times per Year) ..... 1.1 1.2 1.0 


An interesting development in the retail jewelry in- 
dustry’s credit policies was that out of 271 concerns 
reporting credit policies 100 concerns extend both open 
and installment credit. 

How the extension of retail credit affects volumes and 
profits, as well as gross and net margins, the percentage 
of bad debts and the rate of turnover was studied from 
the reports of 132 jewelry stores. 

The method of classifying stores in this report is dif- 
ferent from that customarily employed by the trade it 
self. When the term “cash store” is used by. jewelers, it 
includes stores which sell at a 30-day open account 
basis. Dun & Bradstreet define as cash stores only those 
who do 90 per cent or more of their volume for actual 
cash paid over the counter at the time of the sale. Other 
stores are divided into open credit and _ installment 
credit, the latter, of course, being what the trade terms 
“credit jeweler.” 

Many stores sell by both means so, for the purpose of 

(Please turn to page 94) 
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LONGINES WITTNAUER & CO. 
580 FIFTH AVE. 
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ON THIS YOUR SEVENTY-FIFTH ANNIVERSARY WE RECALL WITH 
PLEASURE OUR SATISFACTORY HANDLING OF LONGINES WATCHES FoR SEVE 


OVER FIFTY-TWO YEARS AND IN ALL THAT TIME WE HAVE NEVER us 
HESITATED IN RECOMMENDING LONGINES. WISHING YOU AND LONGINES, CON 
CONTINUED SUCCESS, WE REMAIN, SINCERELY YOURS OVER 
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CONGRATULATIONS On REACHING THE THREE QUARTER MARK, 
1S AM EMVIABLE HISTORY. COVERING SEVENTY-FIVE YEARS OF STEADY 
REALIABLE BUSINESS. THE OLD TIME STANDARD OF FINE PRODUCT, FAIR 
AND FRIENDLY DEALING, LINKED UP wiTH MODERN METHODS ASSURES 
CONTINUED SUCCESS, FOR OVER A HALF CENTURY “LONGINES" HAS BEEN 
WELL REPRESENTED im ouR WATCH DISPLAY AND TOGETHER WITH 
“WITTMAUER" THE TWO HAVE BEEN HOUSEHOLD WORDS AMONG US 
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THIS YEAR AS YOU START THE CELEBRATION OF YOUR SEVENTY FIFTH 
AWNIVERSARY WE TAKE THE OPPORTUNITY OF EXPRESSING TO You ouR 
APPRECIATION OF THE Happy BUSINESS CONNECTIONS WHICH HAVE 
EXISTED BETWEEN US FOR THE PAST FIFTY YEARS. THANKING You FoR 
THE COURTEOUS AND CONSIDERATE SERVICE YOU HAVE RENDERED ano 








WISHING FOR Your CONTINUED AND DESERVED SUCCESS 
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PINES WITTNAUER WATCH CO, 
B80 FIFTH AVE, 


SEVENTY-FIFTH ANNIVERSARY OF YOUR COMPANY THIS YEAR CALLS 
M US OUR HEARTIEST CONGRATULATIONS AND BEST WISHES FOR 

R CONTINUED PROSPERITY. OUR BUSINESS RELATIONS WITH You 
OVER FIFTY. YEARS WAVE BEEN MUTUALLY HAPPY AND IT 1S OUR 
MEST HOPE THAT THEY MAY CONTINUE FOR MANY YEARS. 





E. M. GATTLE & CO. NEW YORK 
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WE SUMDERLIM COMPANY JEWELERS FOR OVER OWE HUNDRED YEARS WISH TO 
TEND THEDR WEARTIEST CONGRATULATIONS TO THE LONGINES WITTNAUER 
JATCH COMPANY OM THEIR 75th BIRTHDAY IT HAS BEEN THE PLEASURE OF 
ME SUNDERLIM COMPANY TO ENJOY UNUSUAL PLEASAWT BUSINESS 

ELATIOMS WITH YOUR COMPANY FOR A PERIOD WEARLY EQUAL TO THE 
JESINMING OF YOUR FIRM. WE TRUST THAT SUCH CONNECTIONS MAY 
ONTIMUE OW FOR YEARS TO COME. BEST WISHES 
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LONGINES WITTMAUER WATCH CO. 
380 FIFTH AVE. 


WE WISH TO EXTEND OUR SINCERE BEST WISHES TO YOU IM 
CELEBRATING YOUR 75th ANNIVERSARY IT HAS BEEN A MUTUALLY 
HAPPY BUSINESS CONNECTION FOR MORE THAN SO YEARS 
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LONGINES WITTNAUER WATCH CO. INC. 


580 FIFTH AVE 


YOUR FIRM 
STARTING OUR Qist YEAR I” BUSINESS WE an eee 
OUR HEARTY CONGRATULATIONS ON YOUR a sneer ies 
BUSINESS RELATIONS WITH You COVER ALMO ae eae cee 
HISTORY OF YOUR BUSINESS. BEST WISHES 
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DESBOUILLONS SEND THEIR SINCEREST CONGRATULATIONS oO 
LONGINES WITTMAUER WATCH CO INC OM THIS THEIR 75th 


OUR MUTUAL COOPERATION HAS BEEN A WONDERFUL BUSINESS 


pce 1T 1S WITH PRIDE 


RS OF EXISTENCE. 
EXPERIENCE DURING OUR 72 YES . 
THAT WE MAVE ALWAYS CARRIED THE LONGINES WATCH ANDO WE EXTEND 


TO YOU OUR VERY BEST WISHES FOR YOUR CONTINUED SUCCESS IM THE 
FUTURE 


DESBOUILLOMS SAVANNAH GA 








LONGIWES WITTNAUER WATCH Co. i 
680 5 AVE wNYK 


OM OUR SOTH ANNIVERSARY OF DOING BUSINESS WITH LONGINES 
WITTMAUER. WE CONGRATULATE YOU ON YOUR 75TH AND LiKE 

LONGINES WITTNAUER WATCHES MAY OUR BUSINESS RELATIONS 
CONTINUE AS PLEASANT IN THE FUTURE AS THEY HAVE BEEW FOR } 
THE PAST HALF CENTURY. YOURS VERY TRULY. : 
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JOHN P. V. HEINMULLER, EDWARD DETIEN. M. FRED CARTOUN, MORRIS GUILDEN, GEORGE BARRINGTON 

President . . . associated with Vice-President and Secretary ... Vice-President . . . associated Treasurer ... associated with Manager Canadian Branch .. 

the company since 1912 associated with the company with the company since 1936 the company since 1936 associated with the compar 
since 1906 since 1901 
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2gch generation of Longines-Wittnauer management has 


represented both the past and the future ...a balance of 


experience and youth that assures continuous progress 












ERNIE W. FARR FRED WILKINSON, WILLIAM ZINT, MAURICE MERZ, CHRIS STAIGER, 
Dean of Canadian Sales Force... Dean of the Sales Force ...ass0- Merchandise Manager Technical Merchandise Manager Longines Merchandise Manager Wittnauer 
pssociated with the company’ ciated with the company as a Watch Division . . . associated Division . .. associated with the Division... associated with the 
since 1925 sales representative since 1898 with the company since 1915 company since 1918 company since 1927 

—43 years 


ongines-Wittnauer join with friends 
elebrating this 75th anniversary by 


even greater brilliancy and importance. 
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WITTNAUER 


In celebration of our 75th Anniversary, Longines- 
Wittnauer has planned an expanded merchandising 
and advertising program that will exceed in volume, 
variety and distinctiveness all past programs. 


Special merchandise, special merchandise packing, 
new timely displays, and new forms of cooperation with 
jeweler-agencies will put the full force of the campaign 
directly to the job of making more consumer sales of 
Longines and Wittnauer watches. 


The natural consequence of this greater advertising 
and merchandising push will be to add to the momen- 
tum of Longines-Wittnauer sales, to a greater 1941 
profit for every Longines-Wittnauer jeweler agency. 
The policy of selective and controlled distribution will 
be maintained. 


LONGINES-WITTNAUER IS THE ONE FINE LINE THAT 
NO FINE JEWELER CAN AFFORD TO BE WITHOUT 


LONGINES - WITTNAUER WATCH CO. INC . 980 FIFTH AVENUE NEW YORK, N. Y. 
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Every man is a likely prospect for a 
new watch strap, in the opinion of 
Henry Koerbel of Selle's horologica! 
department. P.S.—You can't see the 
new strap he is demonstrating, be- 
cause, you guessed it, it's transparent. 


Simple Dressers Go For Novel Wateh Straps” 


why for conservative dressers,’ says Ray 
Gable, chief watchmaker in the Selle Jewelry 
Co., who has built up a clever psychology-sales system 
for selling men’s watch attachments during his last two 
years with this St. Louis store. 

The more restrained a man’s taste in the cut, texture 
and color of his suits, hats, shirts and coats, the more 
likely his pent up desire for something novel and out 
of-the-ordinary in accessories like watch bands. 

Selle’s salesmen, therefore, are on the lookout for con 
servatively dressed men customers, particularly those 
who reflect good taste in jewelry appointments. This 
type of individual allows his desire for color and novelty 
free rein in such details as watch attachments, and can 
easily be sold a fashionable type of strap or bracelet. 
When such customers come into the store they are un 
obtrusively steered over to Mr. Gable’s department and 
shown colorful or unusual watch attachments, and sales 
are completed with regularity. 

Twice a year Mr. Gable conducts a mail program on 
wrist straps which uses the same psychological theme 
to win results. Each salesman suggests the names of 
men known to be well, but conservatively dressed——and 
the store sends these prospects literature which plays 
up the brilliant designing and unusual features of the 
latest type straps and bracelets. Invariably, these mail 
ings produce a high percentage of sales. 

Of course, Selle’s watch attachment merchandising 
Naturally, 


salesmen realize that men who go in for lots of flash 


covers fancy as well as simple dressers. 


and color in their clothing can easily be interested in the 
latest thing in accessories, and this is why Mr. Gable 
keeps reminding his staff to remember that unostenta 
tious men customers appreciate novel and different use 
ful accessories. 

“Watch straps are becoming an increasingly impor 
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tant part of the masculine wardrobe on a style basis, 
Mr. Gable points out. ‘““Where almost any type of wrist 
strap would do in the past, the addition of novelty 
leathers, expanding-construction, non-corrosive metals, 
colored finished types and flexible plastics, has sharpen- 
ed interest to the point that many men think twice before 
making a selection. Added to this, more and more men 
are wearing wrist watches in place of their pocket mod 
els—all adding up to the best market we have had in 
quite some time.” 

To capitalize on this interest, Selle’s has built a wide 
display in a special case near the rear traffic center of 
the store, which shows at least five ideas in every type 
of wrist watch attachments from braided leathers and 
metal links to the spun-glass. Each group is graduated 
carefully in price, from lower-cost favorites at $2 and 
$2.50, up to telescoping gold-tinish types at $10. 


— 


The reason for this is simple—once the customer has 
become interested in “stylizing”’ his wrist watch, the 
display gives a double opportunity of demonstrating 
styles of better types, and trading up the price consid 
erably. On display in the watch department are sample 
representative groups of bracelets and straps chosen 
from this main display, with cards pointing out that 
the attachment on any watch shown is easily changed. 

Intelligent display and salesmanship can make the 
watch attachment counter the banner spot purchase de 
partment in many jewelry stores. The wide variety, at 
tractiveness and comparatively low prices of these use 
ful and decorative articles results in a high proportion 
of impulse sales; and, because no branch of the jewelry 
manufacturing industry is more alert to opportunities to 
improve construction or design, replacements may be 
sold with every major betterment which the industry 
perfects for both men’s and women’s watch attach- 
ments. 

















IDEAS... 








ERSONALIZE Easter fashion pieces with a window. 
Frame a fairly large mirror in white velvet and 
fasten on it Jewelry pieces showing the complete array 
your modern store offers, being careful to include pieces 
suitable for various types. For instance, small, delicately 
set pieces for the fragile woman; chunky rings and virile 
Set the be-jewelled 
mirror at an angle which permits window shoppers to see 


bracelets for the athletic type. 


themselves and place prominently the question, “Which 
Jewel Are You?” Invite passersby to come in for per: 
sonality analysis so that their accessories will suit their 
individuality and their apparel. This approach may be 
used for expensive or inexpensive jewelry. 

* * 

YOU WILL BE SURPRISED and pleased to find 
how cheaply you can turn a dull, non-productive wall 
space into a sales stimulator. Pin cups of your preferred 
china pattern on a wall in diagonal! rows. 

* * * 

Ik YOUR ANNIVERSARY is nigh, try this for a 
real attention-getter. Set squares deep enough to ac 
commodate jewelry and silver pieces right up close to 
your window. Plan alternating lighting so that several 
squares in one part of the window will come on while 
the rest remain in darkness. 

* *% * 

ACTION IN A WINDOW is the answer to a store 
that needs traffic. 
lowering of the lid of a jumbo jewelry box filled with 


Arrange for automatic raising and 


attractive pieces ... and watch for a spurt in interest. 


* * # 

THE HUMAN TOUCH gets the customers. Every 
time you discover that a purchase is a gift, tuck in a 
tastefully imprinted message saying you, too, wish to 
extend your best wishes for the birthday, the engage- 
ment, the wedding. If you have a variety of these 
messages ready, it will be a simple matter to enclose the 
appropriate one. 

* * * 

TIP TO MAKE the new employe feel at home: 
Whether the worker is a salesperson or office specialist. 
take him or her on a complete tour of inspection of your 
workrooms, wrapping and shipping divisions, etc. It 
will help the new person to a better view of what your 
store hopes to do. 

* * 

NOW that fashion stores are promoting cruise wear 
for the South, be sure to make an interior display or 
section of jewelry for “Fun in the Sun.” 

* * 

FOR RIGHT NOW—borrow from a specialty store 
a pair of gloves, an evening bag, a turban, a muff, a belt 
and affix your jewels thereto, pointing out that this is 
the season to wear jewels in “unexpected” places. 

* * * 

New York stores are noting a surge in the sale 
of the prayer ring which serves as a rosary. Churches 
are scheduling special prayer days, and people in gen- 
eral are turning to faith in these trying times. It’s the 
strategic moment to promote your religious goods. 





= 
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HADLEY DISPLAYS will make extra sales for you this year! Be 
sure to study them carefully. They’re fully illustrated in this color- 
ful new catalog. 
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WATCH ATTACHMENT PROFITS! 


If you haven’t received your copy of the new 1941 Hadley 
Watch Attachment Catalog, by all means write us today. 


As always, this is a complete catalog. It illustrates and 
describes every one of the Ladies’ Bracelets, Men’s Bands 
and Waldemar Chains that comprise this outstanding 1941 
Hadley line. No previous Hadley line has better expressed 
Hadley ideals of original, individual designs; real jewelry 
workmanship and real jewelry quality. * * Be sure your 
Authorized Distributor shows you the complete line soon. The 
Hadley Co., Providence .. New York .. Chicago... Los Angeles. 


HADLEY LADIES’ BRACELETS for 
1941 feature the new, streamlined cen- 
ter clasp —“just lift to open” — which is 
so convenient, so positive, yet so easy to 


operate that it overcomes every fault! 


HADLEY MEN’S BANDS for 1941 
also feature the new Hadley Sliding- 
Folding Adjustable Center Clasp. New, 
heavier, masculine patterns add new 


sales appeal to this outstanding line. 





HADLEY WALDEMAR CHAINS for 1941 inelude many 


new designs, as well as the popular Boston link and Curb 
patterns. All 1/20 12 kt. Gold Filled, every swivel, spring ie seeninenieninimeeminiel 


ring and link soldered. Each one individually gift-boxed. 
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FACTORY VALUE OF 1939 U. S. JEWELRY PRODUCTION 


(Each coin represents one million dollars) 














COSTUME JEWELRY KARAT GOLD 
NOVELTIES JEWELRY 
AND ORNAMENTS $31,912,574 


($33,921,990) 





PLATINUM GOLD FILLED STERLING 

JEWELRY AND ROLLEL SILVER 

$12,903,727 GOLD PLATE EWELRY 
($12,272,509 $3,812,667) 


More Gold. Less White Metal Jewelry in °39 


NX” all of the country’s gold lies buried in the 
bomb-proof, burglar-proof vaults at Fort Knox. 
Jewelry that was worth nearly $32,000,000 as it left the 
factories was made out of karat gold during 1939, and, 
in addition, gold filled and rolled gold plate jewelry 
manufactured the same year was valued at more than 
$12,250,000, according to the 1939 Census of Manufac- 
tures. 

Karat gold jewelry (it used to be called “solid” gold 
before the Federal Trade Commission restricted the use 
of the term “solid” to fine or pure gold) produced during 
1939 represented a gain of 6 per cent in value over that 
produced in 1937, when the last previous Census of 
Gold filled and rolled gold 
plate jewelry production zoomed 21 per cent during 


Manufactures was taken. 


the same period. 

Going off the monetary gold standard evidently caused 
Americans to satisfy their yearning for the precious 
vellow metal by purchasing a larger proportion of gold 
jewelry in comparison to jewelry made of the white 
metals, platinum and silver. The combination of two 
or more tones of gold with colored stones and diamonds 
into flower designs dates from the Paris International 
Exposition of 1937, and this—followed soon by birds, 
animals, fishes, human and mythological shapes—still 
further stimulated the use of gold, especially for day- 
time wear. 

The following table shows the factory valuations of 
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karat gold jewelry made in the United States in 1939 


and in 1937: 


Type of Jewelry 1989 19387 

ae tar ee #19.780.525 $20,167,967 

Men’s jewelry (collar 

and cuff buttons, studs. 

watch chains, bracelets, 

tie-holders, ete.) ..... 2.408.275 979,390 
Fraternal, college and 

school jewelry and em- 

Se Si xerSateeuwaes 5.395.266 4,972,089 


Other jewelry (bracelets, 
brooches, necklaces, ear- 


3.823.533 3,575,976 


~ 


CN MIR 60 cannons 
Other 
cases and lighters, com 


articles (cigarette 


pacts, vanity cases, etc. ) 504,975 392,414 


eT TT ee 31,912,574 $30,087,836 
Men’s jewelry enjoyed the plushiest increase among 
all the types of karat gold jewelry, rising 146 per cent 
in dollar value from 1937 to 1939. 
Production of gold filled and rolled gold plate jewelry 
enjoyed substantial increases in most instances when 
(Please turn to page 76) 
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FOR DEFEN 


ORDER RONSONS AT ONCE! —— 


ce at 





— CARS Race “il 


SIVE REASON 





HERE ARE THE REASONS WHY 1941 WILL BE A PHENOMENAL RONSON YEAR FOR YOU 


1. RONSON Lighter sales have been rapidly and steadily soar- 
ing. January business has already set a new RONSON high. 


2. Generally, consumer earnings are much greater. 
3. There is a substantially increased public tendency to spend. 


4. RONSON has greatly enlarged its advertising and pub- 
licity program for 1941. 


5. RONSON’S brilliant 1941 models — presentations built 
upon what we know the consumer wants and will buy. 


The lighters themselves, the finest, most useful, modern, 
beautiful and attention-compelling we have ever created, 
will open up important new markets for you. Wait unul 
you see some of the new surprises— Pal, a new lighter- 
cigarette case, at a price that sets a new RONSON low,— 
Patrician, a popular priced, streamlined lighter-cigarette 
case, —the new Whirlwind with its patented disappearing 
feature — just a few of many items that will build extra 
profits for you. 


\ JOU KNOW that any day the Government may require power and labor for defensive pur- 


poses. It may also control the release of materials and manufactured goods. e While we 


shall maintain our belief that RONSON lighting devices are essential to the armed forces, the 
best way you can really protect yourselves in obtaining RONSON stock for resale is by ordering 
at once and to the fullest extent. e This firm has no intention to rush you. Our advice is given 
purely in a spirit of friendly cooperation and a desire to protect your interests. e In the face 
of existing conditions, we shall do our utmost to continue uninterruptedly to supply the 


rapidly growing nationwide demand for RONSONS. e In conclusion, remember that one of 


the best defenses business in general can offer our country is that all of us “carry on”. 


links make a strong chain. 


WORLD'S 


The exciting new RONSON offerings for 
1941, which will soon be shown to you by 
your jobber, may also be seen at our per- 
manent display rooms—New York, 347 
Fifth Ave. e Chicago, 36 So. State St. « 
Los Angeles, 728 So. Flower St. ¢ ART 
METAL WORKS, INC., Offices and Factory: 

Aronson Square, Newark, N. J. ¢ Can- 
ada, Dominion Art Metal Works, Ltd., 

Toronto. « England, Ronson Products, 


Ltd., London, W. C. 2. 


x * +*6§ * 


TRADE MARK REGISTERED 


ONSO 


GREATEST 


Huge numbers of folks who have just 
received RONSONS as Christmas gifts 


plus millions of older owners of 


RONSON and other lighters all need 
refills of lighter accessories RIGHT NOW. 
Promote RONSONOL, RONSON “ Flints”’, 
RONSON Wicks for extra profit, extra 
store traffic, extra goodwill. 


U.S. Pats. Re. 19,023—1,986,754: Canadian Pat. Nos 
288, 148—289 .889—349,108; British Pat. Nos. 291,695 
435,667; Other Pats. and Pats. Pending 


* * 


Strong 


LIGHTER 


See the RONSON Exhibits at 


Chicago Gift Show—Suite 676 and 677 
at the Palmer House, Chicago, Illinois, 
February 3 to February 14. 

New York Gift Show—Suite 400A and 
401A at the Hotel Pennsylvania, New 
York, N.Y., February 24 to February 28. 
Parker House Gift Show — Suite 342 
at the Parker House, Boston, Massachu- 
setts, March 10 to March 14. 
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If you wished tc be punny, you might call this 
new type of neck-piece a ‘'wirelace," because 
it is intended to be made of resilliant yellow 
gold wire with red gold twists at the collar- 
bone. Pendeloque aquamarines, amethysts or 
citrines seem suspended from the gold "ribbon." 


The popularity of animal figures continues 
in jewelry. This heart-toting rabbit is to 
be made of yellow gold with a pink or 
green gold ribbon around his neck. The 
heart could either be paved with melee, 
or else could be a single colored stone. 


68 








Jewels 
That 
Turn to 
Nature 








by GEORGE R. FEARN 
Viennese jewel designer 


now at work in New York 


Naturalists will recognize this brooch as a 
spray from a buckeye tree. Fall-colored leaves 
are pink gold, the twig is yellow gold, and the 
burrs are paved with diamond melee. The ripe 
nuts that appear to be breaking through the 
burrs may be represented by brown enamel. 
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The Beauty 
of Pearls... 
The Perfect Gift! 


No other single item can bring 
greater joy as a Valentine Gift 
than a beautiful Pearl Necklace. 
In your advertising and promo- 
tion. feature MIKIMOTO, per- 
fectly symmetrical, exquisitely 
lustrous, Cultured Pearls—for 
increased business and better 


profits. 


Since 1894 the MIKIMOTO 
seal on a necklace or brace- 
let has been your safeguard 
—a guarantee to you and 
your customers of the 
highest quality of Cul- 
tured Pearls grown in 
the living oysters by 
MIKIMOTO—the orig- 


inator and inventor 


( 


M 


ol; 


thereof. 


THE MARK 


If a visit to one of our = £ OF QUALITY 


offices is not conve- 
nient, we invite your 


inquiry by mail. 


h. MIBIMOTO, Ine. 


630 FIFTH AVE., NEW YORK, N. Y. 














35 E. Washington St., 209 Post St., 
Chicago San Francisco, Cal. 
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Are: Part of circumference of a circle; 
the path of motion of a pendulum 
or of the balance of a watch. 

Argent: French word for = silver; 
stamped on articles of that mate- 
rial, such as watch cases. 

Argentan: French term stamped on 
watch cases, etc., made of non-pre- 
cious metal resembling silver; nick- 
el-silver; German-silver; ete. 

Argyle: A vessel for keeping gravy 
hot, introduced by John, 4th Duke 
of Argyle (died 1770). The gravy 
was kept hot with hot water pour- 
ed in a jacket. Extensively used in 
the eighteenth century. Its shape 
was something between a tea pot 
and a coffee pot. The handle and 
spout were usually put at right an- 
gles to each other. 

Arizona ruby: Like most such names, 
a misnomer for garnet. 

Arkansas diamond: An especially bad 
misnomer for quartz. In this case 
it is more than ordinarily to be con- 
demned, since genuine diamonds 
also are found in Arkansas, and 
there could well be confusion. 

Aschentrecker: Dutch name for tour- 
maline, which refers to its pyro- 
electric property of attraction for 
ashes upon heating. 

Asparagus stone: Yellow-green trans- 
parent apatite originally from Mur- 
cia, Spain. 

Assay: The analysis of ores, bullion 
and alloys to determine the propor- 
tion of precious metal present. 

Assay office: A U. S. Treasury branch 
office. Among other functions, these 
offices issue the licenses required 
to legally buy old gold. To obtain 
the address of the U. S. Assay 
Office in your district, write the 
Secretary of the Treasury, Wash- 
ington, D. C. 

Aspic Dish: A large round shallow 
dish for serving savory meat jelly 
containing portions of fowl, game, 
fish, hard boiled eggs, ete. 

Asteria: Asteriated or asterism, all 
refer to a property possessed by 
some gem stones when cut cabo- 
chon or when viewed in transmitted 
light, of reflecting 
the light as a star, 
or surrounding the 
light source with 
radiating rays. Star 
sapphires are best 
known, but star gar- 
nets, beryls and rose quartz are 
known; in the latter it is very com- 


Star Sapphire 














A GLOSSARY OF TRADE TERMS 


This is the third installment of a 
comprehensive dictionary of trade 
and technical terms used in the 
jewelry industry. Succeeding sec- 
tions will be published every month 
in these pages. It will be useful to 
preserve a file of the numbers con- 
taining the various installments. 








mon. It is caused by an internal 
arrangement of microscopic nee- 
dles of an included mineral or of 
tubular cavities parallel to the 
shape the mineral has in nature. 
When all run in one direction they 
create an “eye” as in cat’s-eyes. 

Astralite glass: An artificial product, 
much like aventurine glass, with 
blue flecks in a dark ground mass. 

Astronomical time: (1) Sidereal time. 
(2) Mean solar time shown on a 
dial with hours numbered from 1! 
to 24 instead of from 1 to 12, or 
noon to midnight and midnight to 
noon. (See Sidereal.) 

Atlas ore: A misnomer for malachite. 
Atlas pearls, spar, or stone is a 
fibrous, colorless, red, blue, or green 
calcite, which, when polished, has a 
silky luster. It can be dyed to re- 
semble a cat’s eye. The name is 
also applied to the still softer gyp- 
sum of the same character, also 
known as satin spar. 

Attachments: The devices for various 
purposes, besides chucks, that may 
be attached to an American-type 
watchmakers’ lathe; principally. 
slide rest, face plate, wheel cutter, 
pivot polisher, filing fixture, jewel- 
ing caliper, backrest, screwcutting 
attachment, etc. 

Auriferous: Designates an ore or a 
metal containing gold. 

Automata: Watches and clocks with 
moving figures of people, animals, 
etc.; an art highly developed dur- 
ing the 17th and 18th centuries. 
Examples of it are in nearly all 
watch and clock collections. Auto- 
mata of largest size are on some 
ancient architectural clocks in Eu- 
rope. 

Auxiliary compensation: An additional 
provision on the usual compensat- 
ing balances, mostly on marine 
chronometers, to lessen the ‘mid- 
dle” temperature error. 
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Avance: French word, or its abbrevi- 
ation “A,” on the regulator scale 
of some Swiss watches; it means 
“fast.” (See R, Retard.) 

Aventurine: A name with many appli- 
cations. Used with quartz, it re- 
fers to a green variety of quartzite 
which contains flakes of green mica. 
Aventurine feld-spars, such as sun- 
stone, contain flakes of hematite 
which reflect light in certain posi- 
tions. This is usually reddish brown 
in color. Aventurine glass is a very 
widely used product, now less so 
than formerly, which contains 
flakes of copper in a brown ground 
mass. Also known as “goldstone” 
and widely sold as local product. 

Avoirdupois: A basis for weighing 
things other than jewels and pre- 
cious metals. The unit is a pound 
containing 7000 Troy grains. The 
Troy pound contains 5760 grains. 
In buying old silver, when one’s 
Troy scales will not accommodate 
the large quantities involved, use 
avoirdupois weight; then convert 
this to Troy weight, allowing 14.583 
Troy ounces per pound avoirdupois; 
and .9115 Troy ounce per ounce 
avoirdupois. 

Axe stone: Name applied to nephrite 
axe material of New Zealand. “Pun- 
amu” is the native name. 

Axinite: A complex mineral, a boron- 
silicate of aluminum arid calcium 
with iron and manganese, which is 
rarely cut as a gem. Usually it is 
clove-brown in color, though yellow 
and greenish shades are not un- 
known. Dauphiné in the French 
Alps supplied the most typical 
rough; some has been cut from Cal- 
ifornia material. It is rarely seen 
in the trade. The name refers to 
the wedge-shape of the natural 
crystals. 

Axis: The theoretical center of motion 
of an arbor or other rotating ob- 
ject. 

Ayr (water of) stone: Also called 
bluestone. A soft, compact-grained 
stone used in the form of a flat lap, 
or slip, with water, to flatten watch 
parts, etc., made of brass or other 
non-ferrous metals. 


Aztec stone: A local misnomer fot 


zine carbonate, smithsonite. 


Azure malachite: Or azurite. Both are 


basic blue or green carbonates of 

copper, and sometimes are in com- 

pact, cuttable_ inter- growths. 
(Please turn to page 72) 


THE JEWELERS’ CIRCULAR-KEYSTONFE 
for February, 1941 








Diamonds are the talk of your town! 


Every MONTH, the beautiful and powerful diamond adver- 
tising travels from coast to coast on its dramatic sales 
errand. But it comes home — to the most important people 
you know — your own customers! 

Why not localize this impression — tell the people 
in your vicinity that it comes from you! Plan window 
and counter displays to do it —to show your customers 
instantly that you are the “man behind the diamonds,” the 


reliable jeweler they are repeatedly urged to consult. 


In One Month: 3300 NEWS STORIES 


Brilliant displays of publicity photographs, fresh from 
country-wide release, in four sets of five reproductions 
each — featuring Romance, Day Fashions, Evening Fash 
ions, Movie Actresses — are yours at cost for this purpose 
“S2 the set, $6 for all four). Order from blank in Diamond 
Promotion Portfolio, or direct, enclosing check, from: 
Diamond Promotion Dept., The Reuben H. Donnelley 
Corp., 305 East 45th Street, New York. De Beers Consoli 


dated Mines, Ltd., and Associated Companies. 


IN 1760 TOWNS IN 48 STATES 


11,152,238 ADVERTISING MESSAGES SELLING DIAMONDS FOR YOU! 
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A JEWELERS' DICTIONARY 
(From page 70) 


Largely a locally used mineral. 
Easily soluble in acid and soft, it 
must be set carefully and never 
dipped in acid. 

Azurlite: Also called Azurchalcedony. 
A local name for the pale blue, chry- 
socolla-colored chalcedony. Chryso- 
colla is an amorphous silicate of 
copper, this particular combination 
is not common and most of it is 
from Globe, Arizona. Unimportant 
as a gem. 


B 


back. On a watch case, the outside 
cover over the movement. See CAP. 

backlash. Play or freedom of motion; 
as when a wheel in a train is 
pushed backward. 

bagos de arroz. Literally “bags of 
rice.” A Brazilian term for long 
and flat rough diamonds. 

baguette (bag-ett’). 1. A rectangu- 
larly -shaped small 
diamond or other 
gem stone. 2. A very 
small bracelet watch. 

(Originally,a French Baguette 
term describing a — 
small watch worn as a ring.) 

Bahia amethyst (bah-ee’ah). Ame- 
thystine quartz from Bahia, Brazil. 
The locality is noted for the large 
size and purity of the material, but 
dark shades are rarer than in 
Southern Brazilian and _ Uralian 
stones. 

Bahia emerald. A variety of emerald 
coming from this Brazilian prov- 
ince is marked by a yellowish tinge 
and a lighter color. It is often 
free of inclusions and flaws, and is 
marketed under this name to dis- 
tinguish it from more normal eme- 
rald. 

baht. Siamese name for a_ precious 
metal weight of 15.29 grams. 

bail. A wire with ends bent at right 
angles and soldered to a_ wrist 
watch case for a fastening for the 
arm strap. 

Bakelite (bake’el-ite). A colorless 
plastic made from phenol and for- 
maldehyde, and named for its in- 
ventor, Dr. L. Baekeland. It can 
be dyed any color and is often sold 
as an amber imitation. It can be 
readily identified by the formalde- 
hyde smell which results when a 
hot needle is pressed into it. 

balance. The part of a watch or 
chronometer whose 
vibrations, governed 
by its spring, per- §& 
form the actual 
timekeeping that is ‘ 
indicated by hands 
on the dial. See BI- Balance 
METALLIC, CUT, INTEGRAL, MONO- 
METALLIC, PLAIN, STAFF. 





balance assembly. A group of parts 
in a timepiece, comprising balance, 
staff, spring, and roller. 

balance spring. The “hairspring”, a 
spiral or helical coiled spring, its 
ends fastened to the balance and 
the framework, of a watch. The 
spring stores power from an es- 
capement impulse; its tension stops 
the balance and reverses its direc- 
tion at each beat, and through the 
spring the regulation of the watch 
is effected. See BREGUET, FLAT, 
HELICAL, INNER TERMINAL, OVER- 
COIL. 

balas (bal’as). A term used in Brazil 
for a gem fragment of zonal tour- 
maline from which the outer lay- 
ers have been removed to show 
the clear kernel. See BALLAS. 

Balas ruby. A misnomer for red 
spinel. From rubin Balais from 
Balascia, a synonym for Badak- 
shan, No. Afghanistan, which fur- 
nished the best stones in the Middle 
Ages. 

ballas. Rough diamonds in rounded 
shapes, unsuitable for cutting as 
gems but very valuable for indus- 
trial uses. They have a confused, 
intergrown internal structure 
which makes cleaving through 
them impossible, and consequently, 
they are tougher than usual di- 
amonds when used as tool tips. 

ball bort. Ballas. See BORT. 

ball jasper. Masses of round, brown 
to red jasper ranging from nut 
to head sizes. Formerly found with 
iron concretions in Bresgau. 

ball pearl. Name said to be applied 
to round American freshwater 
pearls by the pearlers. 

Baltic amber. Amber from East Prus- 
sia and neighboring beaches. Most 
amber in commerce comes from 
this locality. 

baluster. A stem is said to be balus- 
ter-shaped when it prawns 
has a swelled boss 
in the shaft. The 1" 
term occurs with 
cups and candle- ty 
sticks. 

band. A ridge or belt, 
usually plain but 
sometimes ribbed or 
decorated, about the 
main body of a ves- 
sel such as a coffee 
pot or a tankard. < 





Baluster- 
banded agate. Agate shaped 


. x Candlestick 
which has formed in 


a series of bands; most agate in 
trade is of this type. The bands 
are characterized by slight differ- 
ences in pore spaces and grain size, 
usually the banding is exaggerated 
by differential dye absorption. Al- 
most all banded agate in the trade 
is artificially colored. See AGATE, 
ONYX, SARD, etc. 

banded jasper. Jasper showing a 
banding similar to agate, often 
brightly colored, and coming from 
many localities. 
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bangle. A piece of jewelry of disk 
form, usually sus- 
pended by a small 
ring to another piece 


of jewelry. . 
banking. 1. Any solid ly 
or adjustable stop rs 


for lever of escape- —— 
ment to rest against Bangle 
at the end of its movement. 2. 
Roller jewel striking outside of 
fork due to excessive motion of 
balance. 

banking pin. Perpendicular pin act- 
ing as banking. 

banking screw. Adjustable screw hold- 
ing banking pin. 

bar jewels. European term meaning 
jewels for train-pivot bearings. 

bar movement. European term for 
watch movement with train-pivot 
bearings in bridges instead of 
plates. The American term for 
this is bridge model movement. 

baraketh. The third stone in the High 
Priest’s breastplate. Usually 
thought to have been the emerald, 
though the more common green 
feldspar, amazon stone or micro- 
cline may have been used instead. 

barium glass. A highly refracting 
glass used in imitation gems. 
Barium increases both the relative 
weight (specific gravity), and the 
reflecting power (brilliance). 

baroda gems (ba-roe’ da). Term used 
by one ring manufacturer for glass 
cut like diamonds and backed with 
foil to increase their brilliance. 

barometric error. A change in time- 
keeping rate of a timepiece due to 
changing density of atmosphere as 
indicated by rise or fall of barom- 
eter. 

baroque pearl. (ba-roke’). Pearl of 
irregular form. 

barrel. The hollow short cylindrical 
box in which a mainspring is 
housed. In a “going” barrel, the 
arbor turns only in winding the 
spring; teeth on outside of barrel 
turn the center pinion. In a “mo- 
tor” barrel, the teeth are on a 
separate (main) wheel and this 
turns with the arbor as the watch 
runs, the barrel remaining station- 
ary and turning only during the 
winding of the spring. See FUZEE, 
SUSPENDED BARREL. 

barrel arbor. Arbor on which the 
mainspring barrel turns and which 
turns for winding the mainspring, 
in going barrels; or which carries 
the pivots of the main wheel in 
motor barrels. 

barrette (bah-rett’). A file with teeth 
cut on lower side, and its back un- 
cut and of ridged cross section. 

basanite (bazz’a-nite). A name which 
has been given to a black compact 
fine-grained quartz which is used 
for testing precious metals by ob- 
serving the color of the streak 
made upon it. See TOUCHSTONE, 
LYDIAN STONE. 

(To be continued) 
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NEW YORK CITY NEW YORK CITY NEW YORK CITY NEW YORK CITY 
NEw YORK, 


TO THE JEWELRY INDUSTRY: 


I am taking it for granted you know 
that the Jewelers Vigilance Committee is trying 
to help preserve the good name of the Jewelry 
industry by - 


"Prosecuting the chiseler" 
"Warning the exploiter" 


"Cautioning the transgressor" (honest and 
otherwise) 


"Helping the honest man and the trade" 


We asked for some help to finance our 
work. We got it -- but from only 124 firms. Not 
enough -- there must be a lot of other people in 
the jewelry business who would like to do what 
they can to contribute to our cause. So here's 
your chance] 


Sincerely, 


G. H. NIEMEYER, 
Chairman. 


mm ee sa eae ee ae aes eww? newer er er 


Date 





Jewelers Vigilance Committee, 
82 Fulton Street, New York. 
We 
I enclose $ as contribution to the 
work of the Jewelers Vigilance Committee. 





Name 





Address 








(Make check payable to Alpheus L. Brown, Treasurer) 


ADDRESS ALL COMMUNICATIONS TO 82 FULTON ST., NEW YORK CITY Adv 
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DIAMONDS 
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. — Antwerp—48 Rue Simons 
Cutting Works: Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduet 
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Emerald Cut and Marquise 


DIAMONDS 


* 
Star Sapphires 








RUBIES ©@ STAR RUBIES © SAPPHIRES 
CAT'S EYES @ EMERALDS @® _~ PEARLS 


We have a large stock of Precious Stones, ——- mounted and 














unmounted from which to make your selection. Let us 


cooperate with you on your special calls. 


JEROME RICHHEIMER 


608 FIFTH AVE. NEW YORK 
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Birmingham. Alton and 


Duluch Get New Stores 












@ Birmingham, Ala., on Oct. 13, greeted the mod- 
ern new home of A. & A. Ash. The exterior (above) 
is brown marble with cream-colored structural glass 
inset, to which the firm name is attached in red 
script. Recessing above and below makes the win- 
dows stand out. Interior fixtures (right) are orna- 
mental walnut, lined with prima vera and lighted 
with fluorescent tubing. The floor is asphalt tile. 


@ Allon, Ill., the night of Sept. 25, attended the 
house-warming of 88-year-old E. H. Goulding's 
Sons Co.'s new two-story building. The front, 
left, is of three-color terra cotta. Aluminum 
cut-out letters spell the firm name on top of 
the marquee. The waist-high windows are trim- 
med with satin-finish aluminum. The design of 
a diamond is worked into the vestibule floor. 




















@ Duluth, Minn., on Oct. 24, flocked to the com- 
pletely remodeled Lou Kanter store. The exterior 
(above) is gray structural glass with maroon base. 
The sign is of 30-inch steel letters set on an aluminite 
bar. Inside, the ceiling was dropped from 16 to II 
feet, permitting general fluorescent illumination. 
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MORE GOLD JEWELRY IN '39 
(From puge 66) 
1939 production is compared with that of two years 
before: 
Type of Jewelry 1939 1937 


$449,739 
5s 


1,987,459 


Rings $681,347 
Men's jewelry 1,892,788 
Fraternal, college and 

school jewelry and em 

blems 2,220,2 1,674,539 
6,424,293 5,082,203 
1,053,840 984,284 


$10,178,224 


Other jewelry 
Other articles 


Totals $12,272,509 


Though, because of its soft luster, platinum continued 
without a serious rival for use in diamond-set jewelry, 
the swiftly growing public interest in yellow, pink and 
green gold and gold of other hues caused considerable 
diminishment in the dollar value of platinum jewelry 
produced during 1939. Production of platinum rings 
declined 11 per cent in value from 1937, and the same 
two-year interval produced a deerease of 29 per cent in 
the value of bracelets, brooches, necklaces, earrings and 
other women’s jewelry made of platinum. There was a 
slight increase in men’s jewelry made of platinum. 

The following table shows how the production of the 
various sorts of platinum jewelry averaged a decline of 
18 per cent in dollar value between 1937 and 1939: 


Type of Jewelry 1939 1937 
$8,118,186 $9,117,760 
Men’s jewelry 236,409 213,645 
lraternal, college and 
school jewelry and em- 
blems 105,220 
4,412,588 


111,599 
6,237,069 
28,509 


Other jewelry 
Other articles 


Totals 


The same period, 1937-1939, witnessed a greater use 


of silver for men’s and fraternal, college and_ school 


jewelry and also for such things as cigarette cases and 


lighters, compacts and vanity cases, but lesser use for 
rings and other jewelry, where it seems to have given 
way somewhat to gold filled and rolled gold plate. ‘The 
net result was a decline of 6 per cent in the dollar value 
of sterling silver jewelry manufactured in 1939, in 
comparison with 1937. 

Sterling silver jewelry valuations are shown for the 


two years in the following table: 
Type of Jewelry 1939 1937 


$1,098,887 
300.589 


Rings $1,055,437 
Men’s jewelry 470,944 
Fraternal, college and 

school jewelry and em- 

blems 552,224 614,169 
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Other jewelry .......... 1,320,901 :764,809 
Other articles .......... 313,161 291,330 


Wekale: ics iideos ss was $3,812,667 $4,069,784 


Besides the classifications of jewelry listed in the 
foregoing tables, there was an additional production of 
precious metal jewelry not separately reported by kind 
in the Manufacturers Census, valued at $1,258,191 in 
1939 and at $3,452,962 in 1937. 

In 1939 there were 886 establishments primarily 
engaged in manufacturing precious jewelry, an increase 
of 12.3 per cent from the 789 establishments that were 
counted in the 1937 census. The value of the industry's 
products was $71,418,667, in 1939, consisting of precious 
metal jewelry valued at $59,760,260, non-precious 
jewelry and jewelers’ findings and materials, ete., valued 
at $8,319,781, scrap and salable refuse valued at $165, 
219, and $3,173,407 in receipts for custom and repair 
work. Precious metal jewelry made as_ secondary 
products in other industries was valued at $2,399,408, 
making a total production in 1939 of precious metal 
jewelry worth $62,159,668, a slight decrease from the 
$63,497,388 figure recorded for 1937. 

An average of 11,358 full-time and part-time workers 
was employed during 1939, not counting employes 
primarily engaged in distribution, construction, etc., who 
were included in the 1937 census figure of 11,077. They 
earned $14,243,142 in 1939, compared to $14,737,298 
in 1937. 

Manufacturers of jewelers’ findings and materials 
numbered 82 for 1939, as against 71 two years pre- 
viously. They had 2,813 wage earners who were paid 
$2,974,875 in wages in 1939, in comparison with 2,470 
employes who earned $3,001,845 in 1937. The value of 
this industry’s products was $22,488,960 for 1939 and 
$21,683,664 for 1937. 


BUILDS $100-A-DAY REPAIR TRADE 
(From page 47) 


“If a customer comes into my shop,” he declares, ‘and 
remarks that some other firm will fix his watch for a 
dollar less than my estimate, I open the case and show 
him exactly what is necessary to put the timepiece in 
perfect condition. Patrons like to have these things 
explained to them. Nine times out of ten, without saying 
a word against the other jeweler, you can put across the 
idea that there is a difference between satisfaction and 
perfection. : 

“We never cut prices (Superior’s average repair job 
runs slightly more than $3.50) and we never undersell 
quality for preie. If we can't do a job perfectly at out 
neighbor’s price, we turn that job down. Furthermore, 
never accept a job that cannot be adequately repaired. 
line workmen don’t have competitors, and fine watch 
makers don’t want the cut-rater’s dissatisfied customers.” 

Another howl-provoking policy at the Superior is the 
rule never to change an estimate. If a patron is told his 
watch can be put into perfect shape for $5 and it is later 
found that the price should have been $7.50, the full 
$7.50 job is given to him. 

“Don’t make the mistake of telling the customer about 
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these extra parts you gave him,” Brastield warns. “He'll 


be sure you're lying to him. On the other hand, when 


| his watch works like new, another friend is made. We 


want every one of our patrons to feel that our shop is 
a good place to loaf and compare time with his cronies. 
A few dimes’ difference isn’t mentioned among friends.” 

Just how far this policy is carried is revealed by 
another custom of the firm, one which in many instances 
will cause more eyebrow raising. 

“IT firmly believe,” emphasises Brasfield, “that repair 
work can be put out profitably on credit. I am con 
vinced, however, that only the highest type watchmaker 
can do this successfully If work is imperfect most 
customers will refuse to pay, but where the patron is 
fully satistied he is anxious to keep his credit rating 
clear. Superior does a great deal of credit repair work. 
Once in a while someone will never be seen again, but 
we have found that honest workmanship begets an honest 
public.” 

Though many of Bill Brastield’s ideas are revolution- 
ary when judged on traditional methods, the fact must 
be faced that his repair department is five times larger 
than any other in Wichita, it is three times larger than 
any other in the state, and in twelve years it has grown 
from nothing to a $100 a day average. Summing up, 
Brasfield says: 

“The best advertising in the world is satisfied cus 
tomers. Keep your prices and workmanship so that 
vour fellow-watchmakers—-and I don’t mean competitors 

can look at them without a kick. And remember that 
price and speed must always be secondary to perfec 
tion.” 


UNCLE SAM ARMS CUPID, TOO 


(From page 45) 


out the country, last year, by months, in the order of 
their importance, follows: 

August 185,022 December 96,539 
June cat wee 148.780 April eee 91,902 
September .....- 144,850 March oe. ee B1808 
October gee es 140,309 January dient 77,455 
May 125,208 February . 64,163 
July. Ree eo 

November c .... 108,857 TORRE Sok 7367 796 


| MORE WED IN AUGUST THAN IN JUNE 


Thirty of the 50 largest cities in this survey had most 
weddings in August. June was the biggest month in only 
eight cities. October had the most weddings in four 
other municipalities. Three cities actually had their big 
gest wedding month in December. 

February continues to be the least popular month of 
the whole year with brides, it having the lowest record 
in 35 of the 50 largest cities or counties. 

August, which has been increasingly popular as a time 
for weddings, last year had more marriages than June. 
as will be noted by the graph on page 44. The August 
issuance was 13.5 per cent of the year’s total, as com 
pared with 10.9 per cent for June. On this basis it is 
estimated that there were 185,022 marriages in August 
as compared with 148,780 in June. September, with 
144,850 ceremonies, had only slightly fewer than June. 

Generally industrial prosperity, or lack of it, can be 
detected in the marriage statistics. Last year was no 
exception, with the majority of the cities included in this 
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study showing considerable increases over the 1939 is 
suance, and with the greatest advances occurring in some 
of the largest industrial centers. 

The effect of conscription (passed by Congress on 
Sept. 14), and increased employment and bigger pay 
checks, as the result of the defense effort, is clearly re 
Hected in these figures. 

Normally the marriages in the first half of the year, 
January through June, are about equal to those in thi 
last six months. Last year, however, the last six months 


had nearly 7 per cent more marriages than the first half. 


LEGISLATION AFFECTS MARRIAGE MART 

The national average of a 17.2 per cent increase in 
weddings for 1940 over 1939 would have been somewhat 
higher if four large California cities had been eliminated 
from the list. San Diego's 1940 issuance was down 21.5 
per cent from 1939; San Francisco's down 19.1 per 
cent; Los Angeles’ down 15.5 per cent and Oakland's 
down 10.9 per cent. The imposition of a pre-marital 
health examination, in September, 1939, and a three-day 
wait from the time a license is issued until it may be 
used, have had a marked effect on issuance in that state. 
Nevada and Arizona, with more lenient marriage laws, 
attracted many residents of the Golden State. 

Two big industrial cities, Pittsburgh and Philadelphia, 
which could have been expected to show many more 
marriages in 1940 than in 1939, as a result of their 
booming industries, had a poorer year for weddings, last 


vear, because of more stringent marriage regulations in 


Pennsylvania. 








The effect on marriages is marked and immediate 
whenever a state tightens up, either by imposing a wait 
ing period, or requiring a blood test of one or both 
parties to a marriage, but year by year the legislators 
of states lagging in this respect become conscious of the 
social benefits of such legislation, and one by one th. 
Gretna Greens are disappearing from the American 
scene. 
$100,000,000 WEDDING SALES FOR JEWELERS 

Perhaps, after perusing this you may be saying to 
yourself, “What does it all mean? What application does 
it have to my jewelry business?” 

Well, Sir, it can mean much to your business in the 
way of more wedding dollars. j 

Were your wedding sales last vear twice as great as 


they were back in 1933? They should have been. 


Assuming that wedding business amounted to on 
quarter of all jewelry sales, last vear, the brides should 
have brought $101,250,000 into the tills of the jewelers 
of this country last vear, computed on an estimate ot! 
*405,000,000 for all retail jewelry sales in that year. 

Did you get your full cut of the wedding business 
in your city? Find out. 

If your city isn't included in the chart on page 45 
call the Marriage License Clerk of your city or county 
and find out just exactly how many licenses he issued 
last year. Then check it against your wedding sales. 

If she didn't get an engagement ring, or many wed 


ding gifts of value, practically every bride in your 


Flashing, flaming fascinating Opals. 
Beautiful beyond words, in color comprehending the 
spectrum, captivatingly variable as a sunset. 


Why let the uncertainty of present conditions hamper 


your business when you can always get a full supply of 
. Opals in all shapes and sizes. For the past twenty-five 
. years we have been cutting our Opals in this country and 
we are always ready to serve you. 
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town received a wedding ring. How many of them did 
you sell in 1940? 

If you're on friendly terms with your fellow jewel- 
ers (and why shouldn’t you be?) ask them whether 
their wedding sales were up or down from other years, 
as compared with the license issuance for the city. 

Don't forget that there is every indication that this 
is to be a banner year for business in general, the 


jewelry business and Cupid in particular. 


WHOLESALERS ASSIST VIGILANCE COMMITTEE 
¢ Because of several unfortunate recent experiences in 
ALA which wholesale jewelry establishments have become in- 
nocent parties to the distributing of merchandise which 
in actuality was not up to the standard of quality indi- 
a cated by the mark stamped thereon, a group of leading 


wholesalers met in Chicago on Jan. 4, with G. H. Nie- 
meyer, chairman of the Jewelers’ Vigilance Committee, 
to consider ways and means by which similar occurrences 
might be prevented in the future. 


OR WASN’T iT NECESSARY Naturally, it has been the common practice of whole- 


salers to accept without checking the quality marks of 


AFTER CHRISTMAS? manufacturers. Likewise, it has been the wholesalers’ 


practice to advertise on the basis of the manufacturer's 








own description of his goods. 


Under the pressure of competition in some instances, 

SEE PAGE 88 and through honest errors in others, a certain amount 

of merchandise has been flowing through the trade which 

oe ee ee analysis proved to be far below quality standards. In 
one instance, which was extremely embarrassing to an 


important Mid-Western distributor, an item invoiced and 


marked gold filled proved to be rolled gold plate. Other 


goods marked 1/20 14K have in some instances proved 











Me FOR 


2 

2 

* to be only 1/40th or even as low as 1/80th 14K. 
STONES « In such cases, where the manufacturers’ description 

e 

* 


is not correct, the wholesaler becomes, even though inno- 


cently, a partner to the transaction of selling improperly 


SEND TO 
marked goods. 


& co. To guard against this condition, the wholesalers pres 
S | N C ent at the meeting recommended the setting up of ma- 
7 - chinery to protect the interests of the wholesale division 


71-73 NASSAU STREET of the industry. It was proposed that a committee of 


three whose names should not be known would be created 

NEW YORK and function as an assay or quality committee. It would 
s be their duty to select merchandise at random to be 
forwarded to a nationally known assay firm for analysis, 


Importers and Cutters of with the assay company reporting its findings directly 


—s- DIAMONDS to this committee. 


In cases where merchandise is found to be sub- 


. PEARLS standard, the report will then be forwarded to the chair- 
PRECIOUS man of the Vigilance Committee who, in turn, will make 


~ SYNTHETIC and a complete report to the manufacturer or to the U. S. 


Government authorities, if that action appears to be 


‘ IMITATION warranted. 
STONES The proposal has been submitted to the entire mem- 


bership of the National Wholesale Jewelers Association 
= for final action. 


CULTURED PEARLS 
ZIRCONS December employment indexes were: clocks and 


watches, 105.6; jewelry, 104.2; silverware and plated 


STAR SAPPHIRES  [Bseare, 78.0. 
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THE PLATINUM METALS IN 1940 
by CHARLES ENGELHARD, president, Baker & Co., Inc. 


b heen disorganized state of the world’s markets and 
governmental restrictions on the publication of 
statistics make it difficult to estimate the world produc 
tion and consumption of the platinum metals in 1940. 
Because of these conditions this review will deal princi 
pally with the United States market. 

The demand for platinum and platinum-clad products 
by the chemical and allied industries in the United States 
was favorable during 1940. In the jewelry and related 
fields the demand followed the improved trend of those 
markets. While such demand, on the whole, was satis 
factory, increased activity is looked for during the 
coming year. 

Active markets were experienced for rhodium and 
iridium, the former in the chemical and electroplating 
industries, and the latter in the jewelry and electrical 
fields. 


iridium. 


During the year there developed a shortage of 

Ruthenium, as a hardener of platinum, is effec 
tively used as a substitute for iridium and is much lower 
in cost. The use of palladium in combination with 
yellow gold increased. 

Aside from iridium, prices for the platinum metals 
remained relatively stable during 1940. The price of 
platinum held steady at between $36 and $38 per ounce. 
Iridium was quoted at 4175 an ounce at the beginning 
of the year and declined to $125 in September. In 
creased demand from industry and from the jewelry field 
resulted in higher prices for iridium during the final 
quarter, and toward the year-end it was quoted in excess 
of 4275 an ounce. 

| Five per cent iridio-platinum opened the vear at $36 
an ounce and closed at $48, while 10 per cent iridio 
platinum rose from $38 an ounce to $60 an ounce during 
the same period. Five percent ruthenium-platinum was 
quoted at 436 an ounce at year’s close. Ed.] 

At $24 an ounce, the price prevailing since 1935, pal 
ladium continued unchanged. Rhodium remained un 
altered at 4125 per ounce, the same as it has been since 
1937. No change occurred in the price of ruthenium, 
which since 1938, has been quoted at $35 to $40 an 
ounce, 

In airplanes, platinum-iridium and platinum-ruthen 
ium continue to be used for magneto points. Experi 
ments continue with the use of platinum-iridium and 
platinum-rhodium for spark plugs in airplane engines, 
as well as in spark plugs for semi-Diesel engine 
operation. 

The United States jewelry trade in 1940 was more 
active than in several years and platinum has received 
a share of this increased business. As a setting for 
diamonds and other rare gems, platinum has maintained 
its position. An increase in the number of marriages has 
been reflected in the demand for platinum wedding rings, 
plain bands as well as those that are diamond set. In 
terest in platinum for use in men’s jewelry—pocket 
watches, chains and cuff links—continued. 

There was increased interest in platinum and _ plati 
num-clad metal for use in the chemical and allied indus 
tries, where problems of corrosion can only be met by 
the platinum group of metals. Platinum-clad-nickel op 
tical frames were increasingly produced and marketed. 
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design. and fine attention to de- 
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Watch Cases outstanding. Since 
i889 Wadsworth craftsmen, the 
men who work in precious met- 
als. have made Wadswortha 
name synonymous with quality. 
Where good taste prevails. 
Wadsworth Wateh Cases are 
preferred. 
Offices 


New York, 630 Fifth Ave. 
Chicago, 35 East Wacker Drive 
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Home-Builders Need Silver 


By RUEL McDANIEL 


HEN Sosland’s, in Longview, Tex., learns that 

a man is planning to build a new home of the 
better class, someone from the store immediately inter- 
views the man’s wife and suggests silver and chinaware 
for the new home—table services in keeping with the 
styling and the furnishings of the new place. 

A member of the firm makes these visits, and is 
usually successful in inducing the wife to come to the 
Sosland store and inspect the stock. If she prefers, 
specific patterns of silver and china are taken to her 
home. 

Sosland’s always carries at least one dinner table on 
the selling floor, attractively set with silver, china, crystal 
and napery, as a means of showing the importance of 


fine table settings in the well-appointed home. 

Considering the size of Longview, 30,000, the firm 
has developed its silver and china business to a remark- 
able degree. The silverware department stocks about 45 
patterns, ranging from the finest sterling to popular- 
priced assortments. Its chinaware stock is one of the 
largest in Texas. 

Besides routine merchandising and talking fine china 
and silver to planners of new homes, Sosland’s has built 
this business by catering consistently to brides and their 
friends. The store has become so well established as 
“bride headquarters” that even the society editors of 
local and nearby newspapers call the store regularly for 

(Please turn to page 84) 
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HOME-BUILDERS NEED SILVER 


(Continued from page 82) 


news of weddings and engagement announcements. 
Obviously, the store works closely with these editors 
and obtains valuable-tips, now and then, from them. 

When the firm learns of a forthcoming wedding, a 
member of the firm contacts the bride. And here a great 
deal of tact is necessary, Leonard Sosland stresses. Just 
how the bride.is approached depends upon the manage- 
ment’s personal knowledge of the bride and the circum- 
stances of her wedding. Someone from the store either 
telephones her, calls on her personally or makes an 
appointment for her to come to the store. 

Contacting her, the representative of the store then 
induces her to select her silverware or china pattern. 
If it is to be a public wedding and there is nothing secret 
about it, the management suggests arranging a table for 
the bride on the floor of the store, with a card bearing 
her name. If considerable secrecy surrounds the forth- 
coming event, then the management suggests that she 
select her pattern so that it may be segregated some- 
where in the store and shown to friends who know of the 
forthcoming event and desire to buy gifts. 

The firm enjoys a large out-of-town business in con- 
nection with weddings, because of its close co-operation 
with brides and their friends. Recently it sold several 
hundred dollars’ worth of silverware entirely by mail 
to friends of a bride in Lake Charles, La. The bride 
liked the Sosland selection and asked that the store 
handle her gifts. She supplied the firm with a list of 
friends and the company wrote a letter to each friend, 
suggesting certain items and guaranteeing that there 
would be no, duplications of gifts if they were bought 
from the store. 

The company’s policy of handing a wide variety of 
the finest merchandise does not stop at china and silver- 
ware by any means. If an oil man wants to buy a $500 
watch, he may find not only one but several in that price 
range at the Sosland store. The same applies to dia- 
monds and jewelry in general. 

Recently, Sosland’s sold out of stock a pair of star 
sapphire cuff-links at $1,800. The fact that there was 
somebody in a city of less than 30,000 population who 
might buy cuff-links at that price is somewhat unusual; 
the fact that anyone with that sort of money would spend 
it in a town of that size is even more unusual, and the 
fact that there was a jewelry concern in a town that 
small that stocked such merchandise is little short of 
amazing. 

Yet Sosland’s stocks such merchandise as a regular 
policy. “If you don’t have it, you can’t sell it!” declares 


Sosland’s keeps its eyes open for people 
who are about to build better-class homes; 
then often sells them smart new silver 


for their smart new dining rooms. 


Morris Sosland, who, with his son, Leonard, owns the 
establishment bearing his name. That statement is the 
meat of his buying policy. By daring to stock merchan- 
dise that the public does not™expect to find in a jewelry 
store in a city the size of Longview, the Soslands haye 
become known as spectacular. 

Yet, there is nothing spectacular about such a policy, 
Mr. Sosland emphasizes. “It’s just common sense,” he 
says. “You can’t expect people to buy fine jewelry and 
silverware from you if you don’t stock it. There jg 
nothing more painful than to have a customer come into 
the store and ask to see some article that would sell at 
#500 and not be able to show it to him. 

“On the other hand, the way to induce people to come 
in here looking for such merchandise, as we see it, is to 
stock it. When a person finds something out of the 
ordinary that he wants in a small city store, he does not 
soon forget it. He not only will come back the next time 
he has real money to spend, but he tells his friends, 
He is a great deal more impressed by finding such mer- 
chandise here than he would be if he found the same 
thing in St. Louis or New Orleans.” 

Morris Sosland came to Longview in 1930, when the 
oil boem was at its height, and bought the store now 
bearing his name. There was a lot of quick wealth in 
the little town then, and he immediately adopted a buy- 
ing and merchandising policy to cater to it. The boom 
has long since passed, but it left the city of Longview 
considerably larger than it found it and it left its people 
with a certain blasé attitude toward things in general 
that has meant profit to Sosland’s, because the store 
caters to that attitude. 

In the meantime, Léonard, the son, majored in journal- 
ism at the University of Oklahoma and came back and 
joined his father. He handles the advertising, much 
of the promotion and the gift shop. The elder Sosland’s 
pride is divided about equally. between his‘fine store and 
his son. 

The store does upward of $100,000 werth of. business 
“in a bad year,” but, as Leonard Sosland puts it, “1940 
was not a bad year.” 

“We know that there are people in our town with 
money,” Morris Sosland explains, ‘‘and sooner or later 
they are going to spend some of it for fine jewelry. We 
know, too, that if we stock what they want, sooner or 
later they are going to come in here and buy it. There 
is no use to spend all our time and money stocking pop- 
ular-priced merchandise and then have the cream of the 
business go somewhere else just because we didn’t carry 
what was wanted.” 

The company sells higher-priced merchandise on ‘the . 
budget plan, but it does not materially feature this in its 
advertising. The greater part of the large sales are 
either for cash or on terms arranged specifically with 
each customer. 

The company turns its stock approximately twice 4 
year, and an average inventory runs between $40,000 
and $45,000, according to Leonard Sosland. 
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They’re New! 
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Retail prices quoted 


®The new Evans "Spit- 
fire" lighter is constructed 
with only one spring and 
the wheel speed is said to 
be the fastest obtainable 
in a device of this kind. $1 
© Gold-finished lapel gadgets, the sailor in navy blue up. Also in combination 





and the soldier in khaki, by H. M. Schrager & Co., with cigarette cases and 
303 5th Ave., New York. Retail price is $1 each. many table lighter models. 





® The new, thinner Carmen expanding watch bracelet 
by D. F. Briggs Co., Attleboro, is only '/g inch thick. 
Has stainless or gold-filled back with gold-filled top. 
Also with link centers or link ends. 
® Manning - Bowman's 
ivory, heat - resistant 
china tea ball pot 
holds seven cups. 
Quick heating is an 
outstanding feature of 
the heating unit. $8.95. 





®"Velvet Moon," the 
new Barbara Bates 
manicure set, comes 
in three jewel shades, 
ruby, emerald and 
sapphire. Made 
by C. J. Bates & Son, 
Chester, Conn., $5. 


® Handcrafted ster- 
ling aspirin tube for 
the tired business 
man or milady indis- 
posed. $3.50 with 
monogram, $3 with- 
out. From Leonore 
Doskow, 49 W. 27th 
St., New York City. 





® A popular lapel fob from the 
gadget pin group by L. S. Peter- 
son Co., North Attleboro, Mass. $1. 


: [poo bnyygpen ehhh | § : 
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® New expanding-center flexible spiral-end 
Duo-Flex man's watch bracelet. G.F. top and 
bottom. $8. Ripley & Gowen Co., Attleboro. 
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OR DID THEY STOP 
ON CHRISTMAS DAY? 


SEE PAGE 94 























LIGHTING TO HELP YOU SELL 
(From page 49) 


level, and to prevent unpleasant reflections. The soft 
indirect light on the ceiling will tend to “wash oy 
undesirable reflection spots from the glass counters below 
and will aid materially in reducing the noticeability of 
the many small apertures of the strong direct down 
lights. 

At entrances, around focal points, inside booths, at 
elevators, and at other points where unusual emphasis 
is desired, the intensity of illumination can be increased, ; 
Carefully masked, it can achieve its desired effect : 
without causing a glare. 


MODERNIZATION FORUM _ 4 


@ To aid its readers in rede- 
signing, modernizing and im 
proving their stores, Tue © 
JEWELERS’ Crrcutar - Keysrong | 
has retained Murray M. Pearl- 
stein, nationally known author- 

ity in jewelery store layout, ag 
consultant. These services are — 
entirely without charge, except 
when elaborate, individually ~ 
prepared designs are requested, 
In stating your problem please © 
be explicit and wmclude if pos- 
sible a sketch of the part of the ~ 
store under discussion. Write 
Mr. Pearlstein in care of this 
journal, 100 E. 42nd St., New 
York, or, if yowre going to be © 
in New York, write in advance © 
for an appointment. 4 








MURRAY M. PEARLSTEIN 


UBBER FLOORING—Please advise us about © 

laying rubber flooring in our store, which has a — 
concrete floor level with the street. There is no base- 
merit below. A.S.R. 

Answer—wWe would not recommend rubber flooring ~ 
for your store because it has no basement and there is no 
air pocket between the concrete floor and the earth. Thus — . 
dampness would penetrate not only through the con- ~ 
crete but through the adhesive with which the rubber — 
flooring is cemented, causing the rubber to lift from the 
concrete base. This condition would also affect the - 
material itself to such a degree as to make its use | 
impractical. 

Asbestos tile flooring could be used advantageously in 
your store. This comes in a wide range of colors and can 
be planned to form a very attractive and enhancing floor 
covering. 

Of course, it is only the structural condition of your 
building that does not permit the use of rubber flooring, 
which is highly recommended in usual cases. 


66 OGGING” WINDOWS—tThe show windows in 
our newly installed store front have been steam- 
ing and fogging during the late afternoon and evening, 
since the onset of cooler weather in October. The front 
is porcelain enamel. The ceiling of the windows is celo- 
tex, the backs are Tex-Board, and the floor is covered 
hy heavy linoleum cemented to paper, which is cemented 
to the wooden floor, thus providing tight insulation. The 
glass panes are held by Crane clamps and aluminum 





(Please turn to page 90) 
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OU, as a jeweler, know what a new modern mount- 

ing will do to bring out the beauty of a stone. Your 
merchandise can also appear more beautiful . . . more 
salable ...in a rich, modern setting. Columbus Extrud- 
ed Metal Frame Display Cases, with fluorescent lighting, 
bring out the color and fire of stock that appears dead in 
outmoded show cases. That's why Columbus Cases can 
mean added business for you. 


Let a Columbus Representative show you how an instal- 
lation in your store, as that pictured here, can be a profit- 
able, lasting investment. Write to . . 


THE COLUMBUS SHOW CASE COMPANY 
850 WEST FIFTH AVENUE COLUMBUS, OHIO 














by 
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The season for awarding 
Sports Trophies is here— 
Football — Track — Skiing— 
Bowling — Basketball — Bad- 
minton—Tennis—Golf, etc. 
Fisher makes what is prob- 
ably the widest range of 
sports charms on the market. 
Your Wholesaler will gladly 
show samples of the Fisher 
Line in 14k and 10k gold; 
1/10 and 1/20 10k Gold 
Filled, Sterling and Rolled 
Gold Plate. 


Send for illustrated Price List. 


J. M. FISHER CO. 
ATTLEBORO, MASS. 


“THE FISHER LINE” 
w.M.F CO 
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MODERNIZATION FORUM 
(From page 88) 


bars top and bottom, with caulking. The opening to the 
show windows consists of a door flush with the back of 
the windows and there is a space of six inches between 
this door and another door which is flush with the in- 
terior of the store. This makes the job practically air. 
tight, as far as we know. (D. K.) 


Answer--The high degree of insulation is just the 
trouble. It is apparent that your windows are too air- 
tight. he heat created by your window lights has no 
way of getting out thus creating a hot air pocket inside, 
When the temperature of the street drops considerably 
below the temperature of your windows, condensation jg 
started and manifests itself by the steaming or fogging 
of the inside of the plate glass. We suggest you create 
an outlet for this heat by either boring holes in the win- 
dow ceiling directly over the reflectors or by installing 
a grill in the show window ceiling. This will permit the 
heat created by the lights to rise out of the windows. 


LUORESCENT REFLECTORS—Will you please 
advise us as to where we can purchase display re- 
flectors for fluorescent lighting and who manufactures 


them? (M. L.) 


Answer—There are many distributors of such equip- 
ment in your city among them being the Graybar Elec- 
tric Co., which has a warehouse in your vicinity. There 
are also many manufacturers of this equipment, among 
them being the Curtiss Light Co. of New York, and The 
Wiremold Co., Hartford, Conn. 


INDOW LIGHTING—We are not satisfied with 
the present lighting in our show windows and 
want to make a change but are unable to decide whether 
to use fluorescent or incandescent lighting. Will you 
please advise us as to what you believe will give us the 


results we desire? (T. O. L. Co., Inc.) 


Answer—We suggest the use of a combination of 
both the fluorescent and incandescent lighting. The in- 
candescent lighting should be at the front of the win- 
dows or near the glass line. The fluorescent lighting 
should be installed at the rear of these lights. However 
we advise that you secure the counsel of a qualified 
lighting engineer in your city to properly plan this work. 





SPRING-TONED WINDOWS GROW SALES 
(From page 53) 


the window is made of strips of composition board cov- 
ered alternately in red and white. The whole floor 
should be raised from the back in order to give it a 
slight incline on which to show the jewelry items to the 
best advantage. Watches, rings, clips, necklaces, brace- 
lets and so forth are arranged in rows on each stripe. 

If you have very much of the new patriotic novelty 
jewelry you will, of course, want to show this and your 
copy will be about it. If you wish to show your regular 
stock in this display, the copy might read “Jewelry of 
American Make, Worthy of the Fine Traditions of 
Washington.” Some mention might be made on the copy 
card calling attention to the Washington shield and its 
connection with the flag. 
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"USE" DISPLAYS PROMOTE STERLING APPEAL 


NE deleterious feature to sterling silver merchan- 

dising which jewelers consistently ignore, accord- 
ing to H. Frantz of William Frantz & Co., New Orleans, 
ig the fact that 95 per cent of silver displays are com- 
pletely “dead”—except for the eye-appeal of polished 
metal, have no means of attracting attention. Where 
sterling silver pieces must be displayed side by side and 
in large numbers in wall cabinets, this is particularly 
bad; for no single item can show individuality or stand 
out from its neighbors. Rows of shining silver tableware, 
trays, serving dishes and ornaments often merge into a 
hodgepodge of meaningless proportions. 

The solution, believes Mr. Frantz, lies in the use of 
“active displays” which endow sterling silver pieces with 
a practical meaning and quickly tell a sales message to 
the passerby who gives it only a single swift glance. 
This means, in simple terms, that every featured sterling 
silver item in the Frantz store is put on display under 
circumstances in which it will eventually be used——and 
as nearly as possible to duplicate its practicality in the 
home. 

Thus, when silver fruit bowls are taken from the wall 
cases, they are displayed on folded white cloths laid 
neatly along the counter, and filled with actual fruit. 
Where this is not practical, imitation fruit may be used 
—but for the most part, Mr. Frantz prefers “the real 
thing.” Each candelabrum featured glows with lighted 
candles—and beverage ice buckets are filled with glass 
ice cubes. The only exception is that Mr. Frantz draws 
the line at hot soup in his sterling soup tureens. Other- 
wise, every sterling silver gift of useful proportions por- 
trays its purpose in this graphic way. 

It’s astonishing, it was pointed out, how well this 
idea focuses the attention of women—who stop to pinch 
fruit or scrutinize the burning candle in either case. 
Human curiosity is thus another sales tool which helps 
this old Louisiana store to do an excellent job of pro- 
moting sterling silver. 





CARPENTER WRITES ANOTHER ESSAY 


Our old friend Howard Carpenter—and we hasten to 
add that “old” refers to the length of acquaintance and 
not to the number of Mr. Carpenter’s years—has blos- 
somed forth with another of his inimitable essays packed 
with pithy metaphor and pungent epigram. Jewelers 
who have heard Mr. Carpenter address their conventions 
or who have read some of his previous literary efforts 
will not need to be told that this latest one too is well 
worth reading both for the clever turn of phrase and 
sound philosophy that it contains. 

Entitled “Minor Prophets,” it tells of the work of the 
Jewelers Board of Trade and the useful service that it 
renders to the jewelry industry. It asks for no contribu- 
tions and no orders—only for the cooperation of the 
industry in improving its service still further. 

If you have not received a copy we suggest dropping 
a line to the Jewelers Board of Trade, Providence, R. I., 
to ask for one. 


Why not put this slogan under the clock in your 
window if you sell on deferred payment plans? ‘We 
Give You Time.” 
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BENCH SWEEPS 
| POLISHINGS 
FLOOR SWEEPS 
WASHINGS 


OLD GOLD 
| SILVER 
| PLATINUM 


| It will pay you to 
| ship direct to 


H oO mM A Ss Bs 
DEE<:CoO. 
PRECIOUS METALS 


SEeEPrPIN FERS fF MANUFAC Tl iN: fF = 
| 5S € WASHINGTON ST. CHICAGO 


Plant: 1900 W. Kinzie St. 
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The ALTON watch has fulfilled its promise. It has 
demonstrated to thousands of users that the ALTON 
represents better value and higher quality in each 
price range. 

Every watch is cased, timed and rigidly inspected in 
our own shops. Each watch comes to you in a spe- 
cially designed beautiful gift box. 

You can offer these dependable new ALTON watches 
to your customers with every assurance that you are 
giving the best possible value at the price. Every 
watch is guaranteed to give long years of satisfaction 
to users. 








The above watches are three of nearly 50 new models 
added to the ALTON line and illustrated in our 1940- 
1941 catalog. Hundreds of other profit making values 
are shown. This catalog also illustrates our complete 
line of diamond rings, wedding rings and combination 
wedding ring sets. If you have not received your 
copy ask for it on your letterhead. 


Weksler & Goodman. Ine. 


Distributors of Keystone, Star, Belove. and 
I.D. Watch Cases 


Chicago 


> South 
Wabash Ave. 


Illinois 























GUILD REWARDS STERLING DISPLAYS 


ORE than the usual quota of skillfully designeg 
silverware window displays greeted shoppers 
throughout the country, during the recent holiday season, 
because of a window display contest sponsored by the 
Sterling Silversmiths Guild of America. 

Windows featuring Guild members’ sterling, during 
any week from Nov. 15 to Dec. 31, 1940, were eligible to 
compete for prizes totaling more than $300. 

Prize-winning displays were announced late last 
month by Alexander Vincent, Guild secretary, following 
the careful examination of photographs and snap shots 








FIRST PRIZE—Geo. T. Brodnax, Inc., Memphis. Featured hollowware, 

with Christmas decorations consisting of large bells illuminated with 

blue lights, smaller bells on one side and a blue and silver Christmas 
tree on the other, surrounded by gift packages. 





SECOND PRIZE—Shreve, Crump & Low Co., Boston. Hollowware 

and a flatware chest on a white rep floor, against a white Celanese 

background, decorated with red electric candles in oval gold bases 
and festooned with pine rope and red and gold ribbons. 





Parker-Griffith 
THIRD PRIZE—Arthur A. Everts Co., Dallas. This window is divided 
into four sections with a white Grecian column between each. Cham- 
pagne crystelle velvet side drapes and a dubonnet brocaded silk 
back-drop, lighted by bird's-eye reflector globes, some with blue 
color screens, made an effective setting. 
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¢ Again we bring you the smartest, newest ideas in 








FOURTH PRIZE—Coleman E. Adler & Sons, New Orleans. "Nov. 
2|-Nov. 28, whenever you celebrate Thanksgiving . . . Adler's for 
beautiful silverware," said the sign in this colorful Thanksgiving win- 
dow. The panel of flatware, labeled with the names of each pattern, 


pulled direct sales. The table appointments, from soup spoons to manicure gift sets— brilliant Barbara Bates originals 
nut-dishes, showed how the Thanksgiving dinner might be made a 
festival. 


—to build record-year profits for you! The Barbara 
Bates Treasure Sets, with their new glamorous ma- 
terial and exquisite jewel appeal fittings, are rich with 
the golden touch. Like all her sets, they are expertly 
designed and made exclusively by Barbara Bates, 
whose reputation as a manicure authority is known 
and appreciated by thousands of women everywhere. 
You'll find your customers irresistibly attracted to 
the Barbara Bates Treasure Sets—so keep them 
displayed prominently with your finest jewels! 





sales-generating display was continued from Nov. 18 to 26, showing 
six sterling flatware patterns and hollowware gift suggestions for all 
members of the family. 






e , 
Spinee 
e An instant success. Can 
be used for manicure kit or 
jewel case—but smart wo- 
men will love it because it 
makes a stunning evening 
bag. Retail, $5.00. 


submitted by jewelry stores from all parts of the United 
States. 

The grand prize of $100 was awarded Geo. T. Brod- 
nax, Inc., Memphis, Tenn.; Shreve, Crump & Low Co., 
Boston, won the second prize of $50, and Arthur A. 
Everts Co., Dallas, obtained the third prize of $25. 
Awards of $15 each went to Coleman E. Adler & Sons, at 
New Orleans, and G. W. Stuart & Co., Concord, N. H. Uelvet Moon 


Photographs of these major prize winning displays are | ©¢ A treasure piece in crushed 
Siemeced eta end velvet. In three jewel shades 
Pp ed on these pages. — ruby, sapphire and emerald 
In addition, awards of $10 each went to R. H. Macy with sun goldand moonamber 


accessories. Retail, $5.00. 





& Co., New York; Schunck’s Jewelers, Celina, Ohio; 
Stelfox Co., Austin, Tex.; A. Stowell Co., Boston, and | 
Tilden-Thurber Corp., Providence. 
Thirteen $5 prizes were conferred to E. L. Adams, 
Lakeland, Fla.; Fleming Bros., Inc., Eau Claire, Wis.; 
Ernest W. Frost, Syracuse; Henn & Henn, Chillicothe, 
Ohio; E. Hertzberg, San Antonio; Mermod-Jaccard- 
eT St. Louis; A. D. Norton Co., Gloversville, N. Y.: 
. D. Peacock, Inc., Chicago; Pugh Bros. Jewelry Co., 
Youngstown, Ohio; E. J. Scheer, Inc., Rochester; B. O. BARBARA BATES 
Simpson, Auburn, N. Y.; Philip H. Stevens Co., Hart- C.J. BATES & SON, 
ford, Conn., and J. J. Sweeney Jewelry Co., Houston. CHESTER,CONN. NEWYORK OFFICE: 366 FIFTH AVENUE 
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JEWELRY STORE COSTS ARE STUDIED 
(From page 54) 


this report, they have been grouped according to the 
manner in which the preponderance of their business is 
done. 

The following table shows the number of stores re- 
viewed in the classification with the average annual sales 
per store, the gross margin, the expense, the net profit, 
the charge off for bad debts, and the ratio of inventory 
turnover: 


1.1 for the open credit and outright cash stores, respec. 
tively. This higher rate of turnover, coupled with bigger 
annual volume, produces a substantially larger fina] net 
profit in dollars and only a slightly higher percentage of 
operating expense in spite of the fact that the typical 
installment seller writes off 2.6 per cent of his year’s 
business for bad accounts as against only 0.8 per cent 
for the concern which sells on conventional charge ac- 
counts. 

However, the ratio of the total income of the pro- 








Operating Ratios in Typical Jewelry Stores in Three Classifications 
Typical (median) Sales Volumes and Ratios 


Size of Gross T'otal Estimated Bad Inventory 
Concern Margin Expense Profit Annual Debts Turnover 
Number Annual Sales Per Cent PerCent PerCent Profit Per Cent Times 
of Stores Dollars of Sales of Sales of Sales Dollars of Sales Per Year 
Jewelry Stores: 

Cash Sales 90% or more .......... 49 11,600 50.6 43.7 6.9 800 0.3 11 
Open Credit 50% or more ......... 36 19,150 47.2 43.2 4.0 766 0.8 1.0 
Installment Sales 50% or More..... 47 44.6 6.0 1,848 2.6 1.5 


30,800 


50.6 











It will be noted that the typical installment jeweler 
does a larger volume of business per store than the rep- 
resentative cash or open-account store. In considering 
this point, it must be borne in mind that these figures 
are for representative stores rather than averages for 
all stores since the very large establishments are not 
included in this survey, and the addition of these would 
tend to increase the average figure for the average vol- 
ume of the cash or open credit store. 

The typical “credit jeweler” turns his stock half 
again as fast as the other type of store, the annual rate 
being 1.5 for the installment concern as against 1.0 and 


prietor of the old-line store to that of the installment 
jewelry is more nearly equal than the net profit figure 
alone would indicate, since in both cases, a reasonable 
and usual salary for the owner has been deducted before 
arriving at the final net profit. 

From their studies, Dun & Bradstreet draw the con- 
clusion that “credit is now, as always, an effective selling 
device. If properly managed and applied to those goods 
where credit selling is appropriate, credit extension or- 
dinarily adds sales volume and increases dollar profits.” 

Copies of the detailed reports may be obtained by 
writing to the Research and Statistical Division of Dun 














HONESTY is not a virtue 


... it is good business! 


FOR OVER 40 YEARS J. B. COOPER & 
SON has supplied the jewelry trade with 
purest and finest PLATINUM, Irid-Plati- 


num, and Gold obtainable. 

FOR OVER 40 YEARS J. B. COOPER & 
SON has paid the highest prices for Sweeps 
and Scrap Gold. 

COOPER’S POLICY of fairness and ac- 
curacy continues unchanged. . . always 
making new friends. 








COOPER & SON 


INCORPORATED 









OR DO YOU CLOSE YOUR STORE BETWEEN 
CHRISTMAS AND GRADUATION ? 
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JOSEPH B. 















26 John St., New York 
Factory: Brooklyn, N.Y. 






Our Reputation Is Our Success 
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& Bradstreet, Inc., at 290 Broadway, New York, or to 
Tue JEWELERS Circutar-Keystone, 100 E. 42nd St., 
New York. Also available is a “store health examina- 
tion,” through which retailers can compute their own 
ercentages and ratios, study the results, and select 
“goal” figures and prepare budgets. 


ALASKAN GOLD PRODUCTION SETS RECORD 


Alaska last year produced gold worth $25,375,000, 
an all-time record which surpassed even the gold rush 
days. In addition, the territory, which the United States 
purchased from Russia for $7,200,000, yielded 28,860 
fine ounces of platinum metals having a value of $1,- 
092,000. This large output places Alaska among the 
four or five largest platinum-producing couatries of the 
world. About 198,300 ounces of silver valued at $141,- 
000 were produced there during the same year. 

Besides the precious metals, Alaska’s 1940 production 
included 170,000 tons of coal and several hundred thou- 
sand dollars’ worth of lead, tin, antimony, quicksilver, 
copper and limerock. 





CONSTRUCTION SEQUENCE IS CLARIFIED 


Howard L. Beehler, president of the Horological In- 
stitute of America, has detected an error occurring in 
the second instalment of his article, “The Circular Pal 
let Detached Lever Escapement,”’ on page 91 of Tue 
JeweLers’ CircuLar-Kerystone for December, 1940. 

Mr. Beehler has suggested the following wording for 
construction sequence No. 14, which should replace that 
sequence as presented in the December number: 

14—N” angle line for impulse on “I, stone.” Angle 
N” F M” is equal to 6 degrees. The impulse face 
of the “L stone’’ is drawn from the intersection of 
N” F with circle K and M” F with circle K’. It 
will be noticed at this point that the impulse faces 
of both the R and L stones are located within the 
circles K and K’. As a result of this condition, the 
distance from the locking corner of the “R stone” 
to the pallet arbor is the same as the distance from 
the let off corner of the “L stone” to the pallet 
arbor. In other words the radius from the pallet 
arbor to the locking corner of the “R stone’ is 
equal to the radius to the let off corner of the “I. 
stone.” Also the radius from the pallet arbor to 
the let off corner of the “R stone’ is equal to the 
radius from the pallet arbor to the locking corner 
of the “L stone.” This condition establishes the 
term “circular escapement.” In an equal distance 
locking escapement the radii from the pallet arbor 
to the locking corners of both R and IL. stones are 
equal. Fig. 14-A. 

A supplementary drawing Fig. 14-B is presented 
to clarify this point. The “R stone” side of Figs. 14 
and 14-B are identical, but the “L stone” side is 
constructed in a manner similar to that used to lo- 
cate the “R stone,” with the lines E’ M’ N’ as the 
complementary construction lines. Therefore, the 
angle N’ F M’ shows the impulse angle of the “L 
stone” if it is desired to draw the escapement locked 
on the “L stone.” However, to show the “TI. stone” 
in its proper relative position when the escapement 

(Please turn to page 181) 
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RACINE 


NEW CONDITIONS in industry and 


new activities in the swing to national pre- 
paredness are bringing many patrons for the 
RACINE Watertight Watch —the most trust- 
worthy of all waterproof watches made. 
Equipped with 15 Jewel movement, cased in 
Staybrite Steel . . . And Guaranteed water- 
proof, stainless, non-corrosive . . . Featuring 
Nivarox Hair Springs and Glacidur Metal Bal- 
ances which render the movements non-mag- 
netic... 


@ The Ideal Timepiece for those in Military 
Training 


@ Available in Men's and Doctors’ Models 
(below) also in Nurses’ (sweep-hand) and 
Ladies’ Sport Models 


























; Jules Racine & Co., 20 Ws 47th Street, New York City 
| 


8 
| | NAME 
| 8 

P 


ADDRESS 


Without obligation, please send data on Watertight Watches ! 


WRITE FOR COMPLETE DATA — NO OBLIGATION 
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® Original imported French rose marble clock set; urns 
and decorations in gold-finished bronze. $114. Friedlaender, 
Belmuth & Appelbaum, Inc., 53 W. 23rd St., New York. 


by J. RICHARD IANDER 


66 E don’t mean to be facetious,’ comments an 
Eastern jeweler, “but why should jewelers go 
to gift shows? Precisely how does it profit them?” 

Well, let’s see. This jeweler doesn’t specify what kind 
of jewelers he refers to, and as far as the gift and art 
field is concerned there are just two kinds: those who are 
active in it and those, in diminishing number, who are 
not. 

Consider the last.first, the jeweler who hasn’t a gift 
and art department, who never has been to a gift show. 
It should be rather obvious why he should go. He’ll find 
exhibitors only too glad to give him case history on case 
history as to which lines displayed jewelers are selling, 
and how they sell them. Actually, of the 500-odd lines 
of merchandise displayed, he’ll find 200 to 300 that are 
“right up his alley,’ born “naturals” to augment his 
standard stocks and quicken his sales tempo. He'll 
garner an abundance of facts and figures and be mildly 
surprised at the diversity of displays covering every 

(Please turn to page 98) 


® Gift show opportunity in an- 
tique hollowware — Georgian 
silver bowl and cover by 
Thomas Robbins. $1000.S. Craig 
Preston, 385 Madison Ave., N.Y. 





Retail prices quoted 
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Why Should 
Jewelers Go 
To Gift Shows? 





© "Northern Rose," floral example 
of translucent Helsinki (Finland) 
china. Service for eight, 53 pieces, 
approximately $35. Finland Cera- 
mics & Glass Corp., 225 Fifth Ave. 





® Hand-forged "Arthur Armour” aluminum. 
Two-tier dish, $7; bowl and salad server, 
$9.50; tray with famous map design, $15. A. 
Stanley Brussel, 225 Fifth Ave., New York. 
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The grace and charm of Old-World 
shapes are here reproduced in a fine 
translucent china body. They are deco- 
rated with pastel Watteaus or Victorian 
Dresden-type florals and highlighted 
with finest quality gold. 

We are proud that this is the achieve- 
ment of an American factory. 

IN FRAME——Classic vase, US-028, 8” 
high, $2.50 each. 1 pair to package. 
Same, 43,” high, US-027, $1.25 each. 
2 pair to package. 

CENTER—Unrn, French reproduction, US- 
026, 11” high, $12.50 per pair. 

Urn, French reproduction, US-025, 
81,” high, $3.00 each, 1 pair to 
package. 

Comucopia vase (comes left and 
right for pairs) US-0210, 8” high, 
$5.00 per pair, 1 pair to package. 
Same, 5!” high, US-029, $2.50 per 
pair, 2 pair to package. 

BOTTOM—Cornucopia vase, US-0213, 

5%” high, $2.00 per pair. 2 pair to 

package. 

Claw foot flower vase, US-0212A, 

542” high, $5.00 each. 1 pair to 

package. 

Large handled vase, US-024, 6” 

high, $2.50 each, 1 pair to package. 

Same, small size, US-023, 4” high, 

$1.25 each, 2 pair to package. 


OTHER SHAPES AVAILABLE 
IMMEDIATE SHIPMENT 
PRICES ARE WHOLESALE 








EBELING & REUNSN, INC. 225 FIFTH AVE., NEW YORK 


MAIN OFFICE: 707 CHESTNUT ST., PHILADELPHIA 





CHICAGO: ROOM 1557 MERCHANDISE MART 













WHY SHOULD JEWELERS GO TO GIFT SHOWS? © 
(From page 96) 


available inch of space on three, four, and even five 
floors. And he’ll feel at home, too, for very likely he'll 
meet a few jeweler friends and renew an old acquain- 
tance or two. 

So much for the jeweler without a gift and art depart- 
ment. How about the fellow with one? Why should he 
go to the shows? Again the reasons seem obvious. If 
he’s the up-to-the-minute quality merchandiser of gifts 
that jewelers are reputed to be, he not only wants to 
keep in the swim, but when he can, steal a march on his 
fellow-merchandiser of gifts. There isn’t any better way 


to do both of these things than through attendance at the 


443° 
NDEATY 
in) 
My 





® Sakier-designed ‘Grammes" etched 
antelope tray, 17" long, "Metalgrain" 
finish, wooden handles. $4. Alexander 
Aderer, distributor, 225 Fifth Ave., N. Y.C. 


® Removable 18" crystal platter on lustrous 
"Buenilum" lazy suzan, ball-bearing turntable. 
$17.50. Breslauer-Underberg, 225 Fifth Ave. 


gift shows. By their painstaking comprehensiveness they 
reveal in one swoop the entire range of gift and art- 
ware, currently available to the buyer, from every open 
source in the world. Months before any gift show, manu- 
facturers and importers who are to exhibit are busy 
gathering or producing wares that interpret current 
tends, are wholly new or unique, those vital essentials 


Retail prices quoted 
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® In the modern mili. 
tary tempo, minio. 
ture riding boots jp 
brown or black calf. 
skin, 8" high. Lighter, 
$5.75; cigarette con. 
tainer, $4.25. Sup 
Glo Studios, 22 
Fifth Ave., New York, * 





gift and artwares must have. These new items may be 
seen first and first only at the gift shows. 

There are other reasons—reasons why any jeweler 
should go to the shows. From trends in gifts and in art, 
he may gain knowledge translatable to the merchandis- 
ing of his traditional lines of stock. He may learn new 
wrinkles in the art of display, lighting, packaging, ete. 
He may even learn something of merchandising itself. 
especially as pertains to volume sales and rapid turnover. 

No doubt among the rising number of jewelers who 
are inveterate gift show goers there are-many who could 
provide a shower of further reasons why the shows 
should be seen. Has anyone come forward with a sen- 
sible reason why they should not? 


® "Hampden" American-made gold-finished 
translucent china. Hands from 80¢; leaf 
vases from $2; boudoir vases from $1.20. 
Levy Bros. China Co., 225 Fifth Ave., N. Y. 
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Buyers in the great 
Pittsburgh market 
area now have a 
gift show of their 
own, at the Hotel 
William Penn, 
March 31 to April 4. 














CHICAGO 


SHOW 


PALMER 


FEBRUARY 3-14 








BOSTON 
GIFT 
SHOW 


i comand ~ eee 


HOTEL 
BENJAMIN 
FRANKLIN 


MARCH 24-27 


teense 


HOTEL 
PENNSYLVANIA 


FEBRUARY 24-28 


WILUAM PENN 
MARCH 31 to 
APRIL4 


— 


STATLER 
MARCH 10-14 


sete, een aan 


Seteeeenee tei 
eitepensanee 


Each of these best sellers is packed with volume sales for 
every gift buyer. Wherever you are, one of these five 
great gift shows can bring the world’s markets closer to 
you. It can set before you for your swift and easy inspec- 
tion the newest and most salable offerings of gifts and 


decorative accessories. 


Plan now to attend at least one of these shows. You'll 
tind it a most profitable investment in every way. For 
nowhere else can you detect significant trends so readily 
. .. nowhere else can you sense the pulse of the market 
so clearly ... and nowhere else can you cover the entire 
gift market with such a tremendous saving in time and 


energy. 
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220 Fifth Avenue, New York 


YSTONE 











embarks upon a 


NATIONAL 
ADVERTISING 
CAMPAIGN 


to Pre-Sell 









In the March and April issues of HOUSE & GARDEN and 
HOUSE BEAUTIFUL Everlast will feature 8 smart, new 
pieces in NEOCRAFT and 6 new designs in HAND 
FORGED. Because of the force of national advertising, 
your customers will ask for Everlast NEOCRAFT and 
HAND FORGED metalware. Be sure you have the adver- 
tised items in stock, forcefully displayed with the help of 
the display and sales promotion aids which we supply 


FREE. Write or wire for the complete story. 
HAND fo 


Gk 
_ ~~» 
AT_METAL 


METAL PRODUCTS CORP. 
225 FIFTH AVENUE * NEW YORK 


LOS ANGELES 712 SO. OLIVE STREET 
TORONTO 7 WELLINGTON STREET, W. 











100 














S this issue makes its appearance Chicago will be the 
focus of national attention in gift and artwares 

with two gift shows under way. Both shows run for two 
weeks, Jewelers have until Feb. 14 to see the one under 
Little Management at the Palmer House, and until Feb, 


15 to see the Merchandise Mart Gift Show. 
* * * 


THE SHOW spoTLicHt will then swing East to the Hotel 
Pennsylvania for the largest show in New York history, 
Dates are Feb. 24 to 28. Jewelers from communities 
between the two cities who have never visited either the 
New York or Chicago shows will find opportunity at 
their doorstep this year with the inauguration of the new 
Pittsburgh Gift Show, March 31 to April 4, at the Wil- 
liam Penn Hotel in that city. 

a * * 

sport REPORTS from scattered localities indicate that 
price is no object this year. Highly decorative pieces 
in china and glass and metals, precious and otherwise, 
are making strong initial sales showing with about 20 
per cent of jewelers participating in the field as a whole. 

* * * 

NOTE THE FRENCH rose marble clock set illustrated in 
the gift pages of this issue. These are now in the proc- 
ess of reproduction in bronze and crystal by Friedlaen- 
der, Belmuth & Appelbaum, Inc., in this country. As 
I'riedlaender & Co., Inc., the organization was one of 
the oldest and best known importers of lamps, glassware, 
china and objets d’art in the United States. Offices and 
showrooms continue at the same address, 53 W. 23 St., 
New York. 

* * * 

FINE ANTIQUE English silver will continue to be avail- 
able in this country through S. Craig Preston, 385 Madi- 
son Ave., New York, who by recent arrangement now 
represents Jack Fiddes of London, collector of outstand- 
ing Georgian silver, old Sheffield and Victorian plate. 
Mr. Preston now also is associated with Frank Kay, im- 
porter of the finest of antique English porcelains, objets 
d’art and furniture. Jewelers considering activity in 
antiques in the light of the new “luxury” market will 
find Mr. Preston’s collaboration profitable. 

* * * 

ARRIVALS OF SHIPMENTS of fine china, ceramics and 
glass from Finland have been announced by John Junge 
of Finland Ceramics and Glass Corp., 225 Fifth Ave., 
New York. Jewelers should note that these lines are com- 
prised of quality pieces designed for the American mar- 
ket. They include exclusive patterns in “Helsinki” china 
and faience by Arabia, Ab, decorative crystal pieces and 
stemware by Karhula, Oy, and art pottery by Kupittaan 
Savi, Ov. 

* * * 

ATTENTION OF JEWELERS is called to the new directory 
of giftware to be found in New York’s Gift and Art Cen- 
ter Building, 225 Fifth Ave. The pocket-sized booklet 
may be obtained free of charge from Cross & Brown Co., 
432 Fourth Ave., New York. 
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Smart buyers of Gift and Art, 
China, Glass, and Decorative 
Accessories, welcome the an- 
nouncement of the 225 Fifth 
Avenue Spring Market, Febru- 
ary 24th to 28th. 
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ALEXANDER ADERER 
Room 504 

Goldscheider 
Grammes 


J. MOHAMMAD ALI, INC. 
Room 1104 


East India Handcraft—Our Original Designs. 








BRESLAUER-UNDERBERG 

Suite 800 
Lustrous “Buenilum’—Hand-Hammered Alumi- 
num Table and Hostess Service Accessories. 
Catalog. 


A. STANLEY BRUSSEL 
Room 803 
Armour Hand Forged Aluminum — 
Hand-cut Crystal Photo Frames, 
Perfume Trays, Clocks, etc. 





CHINA OVERSEAS, INC. 
Rooms 1220-1224 

Direct Importers — Distinctive 
Chinese Giftware 


MRS. E. H. COLES 
Room 405 


COPPER — Plain & Antiqued BRASS 


m1 ee 
\ Ti Ke 


Ty 


Plan your buying program. Send 
for the new “225” directory. 
Write to Cross and Brown Com- 
pany, 432 Fourth Avenue, New 
York City. 


VENI 


v no 
‘ 
2a 
” 
? ‘ 
( 











EVERLAST METAL PRODUCTS CORP. 
Room 1100 


EVERLAST FORGE — The Now Famous 
Metal Line in New Shapes 








THE FAN COMPANY 
Street Floor — N. E. Corner 


Chinese Merchandise, Decorative 
Accessories, Gifts & Jewelry 


FINLAND CERAMICS & GLASS CORP. 
Rooms 515 - 517 
FROM FINLAND — “Karhula” Crystal; 
“Helsinki” China & Faience; 
“Kupittaan Savi” Art Pottery. 


MARTIN FREEMAN CO. 
Room 1101 


Freeman China Accessories — Decorative 
Flowers — Blown & Pressed Glassware — 
Original Giftware 




















WINIA M. HARRIMAN 
Rooms 804 - 806 - 808 
Hand Crafted Aluminum Quality Glassware 
Individually Stylized 


SUN GLO STUDIOS 
Room 501 
Exclusive GIFTS FOR MEN 
Exclusive ARTWARE 
Folders on Request 














TIMELY —INFORMATIVE — AUTHORITATIVE 


The Gift and Art Department or tHe JEWELER’S CIRCULAR-KEYSTONE 
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Silver to Remain 34%4e an Oz. 


Handy & Harman Predicts No Change in Price Set by Treasury’s 





Porchasing Program: Sterling Manufacturers of America 


HE year 1940 created a new record for the use of 

silver by the arts and industries in the United 
States and Canada, Handy & Harman declared in their 
annual review of the silver market. Compared with 
1939 consumption, sterling silverware showed a 30 per 
cent increase; silver-plated ware a 5 per cent decrease, 
and jewelry a 10 per cent increase. In the dental trade 
there was a decrease of 10 per cent. 

In the purely industrial field, as distinct from the arts, 
larger quantities of silver were consumed except in the 
case of chemical salts, where the amount remained prac- 
tically unchanged. These salts are used for photography, 
backing mirrors, photo-engraving, plating and in the 
preparation of pharmaceutical products. There was 
continued expansion in plating for non-silverware pur- 
poses, the manufacture of electrical contacts and alloys 
for soldering and brazing, and in the construction of 
chemical equipment and various compositions for Navy 
ships, as well as airplanes, guns and other defense equip- 
ment. 


Altogether, the firm estimates that the arts and indus- 
tries of the two nations consumed 41,000,000 ounces, an 
increase of more than 20 per cent over the preceding year 
and nearly 11 per cent over 1929, when the previous 
high of 37,000,000 ounces was established. 

Scandinavian silverware manufacturing concerns have 
been influenced by war conditions to place orders in the 
United States. “Such orders no doubt represented only 
a part of the industrial requirements of those countries, 
but exports from New York to satisfy this overseas de- 
mand amounted to 1,359,000 ounces in 1939 and 505,000 
ounces in 1940,” Handy & Harman said. 

The world market was a colorless affair during 1940. 
It was dependent for the most part upon the United 
States Treasury Department’s buying rate of 35 cents, 
which was maintained throughout the year, with the 
result that the New York “official” did not vary from 
3434 cents, except for short periods in May and June 
when the easing of Indian restrictions permitted a little 
buying from that quarter, which caused the high quota- 
tion for the year, 3554 cents, on May 28 and 29. 

“During the first half of 1940,” the report said, 
“another unsuccessful attempt was made in Congress to 

bring about repeal of the authority for Government 
purchases of foreign silver, but this effort had no de- 
pressing effect upon world prices such as resulted from 
last year’s (1939) endeavor.” 

Handy & Harman estimates that the United States 
Government acquired 203,100,000 ounces of silver during 
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Last Year Consumed 30 Per Cent More Silver Than in 1939 






1940—67,100,000 ounces derived from domestic ores, 
136,000,000 ounces of foreign silver, and 780,000 ounces 
received in miscellaneous deposits at mints and assay 
offices—bringing the Treasury’s silver holdings at Dee, 
31, 1940, to 3,135,000,000 ounces. ““The enormous addj- 
tions to the gold stocks of the United States have pre. 
vented any progress for the year towards meeting the 
provision of the silver purchase act that ‘one-fourth of 
the total monetary value of the gold and silver stocks 
shall be in silver.’ The percentage of silver to the total 
has declined during 1940 from about 18 per cent to 
1514 per cent, and, even if not another dollar’s worth 
of gold were added to the 22 billion now on hand, it 
will be necessary to purchase a further 2,535,000,000 
ounces of silver in order to reach the goal set by the 
Act.” 


The report concludes that the past year’s statistics 
bring further testimony to the importance of the part 
played by the United States Government in the silver 
situation. “Without Treasury support, the world price 
would unquestionably have declined, and we believe this 
would have been equally true even if the Indian buying 
had not been confined to an isolated market (the Anglo- 


Indian market created by restrictions against the im- 


portation of silver into England and India). 

“At the close of the year there is nothing to indicate 
any change in the Government’s silver-buying program 
or in the price which it will pay.” 

Average silver quotations for each year since 1930 
follow: 


1940 .... 34.773c 1934 .... 47.973¢ 
1939 .... 39.082c 1933 .... 34.727¢ 
1938 .... 43.225c 19382 .... 27.892¢ 
1937 .... 44.883c 1931 .... 28.701c 
1936 .... 45.087c 1930 .... 38.154c 
1935 .... 64.273c 


A new high record for world production of silver, 
278,000,000 ounces, was set during 1940, the former 
peak of 274,700,000 ounces having been established in 
1937. Handy & Harman estimates production as fol- 
lows: United States, 66,000,000 ounces; Mexico, 84, 
500,000 ounces; Canada, 25,000,000 ounces; South 
America, 32,500,000 ounces; all other countries, 70,000,- 
000 ounces. Figures for the western hemisphere are rea- 
sonably accurate, the firm says, but the amount of 70, 
000,000 ounces covering the rest of the world is little 
more than a repetition of the previous year’s output. 
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aw Proposals Affect Jewelers 





Coincident with convening of the 77th Congress at Washington, lawmakers in 42 
of the 48 states met last month. In many states they will enact measures as vital 
to the jewelry trade as lawmakers at Washington will provide for the safety and 


welfare of the nation. 


In state lawmaking bodies, steps will be taken to cure ills, actual and alleged, 
in retail distribution; to legislate on fair trade; to license watchmakers and regulate 
sales of second-hand watches; to change lien laws affecting jewelers, and to modify 
or strengthen present laws governing installment sales. 


‘There also will be more general mea- 
sures occupying state legislators, some 
none-the-less important to jewelers, in- 
cluding luxury taxes, sales and trans- 
action tax measures, wage-hour and la- 
bor relations bills, chain store taxation, 
and unemployment insurance proposals, 
to mention but a few. 

Legislative sessions that opened last 
month are the first regular meetings of 
state lawmakers in two years in 36 of 
the 42 states. Six states, Arizona, Mass- 
achusetts, New Jersey, New York, Rhode 
Island and South Carolina, have legisla- 
tive sessions every January. No regular 
session will be held this year in Ken- 
tucky, Louisiana, Mississippi and Vir- 
ginia, where legislators meet biennially 
in even-numbered years, and in Alabama, 
where lawmakers meet every four years 
and will hold their next regular session 
in 1943. 

Many states place a limit on the length 
of their legislative sessions, often 60 
days, while others will carry on the busi- 
ness of lawmaking well into the summer 
months. 

Several states enacted minimum-wage 
and maximum-hour laws during 1939 leg- 
islative sessions, extending provisions of 
the national wage-hour act to firms do- 
ing business strictly within the borders 
of a state. Recent weeks have seen con- 
siderable discussion on waiving hour pro- 
visions of the national act in the interest 
of national defense, but Secretary of 
Labor Frances Perkins and Federal 
Wage and Hour Administrator Philip 
F. Fleming have both voiced strong op- 
position to proposed relaxing of present 
wage and hour standards. 

The national defense argument raised 
by those who would lower hour stand- 
ards for firms engaged in interstate com- 
merce could not be made to apply to 
firms operating wholly within a state, 
and last month it appeared unlikely that 
any concerted drive would be made to 
repeal existing state wage-hour laws. 
Moreover, it appeared that labor lobbies 
would be successful in gaining enactment 
of this legislation in additional states, 
where lawmakers two years ago refused 
favorable action with the thought that 
constitutionality of the national act 
might not be upheld. 
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Most states will be asked to provide 
legislation guaranteeing reinstatement in 
civil positions of persons returning to 
civilian life after serving under the Na- 
tional Selective Service Act. The legis- 
lation, which would supplement present 
federal law, would enable a returning 
soldier whose employer refused to re- 
hire him to take his case into state 
courts through the district attorney’s of- 
fice without charge. 

After taking several days for organi- 
zation in many states, lawmakers, up to 
the time Jewerers’ Crmcutar-Keystone 
went to press, had introduced but a few 
of the thousands of measures that will 
receive study during the coming months. 
Those brought forward, however, indi- 
cated the trend of this legislative year. 


Lega! Program, State by State 


Important state action affecting jewel- 
ers, up to late January, included: 

ARIZONA—A Senate bill seeks to 
amend the law relating to garnishment 
proceedings. Another bill, introduced in 
the same house, would repeal the pres- 
ent luxury and sales taxes, substituting 
a 2 per cent gross income tax. It is un- 
likely that any action will be taken on 
the latter bill, or any other tax measure, 
before Governor Sidney P. Osborn pre- 
sents a message on the subject, which 
he said would be forthcoming early in 
the session. 

ARKANSAS—A House bill would 
levy a $50 license fee on itinerant mer- 
chants, requiring them to post a $500 
bond to guarantee payment of any li- 
cense fees, and a $1.000 bond to protect 
the public against fraud and to pay 
judgments obtained for civil liability 
arising out of the conduct of their busi- 
ness. 

IDAHO—Legislators are looking to- 
ward a sales tax and a tax on chain 
stores to raise $2,500,000 additional reve- 
nue for the next two years. 

INDIANA—Several proposals seek- 
ing to lower the present 1 per cent tax 
on gross receipts of jewelers and other 
retailers are before the legislature. The 
one apparently having the greatest sup- 
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The Legislative Line-Up 


Legislatures of 42 states con- 
vened last month, the majority in 
biennial session. Their delibera- 
tions will extend from 40 days, in 
the case of Wyoming, to several 
months in states where no consti- 
tutional limit is placed on the 
length of sessions. The 15 or more 
state lawmaking bodies that still 
will be in session next April will 
be joined by Florida legislators, 
who meet April 8. 

Legislatures that met last 
month, dates they started work, 
and the length of their sessions, 
follow: 


State January Limit 
Ge CCC CROC Cre 13 80 days 
Fe RP CCCCE OCT 13 60 days 
Ce 6 vn cawdaeds 6 None 
CM iia cwceceages 1 None 
CS. wet tes gue 8 143 days 
Delaware ...........- 7 None 
I i ce cndcceeces 13 70 days 
dai ctenwdecuvass 6 60 days 
Se. ceceweevewas 8 None 
MN oo cicesaneceada 9 61 days 
ctuxeiasamanaeas 13 None 
DL. Schwa cecaues 14 50 days 
MN ke wie t's sweeties 1 None 
Maryland ............ 1 90 days 
Massachusetts ........ 1 None 
DEY 2c: e we scseus 1 None 
ND on se Seances 7 90 days 
EP acawcdceeeesn 8 70 days 
ID a iva ceeuweens 6 60 days 
pO rere 7 None 
ME. decccewawaews 14 60 days 
New Hampshire ...... 1 None 
New Jersey .....0-:. 14 None 
New Mexico ......... 14 60 days 
5 2 aaa 6 None 
North Carolina ...... 8 60 days 
North Dakota ........ 7 60 days 
Cs 6 None 
I 06 a cssscccs 7 None 
GE a dedacdkvidekuc 13 None 
Pennsylvania ........ 7 None 
Rhode Island ......... 7 60 days 
South Carolina ...... 14 None 
South Dakota ........ 7 60 days 
a 6 75 days 
WE i accoddutaiew se 14 None 
0) RS ere 13 60 days 
.... are 8 None 
Washington .......... 13 60 days 
West Virginia ....... 13 60 days 
>... ee 8 None 
, | ae ee 14 40 days 














port would lower the tax to one-half of 
1 per cent. 

MAINE—Senate Bill 43 would pro- 
vide registration and regulation of 
watchmakers. It was held over from 
the 1939 legislature, and referred to the 
present legislature’s committee on legal 
affairs. 

Representative E. Sam Farwell has a 
bill to tax jewelry, cosmetics and cer- 























tain other items to provide revenue to 
be used for needy aged. 

MARYLAND—Two Senate bills would 
impose further regulations on _ install- 
ment selling, and license sales finance 
companies. 

MONTANA—House Bill 6 would pro- 
vide for filing of assignments of condi- 
tional sales contracts. It was introduced 
by Representative C. J. Williams. 


New Mexicans Press 3 Bills 

NEW MEXICO—The New Mexico 
Retail Jewelers’ Association, of which 
Frank D. Fogg is president, has pre- 
pared bills for control of jewelry auc- 
tioneering; licensing of watchmakers, 
and for providing penalties for sale of 
second-hand watches. Final plans for 
their introduction by Senator Don Dick- 
ason were made at a meeting of 20 offi- 
cers and leaders of the association at 
Albuquerque, Jan. 5. The Watchmak- 
ers Guild of New Mexico is cooperating 
in sponsorship of the measures. 

NORTH CAROLINA-—Gov. Joseph 
Melville Broughton,: tracing: the history 
of the sales tax when addressing the 
legislature, opposed repeal of the sales 
tax. 

NORTH DAKOTA—Gov. John Moses 
called for re-enactment of the 2 per cent 
sales tax. A Senate bill for this purpose 
was approved by that body’s tax com- 
mittee. 

OKLAHOMA—Gov. Leon C. Phillips, 
addressing the legislature, asked for re- 
enactment of the 2 per cent sales tax. 

TENNESSEE—Identical bills intro- 
duced in both branches of the legisla- 
ture would place a graduated tax on 
chain stores, ranging from $10 for each 
store in a chain of from two to 10, to 
$500 for each unit in a chain of 500 
stores or more. 





Texas Ponders Fair Trade Act 


TEXAS—A fair trade bill, to pro- 
hibit sale of trade-marked articles be- 
low minimum prices set by manufactur- 
ers, passed by the 1939 legislature and 
vetved by the governor, was introduced 
in the Senate. 

Meanwhile, the state attorney general’s 
department instituted an investigation 
before Justice Tom Maes at Houston 
to determine whether Houston jewelers 
were fixing retail prices of watches in 
violation of Texas anti-trust laws. No 
specific charges of anti-trust law viola- 
tion had been filed. 

UTAH—Gov. Herbert B. Maw sub- 
mitted to the legislature a vast program 
for reorganization of the state govern- 
ment, which included establishment of a 
State Department of Service and Inspec- 
tion. The new body, directed by a full- 
time commission of three members, 
would take over duties now handled by 
the Fair Trades Board, administering 
the state fair trade law. 


Receipts Tax for Wyoming? 


WYOMING—Gov. Nels H. Smith has 
asked for a 1% per cent gross receipts 
tax to replace the present 2 per cent 
sales tax. 

“The bill which will be submitted does 
not prohibit the retailer from passing 
the tax on to the consumer,” the gover- 
nor told the legislature. “In case where 
articles carry a definite retail price, the 
retailer will be permitted to collect the 
sales tax on these articles. It will not, 
therefore, be necessary for any merchant 
to absorb the tax.” 








MB NON-REPORTING STATES > 
BA INSUFFICIENT DATA 


DECEMBER VOLUME UP 10 PER CENT; 1940 SALES, $405,000,000 





‘THE ACCOMPANYING MAP shows in percentages how independent jewelry store 
sales during December, 1940, compared with business done in December, 1939. On the 
basis of reports from 735 stores in 34 states, the amount of business done in December, 


1940, was 10 per cent larger than that of December, 1939. 


December was the twenty- 


third successive month with larger jewelry store sales than the corresponding month 
the year before, and enjoyed the biggest jewelry volume since December, 1929. 


Michigan jewelers’ holiday sales made 
the most favorable showing, with a gain 


eo 
































































































































of 18 per cent over December, 1939, and may be estimated at $404,951,600, com 
Kansas, South Carolina, Texas and Wis- pared with thelr sales of $36 1,564,000 in 
consin jewelers averaged an improvement 1939, reported by the Census of Retail 
of 16 per cent for the month. Missouri Ni TO 
and Nebraska were the only states show- Averages by states, regions, and cities 
ee ae for jewelry sales in De follow, the 12 months of 1940 compared 
Sagiprvtncen. ti agp 1 dieweowan ” with the 12 months of 1939: 
cember, compared with the same month y = one 
of 1939, follow: Chicago, plus 29 per tel England + 7 S, ereting + 
cent; Los Angeles, minus 3 per cent; necell 411 i“. + 3 
Portland, Ore., plus 14 per cent; St. Illinois 414 Moun. States +10 
Louis, plus 5 per cent; Seattle, plus 17 Michigan +21 Colorado +11 
-r cent Wisconsin +15 Pac. States +14 
pe ; W. N. Central + : en be 
lowe ‘ regon 
12 Per Cent Increase for Year Ss T 5 California tie, 
The nation’s jewelry sales increased a T33 oy Hi 
12 per cent during 1940, over 1939, the E. N. Central +13 Portland, 
Current Statistical Service of the Census Ohio +10 Ore. a +21 
Bureau declared in a year-end summary, ge Tis lll aga ts 
based on reports from 1735 jewelry eet iee, 7 
stores. Jewelers’ 1940 volume, therefore, *Plus less than 0.5 per cent. 
make InDEX 
rTTITTIIl|)® 
i 1939 
RETAIL JEWELRY SALES oer i 
F. 
Month by month for past three years fi 
Taking January, 1938, as 100: H 
Sales for December, 1940, were 505.6 a 500 
Sales for December, 1939, were 444.3 x 
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Sales for November, 1940, were 170.8 
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Maiden Lane "Outing" Feb. 20 on Thursday evening, February 20. 


At Park Central Hotel 


The winter “outing” of the Maiden 
Lane Outing Club will be held under 
the palms of the Tower Club of the 
Park Central. Hotel in New York, 
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Members of the committee in charge 
are William Richards, Jerry Grant, Al 
Betz, Julie Baden, Maurice Merz, Henry 
Green and Lou Federman. More than 
200 members and guests are expected to 
participate. 
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Northeastern Regional ANRJA Convention Program 
Filled with "Meaty" Topics; at Boston, Feb. 9-1 | 


A glance at the topics, to be discussed by the ablest of speakers, should immediately 
indicate to any retailer within a reasonable distance of Boston, the importance of his 


attendance at the 


tel Statler, 
sg of the titles and the speakers 


follow: “The Outlook for Retailing,” 
Malcolm P. MeNair, professor of mar- 
keting, Graduate School of Business, 
Harvard; “The Retail Sales Tax,” Julian 
E. Jackson, professor of business law 
and management,” Northeastern Uni- 
versity, Boston; “How Smart Jewelers 
Are Cultivating the New Market for 
Sterling Flatware,” John S. O’Connell, 
director of sales of the Towle Mfg. Co., 
Newburyport, Mass. ; “Safeguarding the 
Retail Jewelers’ Interests in Matters 
Pertaining to Taxation, Trade Marks 
and Qualities,” Wilson A. Streeter, pres- 
ident of Bailey, Banks & Biddle Co., 
Philadelphia; “How to Secure the School 
Ring Business of Your City” and “The 
Newburgh Plan,” Thomas I. Kavanagh, 
Newburgh, N. Y.; “Both Barrels,” How- 
ard L. Carpenter, president, the Albert 
Walker Co., Providence, and president 
of the Jewelers Board of Trade. 

“The Consumer and Jewelry Frauds,” 
Kenneth B. Backman, general manager 
of Boston Better Business Bureau; 
“Wholesale-Retailing in My Locality,” 
Forrest Davidson, Thomas Long Co., 
Boston; “How to Make Repairing Not 
Only Profitable but Also a Means of 
Building Customer Good Will,” a discus- 
sion by L. Jerome Eno, Skowhegan, 
Maine, president of the Maine R.J.A.; 
“Publicity for the Jewelry Business,” a 
discussion to be led by John S. Kennard, 
Hodgson, Kennard & Co., Boston; 
“Recognizing the Responsibility to the 
Representative Organization of the In- 
dustry Which Affords My Living,” Mrs. 
Addie Fisk Goodell, Epping, N. H., sec- 
retary of the New Hamphire R.J.A. 

There will also be a number of ta:ks 
and symposiums on association matters. 
Henry W. Von Unruh, Cincinnati, presi- 
dent of A.N.R.J.A., will speak, on “The 
Importance of A.N.R.J.A.” “How Mem- 
bership of the National Association Can 
Be Doubled and Why This is Not Only 
Desirable but Necessary,” will be dis- 
cussed by Charles J. Michaels, Hartford, 
Conn., chairman of the A.N.R.J.A. mem- 
bership committee. “Appraisals—If De- 
sirable or Necessary--How Best Han- 
dled,” promises to be an interesting dis- 
cussion, being led by Fred W. Bird, 
Boston, as does another, on “Auction 
Ordinances and Proper Laws to Secure 
Necessary Regulation and Control” the 
leader being Samuel A. Kirby, New 
Haven, Conn., former president of the 
Connecticut R.J.A. 

Equally interesting should be the dis- 
cussion “How to Combat the Giving of 
Discounts to Group Purchasers or to 
Certain Types of Customers, Such as 
Ministers, Doctors, Nurses, Teachers, 
Ete.” with John H. Peterson, Needham, 
Mass., secretary of the Massachusetts- 
Rhode Island R.J.A., as leader. “Some 
Reasons Why,” is the topic of Charles 
I. Evans, A.N.R.J.A. secretary. “Activi- 
ties of A.N.R.J.A. Silver Committee,” 
will be a report by the committee chair- 
man, William G. Thurber, secretary- 
treasurer of the Tilden-Thurber Corp., 
Providence. The Horological Institute of 
America will be explained by Col. W. H. 
Bright, Boston, its vice-president, and 
the Gemological Institute of America 
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Northeastern regional convention of A.N.R.J.A., to be held at the 
in Boston, Sunday, Monday and Tuesday, Feb. 9 to 11. 
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will be sponsored in a talk by Samuel 
Tyack, of Shreve, Crump & Low Co., 
Boston. 

“Retail Jewelers Should Join Their 
Organization and Make It Stronger,” is 
the subject for Frederick 'T. Widmer, 
Boston, president of the Massachusetts- 
Rhode Island R.J.A. “Means and Meth- 
ods of Securing and Holding Desirable 
Members,” is the topic for a discussion 
to be led by Edward M. Baringer, Glov- 
ersville, N. Y., while another will be on 
“The Social Side of Association Meet- 
ings,” with G. Herbert Wood, of the J. 


B. Varick Co., Manchester, N. H., as 
leader. 
Jewelry publicity has a prominent 


place on the program. One of the ever- 
popular style clinics will be held on 
Monday afternoon, under the personal 
direction of June Hamilton Rhodes, pub- 
licity counsel to the Jewelry Industry 
Board. On another occasion William D. 
McNeil, executive secretary of the board, 
will make an address. 

Forums will be conducted by L. Blaine 
Libbey, Milford, Mass., past president 
of the Massachusetts - Rhode Island 
R.J.A.; Paul W. Monohon, of Krementz 
& Co., Newark; Leonard Vancore, Cole- 
brook, N. H., president of the New 
Hampshire R.J.A.; E. J. Beaulieu, 
president of Geo. T. Springer Co., Port- 
land, Maine, former president of the 
Maine R.J.A., and by Frank W. Ames, 
Shreve, Crump & Low, Boston. 

It is expected that either or both Gov. 
Leveritt Saltonstall and Mayor Maurice 
Tobin will attend the banquet, Monday 
evening. 


Gemologists' Conclaves at St. Louis 
And Newark Announce Programs; 
Share Several Speakers 


Two “gemformation”-jammed 12-hour 
programs have been worked out for 
jewelers who attend conclaves of the 
American Gem Society in St. Louis, 
March 2 and 3, and in Newark, March 
9 and 10. 

Condensing a maximum of practical 
work into each of the two-day sessions, 
each daily meeting will start at 9 o’clock 
in the morning and continue through 9 
o'clock at night. 

The programs follow: 

Sunday, March 2, at St. Louis; Sun- 
day, March 9, at Newark— 

9—10:15 A.M., Registration, examina- 
tion and explanation of displays. 10:15 
to 10:30, introduction of speakers and 
guests, by H. Paul Juergens, C. G., at 
the Chicago meeting, and by Jerome B. 
Wiss, C. G., at the Newark meeting. 10:30 
to 11, “Recent Developments in Gemol- 
ogy,” by Edward Wigglesworth, Ph.D., 
C. G., director of the Eastern Division, 
A.G.S. 11 to 12 noon, “Lapis Mining in 
Colorado,” by Harold I. Rosencrans, 
C.G., at the Chicago meeting; “Charac- 
teristic Inclusions in Gem Corundum.” by 
Lala Penha, C.G., at the Newark meet- 
ing. 
2 to 3:30 P.M., For those attending 
their first conclave: Theory of gem-stone 
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identification; the use and care of gem- 
testing instruments; instruction on loupe, 
diamondscope, imperfection detector, re- 
fractometer, dichroscope, polariscope, 
under the direction of the conclave com- 
mittees, assisted by advanced students. 
For those who have attended a previous 
conclave: The detection of synthetic 
stones, principal features sketched; the 
distinction of anomalous double refrac- 
tion; use of the polariscope for non- 
transparent stones. 

7 to 9 P.M., A.G.S. business meeting 
for all members, reports of committee, 
discussions. 

Monday, March 3, at St. Louis; Mon- 
day, March 10, at Newark— 

9 to 10:30 A.M., “Sales Through Gem- 
ology,” a forum conducted by A.G.S. 
members’ advertising committee. 10:30 
A.M. to 12:30 P.M., For those attending 
their first conclave: Color nomenclature 
and description, demonstrated by Robert 
M. Shipley; an introduction to scientific 
diamond-grading; the detection of syn- 
thetic stones and other gem substitutes, 
principal features. sketched, under direc- 
tion of conclave committees, assisted by 
advanced students. For those who have 
attended previous conclaves: Identifica- 
tion of unknown transparent and non- 
transparent stones, simple tests for the 
detection of cultured pearls, under the 
direction of the conclave committees, 
assisted by advanced students. 

1:30 to 2:30 P.M., “The Detection of 
Synthetic Emerald,” by R. M. Shipley, 
Jr. 2:30 to 5:30 P.M., for those attend- 
ing their first conclave: determination 
of specific gravity and identification of 
unknown gem stones, under direction of 
the conclave committees, assisted by ad- 
vanced students. For those who have 
attended previous conclaves: Film on 
“Diamond Cutting.” 

7 to 9 P.M., W. D. Shipton, Ph.D., of 
St. Louis, “Arkansas Diamond Mines,” 
at the St. Louis meeting; A. E. Alexan- 
der, Ph.D., New York, “The Detection 
of Cultured Pearls,” at the Newark 
meeting. 





Oneida Wins Damages and Costs 
In Settlement of Case 
Against National Silver Co. 


A final injunction was granted on 
Dec. 18 to Oneida, Ltd., in its suit 
against the National Silver Co., enjoin- 
ing the latter firm from manufacturing, 
selling, advertising or offering for sale 
any silverplated ware that is not 
Oneida’s having the appearance of Na- 
tional silverplated ware heretofore sold 
as its Princess Royal pattern, or any 
silverplated ware not Oneida’s confus- 
ingly similar in appearance to Oneida’s 
silverplated ware sold under its trade- 
mark “Coronation.” It further forbids 
National to pass off or induce others 
to pass off any silverplated ware not 
of Oneida’s manufacture, as and for 
Oneida’s, and also from committing any 
other act or acts which are calculated 
to induce the belief that any silverplated 
ware not of Oneida’s manufacture is of 
Oneida’s manufacture. 

Oneida charged that its popular and 
extensively-advertised pattern, “Corona- 
tion,” was copied by the defendant and 
advertised and sold as its “Princess 
Royal” pattern. 

The litigants reached an agreement 
between themselves as to the amount of 
damages and costs to be paid to Oneida, 
Ltd. 








Mobile Field Kitchen Given British at 24 Karat Club Banquet 





Many complimentary phrases might 
be used to describe the 39th annual ban- 
quet of the 24-Karat Club of New York, 
which was held at the Waldorf-Astoria, 
New York, Saturday night, Jan. 18, but 
none is perhaps more truly descriptive 
than to say that in every respect the 
affair was worthy of the high traditions 
that have been established by the ban- 
quets of this organization for so many 
years. 

To better the standards set by the 
previous annual dinners of this club is 
difficult indeed, yet this year’s gathering 
was especially noteworthy, even for 24- 
Karat Club dinners, in some respects. 
Attendance, for example, reached a new 
high-water mark with a total of 949—a 
throng so great that the main floor of 
even the Waldorf-Astoria’s huge ball- 
room overflowed and 15 tables were 
placed in the first tier boxes overlook- 
ing the main banquet hall. The party 
got under way informally during the 
afternoon, with many members holding 
open house with receptions and cocktail 
parties in their suites in the hotel. How- 
ever, with the traditional time-table pre- 
cision of the 24-Karat Club, everyone 
assembled in the foyer of the ballroom at 
6:30 for the formal reception. At 7 
o’clock upon the sound of the bugle call, 
everyone filed to his allotted place in the 
banquet hall, with guests of honor being 
escorted to their places at the head table 
by designated members of the reception 
committee. 

A few minutes later silence was called 
for, the curtains on the stage behind the 
speakers’ table parted revealing the 
American emblem, and the orchestra 
struck up “The Star-Spangled Banner.” 
Following the singing of the national 
anthem, invocation was pronounced by 
the Rev. Wendell Phillips, and Edward 
Krehbiel, president of the club, wel- 
comed the members and guests to the 
banquet. 

In tune with the almost universal sen- 
timent throughout America in favor of 
aid to Britain in the present crisis, the 
club this year appropriated a substan- 
tial portion of the receipts from the ban- 
quet to purchase and present to the 
British War Relief Society, a completely 
equipped mobile feeding kitchen, like the 
one pictured herewith. It is capable of 
feeding 200 persons at a time and is com- 
pletely equipped with thermos flasks and 
insulated cans for hot tea, coffee and 
chocolate, as well as soup and other 
foods. A picture of the unit was flashed 





on the screen accompanying the an- 
nouncement of the gift and was heartily 
cheered by the assembled banqueters. 
The presentation was made by Walter 
Eilers, president of the Canadian 
Jewelers Association, and William M. 
Birks, Montreal, Quebec, and was ac- 
cepted in behalf of the British War 
Relief Society in a brief but gracious 





A big bundle for Britain 


speech by Godfrey Haggard, Consul 
General for Great Britain in New York. 

Twenty-five completely equipped hos- 
pital beds were also presented. The 
presentation and acceptance ceremony 
concluded with the playing of “O Can- 
ada!” and “God Save the King.” 

A timely note of Americanism was 
introduced in the menu which showed 
the place of origin of each article of 
food, with delicacies from Key West to 
Oregon, California to Cape Cod and 
Louisiana to Minnesota. 

A brief intermission followed the ser- 
ving of the meal, after which the ban- 
queters were entertained by an elaborate 
and handsomely staged performance by 
headline performers under the direction 
of John Hickey, with the Meyer Davis 
Orchestra furnishing the music. 

The nine acts of dancing, singing and 
comedy occupied the guests for about 
an hour and a half, with the formal part 
of the affair concluding with the singing 
of “Auld Lang Syne” by everyone pres- 
ent. 

The close of the formal dinner was by 
no means the end of the evening, for 
from then on until the wee small hours, 
informal parties in many suites of the 
hotel provided relaxation and fellowship. 

The souvenir of the occasion was a 
DeLuxe Remington Rand _triple-head 
electric shaver, with a special plastic 
cover to protect the cutting heads, and 
packed in a handsome leather kit. 

Guests of honor at the head table 
were: Harry M. Stegeman, Alpheus L. 
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The fact that you can't 
see part of this 24 Karo+ 
Club panorama — jg 
tables located on the 
first tier balcony, over. 
looking the floor of the 
grand ball room at New 
York's Waldorf-Astorig 
Hotel—testifies to the 
record-breaking propor. 
tions of this year's 
event, which set a new 
standard for the indus. 
try's top-flight annual 
social get-together. 


Brown, Capt. P. P. Blackburn, Kenneth 
I. Van Cott, Commissioner Alex Pisci- 
otta, Meyer D. Rothschild, Hon. Mon C. 
Wallgren, Walter Eilers, Rev. Wendell 
Phillips, Edward Krehbiel, president, 
Godfrey Haggard, Esq., William M. 
Birks, Roy C. Wilcox, Frederick A. Bal- 
lou, Jr.. Henry W. von Unruh, Howard 
L. Carpenter, Ralph Roessler, Arthur 
M. Horne and Myron J. Kelly. 

Again adhering to tradition, the ban- 
quet committee was headed by G. H. 
Niemeyer, who has so capably managed 
so many of these affairs, assisted by his 
usual competent aids, Frank S. Demar- 
est, Harold H. Gibson, P. Irving Grin- 
berg, Walter N. Kahn, Raymond Mehr- 
lust, Reginald Reichman and Jerome 
Richheimer. 

Officers of the association are: Edward 
Krehbiel, president; P. Irving Grinberg, 
vice-president; Lee Reichman, treasurer, 
and Alan L. Brown, secretary. The re- 
ception committee consisted of P. Irving 
Grinberg, chairman; Alexander E. Arn- 





To each member, a triple-head shaver 


stein, Frank C. Beckwith, Howard W. 
Boynton, Sigmund Cohn, Walter Eitel- 
bach,: Peter M. Fahrendorf, William G. 
Gordon. William A. -Kinsman, Clifford 
F. Lamont, Albert E. Levy, Royal C. 
Linthicum, Jacob Mehrlust, Edward H. 
Muhlfeld, Albert O. Osterwald, Horace 
M. Peck, Daniel Price, W. Waters 
Schwab, Byron L. Shinn, Charles W. 
Sommer and Otto D. Wormser. 





Louisiana Gives Up Sales Tex 


After a trial of four years, Louisiana 
has abandoned its sales tax, leaving 
Revenue Director Rufus W. Fonterrai 
faced with the problem of what to do 


‘with 60,000,000 tokens, 
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Larger Subscriptions and More Subscribers 


Needed Now for Big-League Publicity Job 


ing advantage of the fact that so 
Be the leading men of the jewelry 
industry were in New York for the 24- 

Karat Club dinner, the Jewelry Indus- 
try Publicity Board held its annual busi- 
ness meeting at the Waldorf-Astoria 
Hotel, in that city, Saturday, Jan. 18. 

Kenneth I. Van Cott, of Marcus & 

Co, chairman of the board, after ex- 
tending a welcome and appreciation to 
the large number of members in attend- 
ance, reviewed briefly the aims and ac- 
tivities of the organization during the 
year just ended. ; 
” Executive Secretary William D. Mc- 
Neil then pointed out that although the 
amount of cash subscribed in 1940 
showed some increase over 1939, it is 
still far below the total really needed 
to accomplish the sort of big-league pub- 
licity job that should be carried on if 
jewelry is to secure its rightful share 
of the retail do!lar. Even more serious 
a problem than that of the amount of 
money is the number of contributors. 
Mr. McNeil explained that the full suc- 
cess of a cooperative effort such as that 
of the Publicity Board is dependent not 
merely upon the financial backing which 
it receives, but equally upon the personal 
and moral support of the united industry 
behind it. 

While nearly half of the jewelry manu- 
facturers actively supported the board 
with memberships and financial contribu- 
tions and 25 per cent of the wholesalers 
likewise helped in the work, the propor- 
tion of supporters among retailers is 
still only a fraction of what it should be 
despite recent improvements in this di- 
rection. In 1940, only 605 jewelry re- 
tailers contributed to the campaign out 
of the 5,278 who are rated as having 
capital resources of more than $4,000 
and whose credit standing in excellent. 

Every such firm, Mr. McNeil pointed 
out, could and should contribute at least 
a small amount to the work which the 
board is doing for the benefit of every 
one of these firms, yet fewer than one 
out of every eight has done so. If the 
entire 14,000 jewelry stores reported by 
the U. S. Department of Census is con- 
sidered, the proportion is still more mi- 
croscopic. 


Helped Make 1940 a “Jewelry” Year 


June Hamilton Rhodes, publicity 
counsel for the board, reviewed briefly 
some of the highlights of the campaign’s 
achievements in securing widespread 
publicity for jewelry in the press, on the 
air, and on the screen during 1940. Vis- 
ible evidence of the widespread publicity 
which jewelry has been receiving under 
the stimulus of the effective campaign 
carried on by the board, was provided 
In a series of exhibits of newspaper and 
magazine clippings, radio transcripts, 
ete, which completely covered a series 
of bulletin boards that completely cov- 
ered the walls of the large meeting room. 
At the close of her address Mrs. Rhodes 
was given a rousing ovation and a ris- 
ing vote of thanks for the effectiveness 
of the work of herself and her organi- 
zation. 

Chairman Van Cott then called upon 
the nominating committee to present its 
recommendations for the executive com- 
mittee for the ensuing year, and Edward 
Krehbiel, of Black, Starr & Gorham, 
chairman of the committee, presented 
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the following slate which was unani- 
mously elected: 

Bernard Allen, Maurice J. Walsh, 
Ltd., Toronto, Canada; William Ansen, 
Aisenstein, Woronock & Sons, New 
York; Sydney H. Ball, Rogers, Mayer 
& Ball, New York; Frederick A. Bal- 
lou, Jr., B. A. Ballou & Co., Providence, 
R. I.; Howard L. Carpenter, Albert 
Walker Co., Providence, R. I.; Ralph 
Roessler, Marion, Ind.; John Hall, Ham- 
ilton Watch Co., New York; Louis Hey- 
man, Oscar Heyman & Bros. New 
York; Edward Krehbiel, Black, Starr & 
Gorham, New York; Charles J. Michaels, 
Michaels, Inc., Hartford, Conn.; Paul 
W. Monohon, Krementz & Co., Newark, 
N. J.; Norman M. Morris, Norman M. 
Morris, Inc. New York; Leopold 
Nathan, S. Nathan & Co., New York; 
G. H. Niemeyer, Handy & Harman, Inc., 
New York; Barnet Robinson, Robinson 
& Sverdlik, New York City; Alfred J. 
Roden, Roden Bros. Ltd., Toronto, Can- 
ada, and Wilson A. Streeter, Bailey, 
Banks & Biddle Co., Philadelphia. 

Mr. Krehbiel accompanied his com- 
mittee’s nominations with the recommen- 
dation also sponsored by the committee, 
that one-third of the board be elected 
for one year, one-third for two years 
and one-third for three years, leaving 
it to the executive committee to decide 
which of its members would be placed 
in each group. Thereafter one-third of 
the committee would be elected each 
year. 





At the meeting of the executive com- 
mittee which immediately followed the 
general meeting, the following officers 
were elected: Chairman, Kenneth I. Van 
Cott, Marcus & Co., New York; vice- 
chairman, Paul Monohon, Krementz & 
Co., Newark, and treasurer, W. Waters 
Schwab, J. R. Wood & Sons, New York. 

Members designated for the one year 
term were: Paul Monohon, Sydney H. 
Ball, Frederick A. Ballou, Jr., Howard 
L. Carpenter, John Hall, Charles J. 
Michaels and Alfred J. Roden. Named 
to serve for two years were: William 
Ansen, Kenneth I. Van Cott, Ralph 
Roessler, Louis Heyman, Norman M. 
Morris and Wilson A. Streeter, while 
the following list was named for a three 
year tenure of office: W. Waters Schwab, 
Bernard Allen, Edward Krehbiel, Leo- 
pold Nathan, G. H. Niemeyer and Bar- 
net Robinson. 

Later, the steering committee which 
was provided for by action of the gen- 
eral membership of the board a year 
ago, was named by Chairman-Van Cott 
to consist of the following men: 

Paul Monohon, W. W. Schwab, John 
Hall, Louis Heyman, Wilson A. Streeter, 
Secretary McNeil and Chairman Van 
Cott. 

This steering committee, in accord- 
ance with the rule of the board, again 
selected William D. McNeil as execu- 
tive secretary, and June Hamilton 
Rhodes as publicity counsel. 





Cleveland Horos Active 


The Horological Society of Cleveland 
inaugurated 1941 with a well-attended 
meeting the night of Jan. 8. 











CALENDAR OF COMING EVENTS 
FEBRUARY 
3-14 Chicago Gift Show Palmer House Chicago 
3-15 Gift Show and China, Glass and Pot- Merchandise Mart Chicago 
tery Market 
8 Boston Jewelers’ Club annual banquet Copley Plaza Boston 
10-11 a Regional ANRJA conven- Hotel Statler Boston 
ton 
15 New England Manufacturing Jewelers Providence-Biltmore Providence 
and Silversmiths Association banquet 
19 West Side R.J.A. banquet Midwest A.C. Chicago 
22 Golden Roosters banquet Drake Hotel Chicago 
22 — Society of New York ban- Pork Central New York 
que 
24-28 New York Gift Show Hotel Pennsylvania New York 
MARCH 
2 Executive Board of R.J.A.'s of Greater Hotel Astor 
New York Banquet 
2-4 Central Division, A.G.S., Conclave Statler Hotel St. Louis, Mo. 
9-11 Eastern Division, A.G.S., Conclave Robert Treat Hotel Newark, N. J. 
10-14 Boston Gift Show . Hotel Statler 
17-19 — R.J.A. Convention, San Jose, 
al. 
23-24 Texas R.J.A. Hotel Texas Fort Worth 
24-27. Philadelphia Gift Show Hotel Benj. Franklin 
30-2 Septieasoen Regional ANRJA conven- Hotel dadine Atlanta, Ga. 
tion 
31-4 Pittsburgh Gift Show Hotel William Penn 
APRIL 
20-21 Washington State R.J.A. convention Hotel Winthrop Tacoma 
20-21 Minnesota R.J.A. Hotel Radisson Minneapolis 
20-21 Nebraska R.J.A. convention Hotel Yancey Grand Island 
20-22 North Carolina & Virginia R.J.A. joint Greensboro, N. C. 
convention 
20-22 Arkansas R.J.A. convention Little Rock, Ark. 
20-22 Michigan R.J.A. Hotel Hays Jackson 
27-29 Florida R.J.A. convention Jacksonville 
JUNE 
15-16 Missouri R.J.A. convention Sedalia, Mo. 
15-16 Missouri Horological Society Sedalia, Mo. 
22-24 United Horological Association con- Duluth, Minn. 
vention 
AUGUST 
24-28 ANRJA-NACJ Combined Trade Show Hotel Sherman Chicago 
and conventions 
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Jewelry Workers’ Minimum Wage Decision 


Now Rests with Wage-Hour Board 





What Type of Work to Be Paid 35 and 40 Cents an Hour 
Debated During 4-Day Hearing at Washington; Watch Case 
Manufacturers’ Objections Will Be Heard Feb. 3 


Except for hearings set for Feb. 3, when watch case manufacturers who oppose 
the jewelry industry committee’s recommendations will testify, hearings on the estab- 
lishment of two minimum wage categories for the manufacturing jewelry industry 
were concluded in Washington on Jan. 24, before Henry T. Hunt, chief hearing 
examiner for the Wage-Hour Administration of the Department of Labor. 


The public hearing on the wage recom- 
mendations which the jewelry industry 
committee made in Washington, Dec. 17, 
opened Jan. 21 and continued for four 
days. A long list of witnesses were 
scheduled to speak in favor of the com- 
mittee’s recommendations on Jan. 21, 
but Benjamin Lazrus, president of the 
Benrus Watch Co., New York, was al- 
lowed to take the stand after Herbert 
S. Greenberg, managing director of the 
Watch Case Manufacturers Board of 
Trade, protested that the watch case 
manufacturing industry had not been 
given an adequate opportunity to be 
heard. Mr. Greenberg asked that the 
watch case industry be segregated from 
the jewelry industry as a whole and be 
classified as an industry by itself. 


Lazrus Wants Two Minimums for Cases 


Mr. Lazrus said he understood that 
under the recommendations made by the 
jewelry industry committee a ring or 
bracelet or any other article of jewelry 
if made of solid gold or platinum car- 
ries a minimum wage rate of 40 cents 
per hour, whereas the same items made 
of base metal or of gold-filled material 
carry a minimum wage rate of 35 cents 
an hour. Manufacturers of watch cases, 
Mr. Lazrus emphasized, whether made 
of base metal or solid gold would have 
to pay a minimum wage of 40 cents an 
hour under the committee’s recommen- 
dations. 

“Accordingly, we recommend _ that 
watch cases also be divided into precious 
metal and base metal categories, to re- 
main consistent,” the witness continued. 

Representatives of the watch case in- 
dustry also figured in the Dec. 17 meet- 
ing, when the jewelry industry commit- 
tee submitted its recommendations. The 
American Standard Watch Case Co., for 
example, submitted a statement in favor 
of a single minimum wage rate of 35 
cents for the entire industry and in op- 
position to any separate classifications 
as a basis for more than one minimum 
rate. 

Subsequently, the Watch Case Manu- 
facturers Board of ‘Trade wrote the 
committee, stating that a 40-cent mini- 
mum wage would be acceptable by its 
membership with one _ exception, al- 
though it felt that it should be classified 
separately from the jewelry manufac- 
turing industry. 


40c Minimum Asked for Karat Gold 


Also fo'lowing the December hearing, 
the Jewelry Crafts Association wrote to 
the industry committee in support of the 
committee’s original recommendation 
that the 40 cents an hour minimum wage 
rate include workers in all articles of 
10 karat gold or better—a_ proposal 
which had been opposed by Edward O. 
Otis, of the New England Manufactur- 
ing Jewelers’ & Silversmiths’ Associa- 
tion, who urged that all articles of less 








than 14 karat quality be placed in the 
35 cents an hour group. 

The Jewelry Crafts Association. 
through its Executive Secretary, Henry 
L. Sperling, pointed out that 10 karat 
and 14 karat articles are made by the 
same process in the same plants and 
frequently by the same workers and that. 
therefore, workers in all goods entitled 
to have a karat gold stamp should be 
placed in the same category. This would 
be the result if the committee’s original 
recommendation is followed since in ac- 
tual practice 10 karat quality is the di- 
viding line between karat gold and gold- 
filled articles. Thus the original recom- 
mendation wou!'d place all workers in 
karat gold in one wage group and work- 
ers in gold-filled, rolled plate, electro 
plate, etc., in the other group, which the 
Jewelry Crafts Association considers a 
more logical division. 

Witnesses appearing in support of the 
committee’s recommendation — included 
several spokesmen for labor groups, in- 
cluding Leon Williams, general presi- 
dent of the International Jewelry Work- 
ers Union. Mr. Williams took the stand 
as the hearing got under way for the 
purpose of questioning Mr. Lazrus, but 
was subsequently asked to terminate his 
queries when the examiner ruled that 
both were becoming too argumentative. 

Four representatives listed as “admin- 
istrator’s witnesses” took the stand in 
succession after Mr. Lazrus completed 
his statement. Three were officials of the 
wage and hour division. The fourth was 
H. E. Riley, of the Labor Department’s 
Bureau of Labor Statistics. Jacob E. 
Hurwitz, of the Novelty Jewelry Man- 
ufacturers Association, and several gov- 
ernmental spokesmen directed their tes- 
timony to the question of home work. 
whose regulation or vrohibition was up 
for consideration at the hearing. 


Consider Abolishing Home-Work 


Hearings on Jan. 22 were confined to 
testimony by federal and state bureaus 
and private organizations urging the ab- 
olition on a nation-wide ‘scale of home- 
work. This testimony took the line of 
that presented on the same subject by 
labor representatives. 

The following Administrator’s witnes- 
ses testified: H. E. Riley, Bureau of 
Labor Statistics, U. S. Department of 
Labor; William P. Fallon, Harry Weiss 
and Max Malin, Research and Statistics 
Branch; and Mrs. Rebecca L. Landau. 
Inspector from the New York Regional 
Office, Wage and Hour Division. 

The hearing included the question of 
regulating or prohibiting homework in 
the Jewelry Industry to effectuate the 
purpose of the recommendation made by 
the Jewelry Industry Committee. The 
following witnesses appeared with re- 
spect to homework only: Courtenay Din- 
widdie, general secretary, National Child 
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Labor Committee; Mrs. Clara M. Beyer 
assistant director, Division of Labor 
Standards of the Department of Labor. 
Miss Kate Papert, New York State De. 
partment of Labor; Mrs. Louise Q. Blog. 
gett, Children’s Bureau, U. S. Depart. 
ment of Labor; Miss Margaret Ackroyq 
Rhode Island State Department of [a. 
bor. 

The following witnesses appeared anq 
testified in support of the Committee's 
recommendation: Rawson I. Wood, presi- 
dent of the Jewelry Crafts Association; 
W. B. Ogush of Katz & Ogush, New 
York; Mr. Williams, and Samuel R, 
Beardsley, general secretary-treasurer, 
of the International Jewelry Workers 
Union (A. F. of L.); S. E. Hill, research 
assistant, American Federation of Labor; 
Anthony J. Sabella, business representa- 
tive, Watch and Jewelry Workers Union, 
Local 147; and Sam Sandberg, vice- 
president of the United Paper Novelty 
and Toy Workers International Union 
(C. I. O.) A statement was also pre- 
sented by Carl Rosenberger, president of 
Cohn & Rosenberger, Inc. 

Witnesses appearing and testifying in 
opposition to the Committee’s recom- 
mendations were as follows: M. Berko- 
witz, director, bead and novelty group 
of the National Authority, Ladies’ Hand- 
bag Industry; Mr. Lazrus; M. Paskes, 
associate counsel for the National Cos- 
tume Jewelers Association, Inc; Edward 
O. Otis, Jr., executive secretary, New 
England Manufacturing Jewelers and 
Silversmiths Association, and __ Isador 
Paisner, attorney. 

At the hearing on Jan. 23, General 
President Williams and General Secre- 
tary Beardsley of the International Jew- 
elry Workers Union, Providence, R. I. 
asked for nation-wide abolition of home- 
work in the jewelry industry. They ¢x- 
pressed opposition to the practice of 
abolition of such work in_ individual 
states, claiming that this merely causes 
shifting of the “evil” to other states. 

Two main reasons were given for re- 
questing abolition of homework on a 
nation-wide scale. 

First. To protect “fair and decent 
employers.” 

Second. To protect the 
home as a social institution. 

Mr. Williams caused a ripple of laugh- 
ter in a play on the word providence 
when he declared that whenever jewelry 
labor tried fairly and legitimately to bet- 
ter itself through such legislation as the 
Wavre-Hour Act. it never seemed to get 
the blessing of Providence, referring to 
the Rhode Island capital. He added that 
in these days when labor is being called 
upon to make sacrifices for the national 
defense it has a right to expect the set- 
ting up of labor standards that are worth 
defending. 


American 


Argue Over Work on Gems 


Differentiation between the various 
types of gems, precious and semi-pre- 
cious, because of the varying wages pro- 
posed for the work they require marked 
the entire hearing. The subiect brought 
to the stand Edward P. Henderson, assis- 
tant curator of Smithsonian Institution, 
who appeared as a gem expert to classify 
various gems. In_ cross-examination, 
Mr. Sandberg, vice-president of the 
United Paper Novelty and Toy Workers 
International Union, protested that the 
committee’s recommendations do not dif- 
ferentiate properly between jewels. 

Despite the protest, further testimony 
on different classifications was offered. 
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Wholesale Jewelers’ 53 Per Cent Increase 


In Sales Is Nearly Double All Lines’ 


Wholesale jewelry sales in 1939 increased 53 per cent in dollar value over 1935, 


near 


ly double the increase in all lines of wholesale sales, which was only 29 per cent. 
A total of 1806 establishments are counted in the latest Wholesale Trade Census 


of the United States Census Bureau—an increase of 390 establishments from 1935, 


when the last previous census was taken. 

Classifying various types of wholesale 
jewelers, the 1939 Census enumerates: 
" General line jewelry wholesalers—194. 
Such establishments handle a_ broad 
classification of jewelry, including dia- 
monds, precious stones, pearls, synthetic 
and imitation stones, watches, clocks, 
silverware, materials and supplies, ete. 
Their number, as shown for 1939, is 
smaller than previous census years, part- 
ly due to the specialization that appears 
to have taken place in the trade. Sales 
in 1939, $61,929,000; in 1935, $42,107,000. 

Clock and watch wholesalers—178, an 
increase of 18 from 1935. Importers en- 
gaged primarily in buying’ clocks and 
watches in other countries and selling 
them in this country are included. There 
were 48 such importers in 1935. The sep- 
arate classification of importers is not 
yet available for 1939. Sales in 1939, 
$44,653,000; in 1935, $29,198,000. 

Diamond and other precious stones 
wholesalers—428, an increase of 154 from 
1935. Importers are included, except cut- 
ters and lapidaries buying rough stones 
which they finish in this country. In 
1935 theré ‘were 107 firms primarily en- 
gaged in ‘importing polished gems for 
resale here. Their separate classifica- 
tion for 1939 has not yet been completed. 
Sales in 1939, $46,905,000; in 1935, $27,- 
732,000. 

All other jewelry wholesalers—1006, 
an increase of 248 from 1935. This 
classification includes — establishments 
handling a limited line of jewelry, other 
than clocks, watches, diamonds and other 
precious stones. For the most part, they 
distribute such items as costume jewelry, 
insignia, semi-precious stones, trophies, 
rings, silverware, jewelry accessories, 
etc. Sales in 1939, $80,271,000; in 1935, 
$53,834,000. 

Altogether, these wholesale firms used 
an average of 9,699 employees during 
1939, and paid them $20,699,000. In 1935, 
the number of employees was 6,741, and 
the total annual payroll was $12,681,000. 

The wholesale jewelers’ sales volume 
for 1939 bulks fairly large in compari- 
son with the 14,558 retail jewelry stores’ 
sales of $361.564,000 for the some year. 
This is explained bv the fact that besides 
selling to retail jewelers, the various 
types of jewelry wholesalers make sub- 
stantial sales to each other and also to 
industrial concerns and other classes of 
retailers, such as department, drug and 
hardware stores. 

In addition to wholesale jewelers of 
the conventional type, the Wholesale 
Census of 1939 also enumerates 31 man- 
ufacturers’ sales branches that carry 
stocks and made sales of $53,478,000; 29 
manufacturers’ sales branches, without 
stocks, with sales of $9,569,000; and 212 
agents and brokers, with sales of $18,- 
771,000. The manufacturers’ selling 
branches are included in this census be- 
cause they are engaged primarily in sell- 
ing, but not producing, goods. The 
agents and brokers sell for their prin- 
cipals, usually manufacturers, and re- 
ceive commissions for their services. 
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Better Attendance, Bigger Sales 
Mark Annual Market Week 
Of Wholesalers Association 


General satisfaction was expressed 
concerning Market Week held by the Na- 
tional Wholesale Jewelers Association at 
the Hotel Sherman, Chicago, January 3 
to 7th, inclusive. About 75 manufactur- 
ers exhibited their lines and buyers from 
approximately the same number of 
wholesalers of the Middlewest, Southern 
and Western cities visited the exhibits 
during the week. 

The N.W.J.A. was more lenient in 
issuing invitations this year and an in- 
creased number of non-member whole- 
salers attended. This, together with 
larger bills to individual wholesalers, re- 
sulted in record-breaking sales for the 
week. Some manufacturers feel that, be- 
cause many wholesalers do not attend, no 
great advantage is derived as their rep- 
resentatives must also cover most or all 
the territory anyhow. It is generally be- 
lieved, however, that because of the rec- 
ord made by Market Week this year, 
both manufacturers and wholesalers will 
vote overwhelmingly to continue the 
event. 


Assault on Fair Trade Fails 
In Test Case in Wisconsin; 
Trading Stamps Ruled Out 


The Wisconsin R.J.A. scored a victory 
Jan. 7 when the state supreme court up- 
held the 1939 Young trading stamp law, 
which prohibits the issuing and redeem- 
ing of trading stamps with the sale of 
fair trade merchandise when redemption 
of the stamps would bring the net price 
below the producers’ established mini- 
mum price. 


The law was contested by the Boston | 


Store and Ed. Schuster & Co., Inc., Mil- 
waukee department store firms, which 
have issued trading stamps for years on 
cash purchases and for prompt payment 
of charge purchases. 

The test case, started more than a year 
ago in circuit court in Milwaukee, named 
Dist. Atty. Herbert J. Steffes, Milwau- 
kee, as defendant. Later Gimbel Bros., 
Milwaukee, which does not issue trading 
stamps, together with the jewelers’ ‘asso- 
ciation and two other trade associations, 
were interpleaded as defendants. **~ 

The plaintiff stores were sustained in 
their contention that the law was “un- 
constitutional class legislation” by Cir- 


cuit Judge Gustav G. Gehrz, whose opin- | 


ion was overruled by the high court. 

In its decision, the supreme court 
pointed out that it had previously upheld 
the state fair trade act and that the 
trading stamp law related directly to 
that act and consequently the stamp 
measure ‘was not “indefinite and uncer- 
tain,” as the plaintiff stores had claimed. 

In this connection, the decision stated 
that “this chapter (trading stamp law) 
was designed to fortify the earlier act.” 
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Still Supplying Sales-Getters in 


First Quality. Imported Stones, 
. Not: Plastics! 
#441 retails Yat- $6.95, available in six 
beautiful combinations such as aqua/rose, 
topaz/peridot, etc. 
#446 retails at $2.95, comes in 8 color 
combinations including solid peridot, topaz 
and rose. 
#438 retails at $3.95, available in 6 
beautiful color combinations such as 
topaz/peridot, solid aqua, etc. 
#388 retails at $2.00, in six color combina- 
tions including solid aqua and solid rose. 
#447 retails at $5.95, a leaf pattern in 
eight beautiful solid colors and unusual 
combinations such as amethyst/topaz, sap- 
phire/rose, etc. 
#405 retails at $1.00, comes in 12 colors 
and color combinations including new 
aqua/rose, amethyst/rose, etc. 
#437 retails at $4.95, in solid crystal and 
pastel multi. 
#426 retails at $1.09 in solid crystal only. 
Remember—First Quality Imported 
Stones! 


These are just a few of more than 4,000 
jewelry items and compacts in our line 
to retail from $1.00 to $10.00. 


H. M. Schrager & Co., Inc. 


303—5TH AVE. NEW YORK, N. Y. 
CHICAGO OFFICE: 36 S. STATE ST. 
TELEPHONE: CENTRAL 4645 
Samples furnished to responsible firms. 
Write New York Office 











Board of Trade Stands Ready with Facts on Industry 
To Meet Defense Readjustment, States President Carpenter 





Fewer Financial Embarrassments in All Branches in 1940 


The membership of the Jewelers Board 
of Trade is now the largest in its history, 
Howard L. Carpenter, president, re- 
ported at the annual meeting held Fri- 
day, Jan. 24, in Providence, for the pur- 
pose of electing directors, and hearing 
reports of President Carpenter and Sec- 
retary Horace M. Peck. 

Pointing out that members, like all 
businessmen, will be faced with an un- 
usual situation during the months ahead, 
Mr. Carpenter said that the situation 
would tax the wisdom and courage of 
each member and of the association. 
“There may be, temporarily, opportuni- 
ties for a larger volume of business. Per- 
haps larger profits. Surely more serious 
problems. More taxes. Probably more 
regimentation and governmental super- 
vision,” he speculated. 

“All loyal jewelers will be whole- 
heartedly ready to assist the defense 
plans of our government, but the changes 
and necessary readjustments can be 
more readily met with an aid of facts and 
figures furnished by the Jewelers Board 
of Trade, which will enable us to main- 
tain business on a basis of sound credits. 
There will come a time when we will need 
to reverse the old proverb: ‘In Time of 
War Prepare for Peace.” 

Mr. Carpenter pointed out that while 
size is not always the best criterion of 
success, the increase in numbers must be 
considered as an endorsement of the 
efficient service rendered to members. 

The research department, he said, had 
continued its assistance to members, and 
other jewelry firms, in locating sources 
of supply for a great many different 
types of articles. To illustrate the varied 
nature of such requests, Mr. Carpenter 
cited requests for information about a 
dog harness set with imitation diamonds; 
an automatic timer for racing pigeons, 
an electric guitar and a ring to be worn 
by a divorced wife. 

Secretary Peck reported that in the 
1940 reference book 9144 changes were 
made in March and 11,649 in Septem- 
ber, bringing the total number of changes 
for the year to 20,793. 

Mr. Peck noted a sharp decline in the 
number of financial embarrassments dur- 
the year, with 183 concerns of all types, 
listing liabilities of $2,464,000, embar- 
rassed. During the year 1939 there were 
248 concerns, with liabilities of $2,689,- 
800, so involved. Particularly sharp was 
the decline in the manufacturing end of 
the industry where only seven concerns 
were involved in financial difficulties 
against a total of 23 in the preceding 
year. Retail jewelry embarrassments fell 
from 129 in 1939 to 109 last year, in- 
stallment jewelers in trouble dropped 
from 51 to 35, repairers from 17 to 14 
last year and jewelry wholesalers 
financially embarrassed fell from 28 con- 
cerns in 1939 to 18 firms in 1940. 

A meeting of the board of directors 
is scheduled for Feb. 21 at which time 
officers will be elected for the coming 
year. 

The following directors were elected 
to serve for a period of three years: 

Jared E. Allen, Oneida, Ltd.; Earl H. Ash- 
ley, E. H. Ashley & Co., Inc.; Lawrence E. 
Baer, Swank, Inc.; Sidney Y. Ball, The Ball 
Co.; Frank M. Child, A. T. Wall Co.; Walter 
M. Krementz, Jr., Krementz Co., Inc.; Les- 


ter F. Morse, The Gorham Co.; William B. 
Ogush, Katz & Ogush, Inc.; W. Waters 





Schwab, J. R. Wood & Sons, Inc.; Raymond 
Wells, Wells Manufacturing Co. 


The above directors, together with the 
following, comprise the Board for 1941: 


Alexander E. Arnstein, Arnstein Bros. & 
Co.; Edgar E. Baker, R. Cobb Co.; Fred- 
erick A. Ballou, Jr., B. A. Ballou & Co., Inc.; 
John M. Biggins, Elgin National Watch Co.; 
Howard L. Carpenter, Albert Walker Co.; Ed- 
win H. Cummings, Jr., General Chain Co.; 
Edgar M. Docherty, William C. Greene Co.; 
Joseph Finberg, Finberg Manufacturing Co.; 
Lewis W. Gibbons, Fulmer & Gibbons, Inc.; 
Royal J. Gregg, Ostby & Barton Co.; George 
A. Ingleby, Hadley Co.; Henry Jacobson, Jacob- 
son Bros.; Arthur Kaplan, Louis Stern Co.; 
Ellis W. MacAllister, Harvey & Otis, Inc.; 
Herbert Ollendorff, Ollendorff Watch Co., Inc.; 
Russell G. Scott, Reed & Barton Corp.; Archi- 
bald Silverman, Silverman Bros.; Vincent Sor- 
rentino, Uncas Manufacturing Co.; George 
Stringer, International Silver Co.; Lester S. 
Wall, R. Blackinton & Co. 





Watchmaker Licenses for Bay State? 


Plans for promoting interest in a bill 
now before the state legislature which 
would require the registration of all 
watchmakers in Massachusetts were dis- 
cussed by the Worcester Horological So- 
ciety meeting, Jan. 6. L. Blaine Libby, 
Milford, chairman of the legislative com- 
mittee, was the guest speaker. Officers 
will be nominated at the next meeting at 
the Hotel Aurora, Feb. 3. 


OBITUARIES 


Herman Aversacn, for the past 13 
years Pittsburgh district manager for 
M. A. Mead & Co., Chicago, died sud- 
denly in a Chicago hospital, Jan. 3, fol- 
lowing a cerebral hemorrhage. Had he 
lived two days longer he would have 
been 49 years of age. His hobby was 
collecting stick pins. Mr. Auerbach was 
not only one of the best known but also 
one of the most liked members of the 
Pittsburgh wholesale jewelry trade. He 
had gone to Chicago to attend a sales 
meeting of the firm, apparently in good 
health, although he had been quite ill 
during the past year. Taken ill upon 
awakening, he was advised to remain in 


The late 
Herman 
Auerbach, 
Pittsburgh 
manager for 
M. A. Mead & 
Co., whose 
hobby was 
collecting 
cravat pins. 





bed, and later during the day he was 
removed by his colleagues to a hospital 
where he died. “Herman,” as he was 
affectionately known to the trade, was a 
native of Pittsburgh. For 17 years prior 
to his association with M. A. Mead & Co. 
he had been connected with the Pitts- 
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burgh office of I. Ollendorf & Co., Ney 
York. He had served as a member of 
Co. A, 315th Machine Gun Batallion, jn 
the World War. He was a member of 
the Rodef Shalom Temple, Bellefielg 
Lodge No. 680, F. & A. M., the Cop. 
cordia Club and the Variety Club. His 
mother and two brothers, Leon and Wij. 
liam Auerbach of Pittsburgh, survive 
him. 

A host of Pittsburgh jewelers ang 
many jewelers from the tri-state district 
attended the funeral services, Jan, 6, 
Among those present were J. T. Mont- 
gomery, president; Mead Montgomery, 
secretary, and Jack Montgomery, sales 
manager of M. A. Mead & Co., Chicago; 
Ross Atkinson, director of sales, Hamil. 
ton Watch Co., Lancaster, Pa., and An- 
drew Rowe, Elgin Watch Co., Elgin, Il], 

AmepeE Louis Atte, 66, jeweler at An- 
derson, Ind., for 20 years, died Jan. 10, 
after a paralytic stroke. A native of 
Chicago, he went to Anderson in 1921 to 
establish the local Olsen & Ebann jewel- 
ry store. He served as manager. In 
1938 he joined the DeLawter Jewelry Co, 

D. M. Baxer, formerly with W. G. 
Clark, manufacturing jewelers, of North 
Attleboro, Mass., died suddenly on Jan, 
19. He had been retired for a number 
of years. He was the father-in-law of 
Ross Donaldson, who represents the Le- 
Stage Mfg. Co. 

Levi G. Boone, 79, member of a promi- 
nent Chicago family and engaged in the 
jewelry trade of Chicago since 1882, 
died at his home in December. During 
his later years he was engaged in the 
engraving business, being associated with 
Marshall Pierce & Co. until about a year 
ago when he retired. Mr. Boone was 
a direct descendant of Daniel Boone's 
brother. His grandfather, Levi Daniel 
Boone, was mayor of Chicago in 1855. 

Frank A. Conant, 83, who was a jew- 
eler at Malone, N. Y., and later, for 44 
years, at Santa Barbara. Cal., until his 
retirement in 1926, died Jan. 5. He 
brought the first automobile to the Cali- 
fornia city. He is survived by his widow 
and a son, F. W. Conant, vice-president 
of the Douglas Aircraft Corp. 

Henry L. Detster, of Deister & Butler, 
Elmira, N. Y., jewelers, died Dec. 19. 
His health had been impaired for several 
years. Mr. Deister was park commis- 
sioner for a number of years and chair- 
man of the city’s planning commission. 

J. W. Durr, 53, one of the most pop- 
ular jewelry travelers in the northwest 
territory, died at his home in St. Paul, 
Minn., Dec. 26, of pneumonia. He is 
survived by his widow and a 13-year-old 
son. Mr. Duff began his career with 
Sischo & Beard in St. Paul and after 
service in the World War became the 
representative of Knights-Thearle & Co, 
Chicago, in his old territory, and con- 
tinued in the territory when this com- 
pany was consolidated with A. C. Becken 
& Co. 

W110 H. Ecoerr, a retired jeweler 
of New York and Cleveland, died Dee. 
30 at his home, 4307 Maine Ave., Balti- 
more. 

Harry LeRoy Farrcuinp, 64, secre- 
tary-treasurer of G. W. Fairchild & Sons; 
Inc., Bridgeport, Conn., jewelers, died 
in December, from a heart attack. 

Aurrep C. Henopricx, jeweler at Na- 
shua, N. H., for 55 years, died Dec. 29, 
following a week’s illness. After the 
death of his father in 1905 he carried on 
the business with a brother. 


(Please turn to page 141) 
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rol Jewelry Co., Inc., has moved 
eS York yal to the Time & Life 
Bldg., Rockefeller Plaza. 

Ernest S. Heller, of L. Heller & Sons, 
Inc, 411 Fifth Avenue, is now in the 
Orient on a six-month buying trip. 
¢ Charles R. Stones, of Johnson, Mat- 
they & Co. 15 West Forty-seventh 
Street, has returned to the office after 
a vacation in Florida. ; 

Isadore Friedman, 71 Nassau Street, 
expected to leave on his regular trip to 
Philadelphia, Feb. 3. He expects to be 
in Providence and Boston, Feb. 10, and 
in Buffalo, Feb. 17. 

q Abram Edson who has been located 
in the same store, at 134 Bowery, for the 
past 40 years, will celebrate his golden 
wedding anniversary with Mrs. Edson, 

their family and friends on Feb. 2. 
¢ Columbia Fifth Avenue, a subsidiary 
of Columbia Stamping Products, of 
Long Island City, has opened new and 
enlarged showrooms at 303 Fifth Ave- 
nue, New York, under the supervision 
of Sidney Ash, former president of the 
Reich-Ash Corp. Columbia is now fea- 
turing a complete line of cigarette and 
vanity cases for the wholesale jewelry 
trade. 

q Leo Nathan, president of S. Nathan 
& Co. importers and cutters, at 71 Nas- 
sau Street, is combining business with 
pleasure on a South American trip. He 
left on Jan. 9 and expects to be gone 
for a month or more. Jack Teichlauf, 
vice-president, postponed his western 
trip until early this month, in order to 
run the New York office in Mr. Nathan’s 
absence. 

q The annual meeting of the Brother- 
hood of Traveling Jewelers, held Satur- 
day evening, Jan. 11, at the Hotel War- 
wick, was attended by 133 members. 
The business meeting was followed by 
entertainment and a collation. Bernard 
J. Clark was renamed to the presidency. 
Others elected were: Frank Vogel, vice- 
president; Archer L. Chapin, secretary, 
and Charles H. Conant, Clare Glander 
and Harold O. Knight, trustees. It was 
reported that 14 members died during 
the year and 18 new members were 
enrolled. 

Four new members elected to member- 
ship at the annual meeting of the 24- 
Karat Club, held Dec. 30, in the club 
rooms at 608 Fifth Ave., were: William 
W. Rich, president of R. Wallace & Sons 
Mfg. Co., Wallingford, Conn.; Jerome 
T. Agate, of Tavannes Watch Co.; Jac- 
ques Mandelbaum, and H. James Stern, 
of I. Stern & Co. The following slate of 
officers was elected: Edward Krehbiel, 
president; P. Irving Grinberg, vice-pres- 
ident; Alan Brown, secretary, Lee Rich- 
man, treasurer, and G. H. Niemeyer, Mr. 
Krehbiel, Albert E. Levy, Clifford F. 
Lamont, Mr. Brown, Walter N. Kahn, 
W. W. Schwab, Mr. Reichman, Daniel 
Price, Otto D. Wormser and Irving 
Grinberg, directors. 

q Joseph D. Little, who for many years 
has been prominent in the silverware in- 
dustry, has joined the sales force of the 
American Art Alloys, Inc., Kokomo, 
Ind., manufacturers of Dirilyte flatware. 
He will make his headquarters in the 
New York office of the company at 362 
Fifth Ave., covering the trade in and 
around the metropolitan area. Mr. Little 
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was for several years manager of the 
Maiden Lane branch of Gorham, follow- 
ing which he joined the International 
Silver Co., and for years was in charge 
of the sterling silver galleries of that 
company in Maiden Lane and very re- 
cently he has been connected with the 
Schofield Co., Baltimore, and has done 
consulting and advisory work for various 
silver interests. 

q.S. R. Lang, salesman for the Seidman 
and Cohan Jewelry Co., of New York 
City, was robbed of jewelry worth ap- 
proximately $30,000, in a very neat suit- 
case switching trick in Atlanta, Ga., on 
Wednesday, Dec. 18. He had checked 
in his sample case at the Hotel Ansley 
on Wednesday afternoon. When he 
checked out again, he received a suitcase 
belonging to somebody else and contain- 
ing two old telephone directories, a milk 
bottle, a bottle of hair tonic, some old 
newspapers and a whiskey bottle! The 
switch artists did not even have the 
grace to leave the bottle filled with whis- 
key to help Lang recover from the shock. 
It was filled with water! No one knows 
how the switch was made. Lang’s empty 
suitcase was discovered later beside the 
Jonesboro highway. 

q The reelected officers of the New York 
Jewelers Benevolent Association were to 
be installed at the annual dinner-dance 
to be held at Broadway Central Hotel, 
Feb. 2. Those elected at the meeting 
on Jan. 21 were: George J. Knapp, pres- 
ident; David Weinberg, vice-president; 
Joseph Goldman, treasurer; Jack Dolgin, 
financial secretary; Arthur Bergman, 
recording secretary; Eli Isaacson, ser- 
geant-at-arms; Hyman Dubrowin, chair- 
man of sick and distress for Manhattan 
and the Bronx, and Morris Snow, chair- 
man of sick and distress for Brooklyn 
and Queens; Jesse Rothman, chairman 
of by-laws committee; Harry Wittman, 
chairman of entertainment; Al Walden, 
chairman of membership, and J. Leonard 
Levere, Joseph Piltz and Max Wolf, 
trustees. 

q Arthur W. Muller, of J. R. Wood & 
Sons, and Ernest Hill were the only 
members remaining fully “alive” after a 
gem-formation quiz that featured a din- 
ner meeting of the New York Chapter, 
American Gem Society, Jan. 14. The 
quiz was conducted like the ghost game, 
each member who missed an answer be- 
coming “a third of a ghost.” Plenty 
were counted “ghosts” and “two-thirds 
of a ghost” during the evening. Dr. 
Frederick H. Pough, of the American 
Museum of Natural History, propounded 
the questions and lectured on the art of 
the lapidary. Dr. A. E. Alexander will 
demonstrate the identification of natural 
and cultured pearls at the next meeting, 
Feb. 12, preliminary to the members’ 
visit to his laboratory at 665 Fifth Ave. 
the night of Feb. 26. 

q A representative of the National De- 
fense Committee on Education was an- 
nounced as the speaker for the February 
meeting of the Horological Society of 
New York, on Feb. 4. The watch men 
expect to hear just how they might train 
themselves to be of service to their 
country in the present emergency. The 
speaker will be one familiar with the 
machine trades. M. J. Schwartz, chair- 
man of the banquet committee for the 
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OMEGA 


THE WATCH OF WORLD 
PRECISION RECORD 
DISTRIBUTORS 


NORMAN M. MORRIS 
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STONE RINGS ENGRAVED 
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BEAD SPECIALIST 
All Kinds of Genuine Stone Bead Necklaces 
Earrings Pendants Bead Bracelets 
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Necklaces lengthened and restrung. 


DOUBRAVA CO. 
12 John St., New York City 
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DON’T WAIT until the prices go 
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Send for Catalog Illustrating 
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Flat, Breguet and non-magnetic Hair- 
springs 24 Hour Service 








A trial order will convince you of our 
Quality work. 


UPTOWN HAIRSPRING SERVICE 
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“JADE” 
*“The Gem Of Ages’’ 


We carry a complete line of Jade in 
various sizes and shapes. Should you 
have difficulty in obtaining the Jade 
you desire, please write us as we can 
fill your every requirement. 
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20 West 47th St. 
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centers, surrounded by dia- 
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JOSEPH A. RICH 
Mfrs. of Plat. & Gold Jewelry 
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PEARLS FIT FOR A QUEEN... 


From the South Seas and the 
Orient, Cultured Pearls in Neck- 
laces and Jewelry of all kinds. 


Imperial Pearl Syndicate 
607 Fifth Ave. New York 
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| annual dinner-dance to be held Feb. 22, 








announced at the January meeting on 
Jan. 7, that if the present rate of reser- 
vations continues the Cocoanut Grove, 
where the affair will be held, will be 
oversubscribed. The guest speaker was 
President Van Laar of the New Jersey 
Watchmakers Association, who spoke on 
the subject of watchmaker licensing 
legislation. Mr. Van Laar explained 
how all the Jersey trade associations 
were united in a common effort to get 
such legislation, and predicted that a bill 
will be passed at the present session. 
He predicted that if it does the action 
will probably be duplicated in New 
York and Pennsylvania. He urged the 
metropolitan society to be more lenient 
in the admission of members, explaining 
that while it was the oldest and largest 
organization of its kind, its aims and 
objects could be more speedily accom- 
plished if its rolls were opened to all 
watchmakers, regardless of status or 
age. 





48 With Black, Starr & Gorham 
For 25 Years or More Honored 


Four employees who have _ recently 
completed half a century of service with 
Black, Starr & Gorham, New York, were 
honored at a recognition dinner in the 
ballroom of the Warwick Hotel in 
New York, Dec. 30. They were Charles 
G. Marsh, salesman in the diamond de- 
partment; Gustave Schmidt, polisher; 
William H. Jones, buyer of sterling hol- 
low ware; and John J. Farrell, traffic 
department. Forty-four other employ- 
ees, each of whom has been associated 
with the store for more than a quarter 
century, were present to toast their fel- 
low workers. 

At the head table as hosts were: With- 
erbee Black, president; Henry J. Fuller, 
chairman of the board of Gorham, Inc.; 
Edward Krehbiel, general manager; Al- 
fred A. Smith, treasurer, and H. M. 
Easton, assistant manager. 

A sterling silver presentation piece, 
appropriately engraved, was awarded 
to each of the half-century guests by 
Witherbee Black, and a permanent sou- 
venir of the occasion was given to all 
present. 

Other dinner guests, with records of 
25 or more years of service were: Wil- 
liam M. Haas, 48 years; Joseph F. Re- 
gan, 45; John F. Reilly, 44; George 
LeVind, 44; William Rose, 43; Patrick 
J. Burke, 42; J. Webb Nash, 41; George 
W. Eichelberger, 41; Frank Skirkie, 40; 
Fred R. Demand, 40; John J. Yoeckel, 
40; Witherbee Black, 39; Robert McKee, 
39; Henry Yoeckel, 39; Howard Jey- 
nes, 39; Edward F. Makuskie, 38; Louis 
E. Vogel, 38; Louis Cakall, 37; Henry 
C. Schlegel, 37; Walter R. Renart, 36; 
Percy C. Williams, 35; Felix J. Quinn, 
35; Ramon C. Catarius, 35; Louis Se- 
gale, 35; Herbert J. Toner, 35; Freder- 
ick Van Riper, 35; E. V. Andrews, 33; 
Emma A. Roberts, 32; Joseph A. Cogan, 
31; Henry Schirm, 30; John H. Cope- 
lin, 30; Thomas Kolb, 30; Francis J. 
Rudden, 29; Adolph C. Schober, 29; 
Raymond C. Hart, 28; John Combe, 28; 
Gladys Robinson, 28; Fred M. Kirsch- 
baum, 28; Gertrude Madden, 27; Wil- 
liam J. McClellan, 27; Joseph A. Conk- 
lin, 27; Walter E. Falk, 27; Thomas 
C. O’Brien, 25, and Arthur T. Wolff, 25. 





Gordon’s Jewelry Store, Houston, ‘Tex., 
paid a week’s salary as bonus to its 100 
employees at Christmas. 
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Jewelers Vigilance 
Votes Tolerance Elimination 
In Marking of Karat Gold 


Elimination of all tolerance jp the 
marking of karat-gold articles, and 
amendment of the National Stampin 
Act to this effect, was recommended py 
the Jewelers Vigilance Committee, at ; 
special meeting, Saturday, Jan. 18, at the 
Waldorf-Astoria, New York, with twenty 
of the 29 directors in attendance. ‘ 

This is the second action of this nature 
the Jewelry Crafts Association having 
voted unanimously in favor of havin 
tolerances eliminated at a special meet. 
ing on Nov. 7, in New York City. 

The reason for revision of the Nationa] 
Stamping Act, as soon as possible, is to 
do away with the unfair advantage that 
the law gives to those manufacturers who 
manufacture to the minimum allowance 
of the present standard. This provides 
a considerable price differential whic, 
one manufacturer can use to the dis- 
advantage of a competitor who is putting 
full quality into his merchandise. Fyr- 
thermore, the public suffers eventually 
if it is paying for 14-karat merchandise 
and actually receiving merchandise which 
would assay as much as half a karat legs, 

The truth that the jewelry could be 
made to the almost absolute degree of 
fineness desired is evidenced by the fact 
that it is not uncommon for manufac. 
turers to take advantage of the half- 
karat tolerance allowed by the Stamping 
Law to within .01 and .02 karats. 

It was announced that 70 cases of in- 
fringements have been handled by the 
Vigilance Committee since the last report 
in April. Cases still pending number 31. 

Norman M. Morris, New York wateh 
importer, was named a director, to fill 
the unexpired term of the late Frank 
Sloan. 

Directors attending the session were; 
G. H. Niemeyer, chairman; A. Shiman, 
W. Waters Schwab, Otto D. Wormser, 
Wilson A. Streeter, Frank Milhening, 
Lee Reichman, Walter N. Kahn, Clifford 
F. Lamont, Jacob Mehrlust, Sigmund 
Cohn, Ralph Roessler, P. M. Fahrendorf, 
William B. Ogush, George P. Engelhard, 
Rudy M. Kant, Frederic A. Ballou, Jr, 
Alpheus L. Brown, Max E. Schwab and 
Meyer D. Rothschild. 
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ROYAL DIAL & REFINISHING CO. 


116 NASSAU ST. NEW YORK, N. Y. 








DIAMOND WEDDING RINGS 
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James H. Noyes Retires 
After 44 Years of Service 
To Jewelers’ Security Alliance 


‘tv-eight years ago, 52 jewelers 
Ba Geether in New York City to 
rotect themselves from the depreda- 
tions of the criminal element then flour- 
ishing in the city, and constituted them- 
selves as the Jewelers’ Security Alliance 
of the United States. This was in the 

1883. 
ye pourteen years later, in November, 
1997, James H. Noyes was elected sec- 
retary of the Alliance to succeed George 
H. Hodenpy], and has served in this ca- 
acity continuously under the following 
presidents: The late J. B. Bowden, the 


James H. Noyes, 
who retired on Jan. 
31, after serving the 
Jewelers Security 
Alliance as secretary 
since 1897. 


lat A. K. Sloan, the late Warren 
Alford, Alpheus I.. Brown, the late 
Harry C. Larter, G. H. Niemeyer, the 
late Frank T. Sloan and Walter Kitel- 
bach. 

Mr. Noyes first came to Maiden Lane, 
where the Alliance was located for many 
years until recently, 70 years ago, when 
he joined the firm of Aiken-Lambert & 
Co. 

From a very small membership at the 
beginning, Mr. Noyes was largely instru- 
mental in building up the Alliance until 
it numbered over 7,000 jewelers in every 
part of the United States. During his 


regime, thousands of robbers, thieves 
and burglars who preyed upon_ the 
jewelry industry have been convicted 


and sentenced to long terms in jail. 

In the early days, Mr. Noyes was the 
bookkeeper, accountant and statistician, 
but as the association grew, he was 
obliged to surround himself with a num- 
ber of assistants in order to carry on 
the expanding work. 

In January, 1929, the Jewelers’ Na- 
tional Crime Committee, which had been 
organized a few years previously in 
order to combat a growing crime wave, 
which was seriously affecting the jewelry 
industry, consolidated with The Jewelers’ 
Security Alliance in order to effectually 
combat the criminal whenever he plied 
his theft. Mr. Noyes continued his ef- 
forts and gave unstintingly of his time 
to this larger organization in aiding the 
members of the Alliance who were un- 
fortunate enough to be victims of thieves. 
Some of the most desperate gangs of 
robbers that ever existed in the United 
States were caught and broken up 
through the efforts of these combined as- 
sociations. 

Unfortunately last 
Noyes was struck by a Madison Ave. 
bus and suffered a concussion of the 
brain, and he decided because of his 
advance in years, it would be in his best 
interests to retire and enjoy» the fruits 
of his labor. He is again able to be 
about but is still a little shaky as a 
result of the frightening experience. 

Mr. Noyes on Jan. 31 relinquished 


November Mr. 
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his duties as secretary of the greatest 
crime-fighting association in the United 
States protecting the jewelry industry. 
He has the best wishes of all the mem- 
bers of the Alliance and the trade at 
large for a long and peaceful life away 
from all the din and excitement con- 
nected with the management of this 
great organization. 

The executive committee at its an 
nual meeting, Jan. 31, passed a resolu- 
tion retiring Mr. Noyes with a pension 
and highly commending him for his long 
years of labor, and presented him with 
a silver plate bearing an inscription set- 
ting forth the esteem in which he was 
held over the long period of his service. 


Current Issues Discussed 
At Jewelry Crafts Annual Meeting 


The annual membership dinner-meet- 
ing of the Jewelry Crafts Association 
was to be held at the Metropolis Club, 
New York City, on Jan. 29. Guest 
speakers were to be John W. Darr, vice- 
president of the Institute of Public Re- 
lations, talking on “Public Relations in 
Fostering Sales of Luxuries,” and Wil- 
liam J. Casey, chairman of the Board 
of Editors, Research Institute of Amer- 
ica, whose subject was “The Impact of 
Defense on Luxury Taxes.” 

Officers and directors for the ensuing 
year were to be elected at the meeting, 
the present officers being: President, 
Rawson L. Wood, J. R. Wood & Sons, 
Inc.; vice-president, William B. Ogush, 
Katz & Ogush; second vice-president, 
Jacob H. Schaeffer, Shiman Bros. & Co.; 
treasurer, Clarence W. Chandler, Robert 
Stoll, Ine., and executive secretary, 
Henry L. Sperling. 





Philadelphia R.J.A. Elects Myer Simon 
To Succeed Ralph Huberman 


Myer Simon, twice president of the 
National Association of Credit Jewelers, 
was elected president of the Philadelphia 
R.J.A. at the organization’s annual meet- 
ing, Jan. 21. Mr. Simon, who became the 
association’s second president, succeeded 
Ralph Huberman, head of the group 
during its first year of existence. The 
new executive is head of M. Simon & 
Co., 15 N. 13th St. 

Other officers elected were: Louis Ja- 
gielky, Jr., first vice-president; Mr. 
Huberman, second vice-president ; Edwin 
S. Malmed, secretary and counsel, and 
A. Lester Sauter, treasurer. The associa- 
tion was organized to combat wholesale- 
retailing and other practices inimical to 
the jewelry trade and will continue a 
membership campaign throughout east- 
ern and central Pennsylvania this year. 


Gem Courses May Be Extended 
Or Cancelled by Conscripts 


Of interest to young men in the trade 
is the announcement recently released by 
the American Gem Society and the Gem- 
ological Institute that, if the student 
enters military service, enrollment in 
their courses will be extended for the 
duration of service or entirely cancelled 
at the option of the student. These edu- 
cational organizations believe they can 
cooperate in this manner as undoubtedly 


i many men of draft age hesitate to incur 
' obligations unless they know that in time 


of service such obligations can be can- 
celled or extended. 
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STEP-UP SALES! 


Sales boom when you use our 
beautiful monthly credit store 


DISPLAY CARD and 
PRICE TICKET SERVICE 
includes each month several 
hundred Display Cards and Price 
Tickets in up to 5 colors, many 
with powerful sales copy. Can- 
fined to ONE jeweler in a com- 
munity. $6.45 a month on yearly 
basis. Write for Service today on 
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155 CANAL ST. NEW YORK 








GOLD 
and 


SILVER 
PLATING 


Silverware Repaired- 
Equal to NEW 
Removing of Engravings 


Wa. HERTEL & CO., Inc. 
Silversmiths & Platers 
17 W. 45th St. 
New York City 


““22 years at the same 
address” 





(Before) 
(After) 

















“The Men enn Messe” 
WATCH MATERIALS 


LOWEST PRICES — PROMPT SERVICE 
WRITE FOR CATALOG C 


DEAN COMPANY 


87 NASSAU ST., NEW YORK, N. Y. 
























L'BNKILTON 


HAND MADE 
IRIDIUM PLATINUM MOUNTINGS 


F. X. ZIRNKILTON Piitabecenia 
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YARD F. BROGAN 


Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 




















-_ —ee 7, 
4 ounonns pane L2G), 
Elgin—Hamilton—Waltham Watches 
Seth Thomas—Westclox 
Waltham Clocks 


Serving the Trade Since 1857 
906 Chestnut Street, Philadelphia 








JUST OFF PRESS! 


Our 1940-1941 Catalog 
FEATURING 
Swiss and American 
Genuine Watch Materials 
Watch Cases—Watch Bracelets 
Watch Straps—Tilmore Watches 
SEND FOR YOUR COPY 


CENTRAL WATCH MATERIALS 
& SUPPLY CO., INC. 


134 S$. Sth St. Philadelphia, Pa. 











ORDER YOUR 
TELECHRON and REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL WATCHES, ETC. 
REPAIR DEPT. SUPPLIES 
From authorized Distributors 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 46 years) 








KLGIN & BELMAR 
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1OLS ( hestnuat St.. Philadelphia. Pa. 
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q.S. Kind & Sons, Chestnut St. at Broad, 
announced a bonus of one week’s pay to 
regular employes at Christmas time. 

q The firm of William S. Waples, of 727 
Sansom St., will move some time during 
March to 731 Sansom St. 

q Sol Jacobson, of the Sansom Street 
Diamond Exchange, 721 Sansom St., and 
Mrs. Jacobson celebrated their 50th wed- 
ding anniversary, Jan. 13. 

q Robert Shifren, of Isaac Shifren’s, 734 
Sansom St., was expected to return to 
work late last month after an attack of 
illness. 

q D. Philip Baltin, of the watch depart- 
ment of Aisenstein & Gordon, 712 San- 
som St., and Miss Elisabeth Berkowitz 
will be married Feb. 23. 

q Samuel Cohan, of the Empire Smelt- 
ing & Refining Co., 718 Sansom St., an- 
nounced the engagement of his daughter, 
Eleanor Cohan, to Louis Kahn, formerly 
associated with the Empire firm. 

q Miss Katharine Emilie Hurlburt, 
daughter of William Merritt Hurlburt, 
of H. O. Hurlburt & Sons, 817 Chestnut 
St., will be married to Henry Barnard 
King, Jr., Feb. 8, in the Church of St. 
Martins-in-the-Fields, Chestnut Hill. 

q John A. Smith, Jr., of Electric Time 
Service, 900 Chestnut St., son of John A. 
Smith, of H. O. Hurlburt & Sons, and 
Miss Blanche Pauling will be married, 
Feb. 15, in the Tully Presbyterian 
Church, Sharon Hill, Pa. 

q I. Bedichimer & Co., insignia manufac- 
turers who last year marked their 75th 
anniversary, recently furnished a large 
number of 50 year service buttons for 
the Masonic Grand Lodge of Pennsyl- 
vania. 

q Philip and Samuel Kind, of S. Kind & 
Sons, were vacationing at West Palm 
Beach, last month. Among Kind firm 
men who expected to attend the 24- 
Karat Club dinner in New York, Jan. 
18, were Oscar Kind, Jr., Frank Huder, 
Herbert Wendler and Louis Remy. 

q William J. Brand, Jr., of the silver- 
ware department of M. Sickles & Sons, 
Inc., 904 Chestnut St., was to enter the 
U. S. air service, Jan. 20. Samuel Kind, 
of S. Kind & Sons, Chestnut St. at 
Broad, was called for a year’s military 
training beginning Jan. 25. 

q David J. Holmes, of the diamond de- 
partment of S. Kind & Sons, was to 
celebrate his 25th anniversary of employ- 
ment with the Kind firm, Jan. 24. He 
was to be presented with a strap watch 
by the company and to be host, Jan. 25, 
at a stag dinner for men of the store at 
his home. 

q Sidney Beifeld, 135 S. 8th St., will leave 
in February for a vacation in Florida. 
Sidney Lopatin, 738 Sansom St., and his 
brother-in-law, Max Shapiro, of the Cum- 
berland Jewelry Co., Bridgeton, N. J., 
were vacationing in Florida in January. 
Upon their return, Alex Lopatin, of the 
Sansom St. address, was to leave for 
Florida for a three-week stay. David 
Cooper, of Cooper Bros., 711 Sansom St., 
was expected to return late in January 
after a vacation in Florida. David 
Greenberg, of 218 S. 52nd St. expects to 
leave soon for a trip to Florida. 

q Myer Bernard Barr, vice-president of 
the Associated Barr Stores of Philadel- 
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phia and Norfolk, Va., son of Mr. ang 
Mrs. Herman H. Barr, Philadelphia, 
took as his bride in a ceremony per- 
formed Jan. 22, at the Ambassado; 
Hotel, New York, Miss Ann Dayid, 
daughter of Mr. and Mrs. Edgar R. 
David, of 875 Park Ave., New York. The 
bride is a granddaughter of the late 
Emanuel Arnstein, who was senior mem- 
ber of the New York diamond house of 
Arnstein Bros. at the time of his death, 
Mr. Barr had as his best man his brother, 
Herman H. Barr. After a wedding trip 
aboard the Kungsholm to South America 
and West Indies ports, the Barrs wil] 
make their home in the Parkway Apts, 
Philadelphia. Mr. Barr is an alumnus of 
the U. of P. and Harvard Law School. 


Sansom St. Group Visits Museum 


q The second of a series of educational 
programs by the Sansom Street Business 
Men’s Association was held on Jan, 23, 
at the Academy of Natural Sciences, 
Philadelphia. Members, other jewelers 
and their wives and friends attended and 
heard a lecture by Samuel G. Gordon, as- 
sociate curator of the Academy’s depart- 
ment of mineralogy. His lecture, “In 
Quest of Minerals,” was illustrated by 
lantern slides taken on expeditions to 
Greenland, South America and Africa. 
Following the lecture there was a ques- 
tion and answer period and a guided 
tour of the institution. The jewelers 
were shown the Academy’s prized collec- 
tion of gemstones. Josef S. Milner, of 
the House of Milner, was chairman for 
the evening, assisted by Irwin Margolis, 
Samuel Lashof, Alex Lopatin, Paul Dre- 
her and Michael Orloff. Arrangements 
were completed through the courtesy of 
McCready Houston, of the. Academy 
staff. 





Arthur J. Block, manager of T. C. 
Tanke, Inc., has been re-elécted  presi- 
dent of the Buffalo Retail Merchants 
Association. 











“Fine English” 
SILVER POLISH 


Tested and approved by leading silver 
houses—Amazing Working qualities— 
Finest—Most Efficient Polish d 

by latest scientific research—Sold in 
bulk for trade—retall sales. 

8 o2. bottle 50¢ Keystone List. 
Write for free sample. 
WONDER CHEMICAL CO. 
545 Third Ave. Brooklyn, N. Y. 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


pANS Broad and Somerset Streets 
44 PHILADELPHIA, PA. 

















pec BOWMAN 
PY Technical School 


= Courses for Suecess for 
Ga Watchmakers 
Engravers, Jewelers 
i Write fer free book ‘Your 
Future and Our Scheel” 
JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 
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American Metal Crafts Co., Attle- 
Sogo received a U. S. Army con- 
tract for $33,806 worth of collar in- 
«Shields, Inc., Attleboro, located for 
several years in the Horton Angell Bldg. 
on Bank St., is removing to new quar- 
ters in the Watson Co. factory on Me- 
chanic St. : : 

Rogers Jewelry Co., Westminster St. 
iewelry store, had a doorway window 
proken as the result of New Year’s ceie- 
brations. Windows were broken in sev- 
eral other stores. 

Members and guests of the Metal 
Findings Manufacturers Association 
were given an unusual treat at their 
January meeting when a film showing 
the mining of copper and fabrication 
of brass was shown by the American 
Brass Co., producers of the film. Imme- 
diately at the conclusion of a luncheon, 
President J. P. Whitaker turned the 
meeting over to P. A. Seaton, Provi- 
dence, manager of the brass concern. 
q Amos Blackinton, managing director 
of D. F. Briggs Co. and Bates and 
Bacon Co., Attleboro, jewelry manufac- 
turers, is taking a well-earned month’s 
vacation in Florida, visiting his old 
friend, Fred Perry, former Providence 
jewelry manufacturer, in Sarasota. In 
the party with Mr. Blackinton is former 
Attleboro Mayor Steve Foley, and Jim 
Toner, treasurer of Boston Edison Co. 
and former owner of the Saart Co. 
While Miami Beach and Sarasota will 
be their headquarters, they expect to see 
much of Florida before returning. 


NEMJ & SA Banquet Feb. 15 


q The 52nd annual banquet of the New 
England Manufacturing Jewelers & Sil- 
versmiths Association will be held Satur- 
day, Feb. 15, in the Providence-Biltmore 
Hotel. While speakers had not been se- 
lected as this issue went to press, asso- 
ciation officials were making plans to 
entertain a crowd even larger than last 
year’s when more than 500 members and 
their guests were present. Many promi- 
nent persons have been invited and Gov. 
Leveritt Saltonstall, of Massachusetts, 
has already signified his intention of 
attending. 

q Concrete evidence of the near-record 
business done by jewelry manufacturers 
during the past season was to be found 
in the large number of such concerns 
which gave bonuses and parties to their 
workers. A substantial proportion of 
all manufacturing concerns made Christ- 
mas distributions and many were ac- 
knowledged through the medium of local 
newspaper advertising columns. Em- 
ployees of the Robbins Co., Attleboro, 
289 of them, were given service awards 
at the annual party of that company 
while 650 employees of Swank Products, 
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Inc., were in attendance at the firm’s 
Christmas party. Lawrence E. Baer, 
president of the company, acted as toast- 
master and Congressman Joseph W. 
Martin, Jr., spoke briefly. Service pins 
were awarded and employees received a 
bonus. 


Watchmakers To Teach Younger Men 


q The Rhode Island Watchmakers Asso- 
ciation, meeting Jan. 24, at the Narra- 
gansett Hotel, decided to open classes 
in watchmaking in order to elevate the 
craft and to teach junior members the 
art of watchmaking. Representatives 
from all parts of the state attended. The 
association voted to continue affiliation 
with the United Horological Association. 
Secretary J. P. Clinton reported that 
lectures on watchmaking are planned for 
the February meeting. President J. H. 
Coutu presided. 





Canteen Unit, Ambulance to Be Gift 
Of Yankee Jewelers, Silversmiths 
To Fellow-Craftsmen in Birmingham 


q Directors of the New England Manu- 
facturing Jewelers & Silversmiths Asso- 
ciation, at their last meeting, made plans 
for a drive to obtain funds for the pur- 
chase of a mobile canteen unit which 
would be given to the Birmingham 
Jewelers Association, Birmingham, En- 
gland. A committee of nine members, 
including five of the association’s direc- 
tors, was named to conduct the drive. 
The group is confident that approxi- 
mately $3,500 can be raised so that an 
ambulance can be added and the hope 
was expressed that the unit could be 
routed through Providence so that it 
could be placed on display at the annual 
banquet, either in the hotel or on the 
street outside. Serving on the commit- 
tee are Benjamin Brier, Brier Mfg. Co.; 
Edgar M. Docherty, William C. Greene 
Co.; H. Dean Baker, Jr., Attlesboro Re- 
fining Co.; Sturgis C. Rice, Whiting & 
Davis; S. H. Garner, Leach & Garner 
Co.; C. J. Simeon, Ostby & Barton Co.; 
George A. Ingleby, Hadley Co.; Howard 
Kimball, R. H. Kimball, Inc., and Wil- 
lard A. Ormsbee, Taunton Pearl Works. 





H.1.A. Certifications 


Certifications made by the Examining 
Board of the Horological Institute of 
America, at its last session, Jan. 4, at 
Washington, were as follows: 

Certified Watchmakers: William E. 
Kline, Harrisburg, Pa.; Ned Maltby, stu- 
dent at Elgin College; Tomlin Rankin, 
Long Beach, Cal.; George Samuel Robin- 
ette, Batavia, N. Y.; Tom H. Ross, Shen- 
andoah, Iowa, and Arnold R. Victor, 
Minot, N. D. 

Junior Watchmakers: Myron G. Boh- 
len, Eugene B. Heifner, Jitsuo Ono, all 
of Elgin Watchmakers College; Lloyd J. 
Bush, Tonkawa, Okla.; Earl W. Fenton, 
New Castle, Ky.; Harold E. Hanke, 
Karl V. Kotas and William T. Poland, 
students at Bradley Polytechnic Insti- 
tute; Lloyd S. Petty, Henderson, N. C.; 
J. R. Taylor, student at Kansas City 
College, and Ernest R. Wilson, Kansas 
City, Kans. 
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CRYSTALS 
ARE MADE IN U-S-A. 








COULD BE DONE 
te AMERICAN WAY! 


KD Nu-Emp CRYSTALS are superior 
to the best imported brands, yet are 
priced no higher! 

Your customers will welcome an 
American made product in place 
of imported ones. 


* 


If your jobber cannot supply KD Nu-Emp 
Crystals, write for samples and prices. 
a counter display available at 
no cost. 


TT, 
LIC CRYSTAL CORP ‘tew'vonn 
i, 














BABY SHOES METALIZED 
Finest work—Guaranteed. Retail prices Brense, 
p sree Aye oe Gold, $4.50. Prompt delivery. 


ART PLATING WORKS 
416 E. 8th St., Los Angeles, Calif. 
Silversmiths and platers 
Est. 1921. Formerly with Shreve Co., and the 
Gorham Co. 








=SILVER PAK=>= 


QUALITY FLANNEL BAGS AND 
ROLLS THAT ARE 


NON-TARNISHING 


ACCURATE BINDING CO., INC. 
147 WEST 25th ST. NEW YORK CITY 
TELEPHONE: CHELSEA 2-4990 
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22 Patterns Sterling Silver 
ANCHESTER) | 
SILVER COMPANY ; 
Providence Rhode Island 














REED & BARTON 


SILVER POLISH 


Approved by Good Housekeeping 


A superior polish—made by silver- 
smiths for jewelers’ use and resale. 
Freight now prepaid in U. S. — 
jeweler receiving full 100% profit. 
REED & BARTON - Taunton, Mass. 

















CONFIDENTIALLY 


You'll see in our 
New Spring Line 
the finest assortment of 


WATCHES — DIAMONDS 
JEWELRY — NOVELTIES 


ever assembled 


Now on the road— 
WAIT FOR IT! 
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Z1 WEST 
wae BALTIMORE ST. 


BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY”’ 


ESTABLISHED 1885 











ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
@e@ JEWELRY e@ 

5 HOPKINS PLACE, BALTIMORE, MD. 








#7. G. Schult; Company 


—BETTER STERLING HOLLOWWARE— 
TRADE 


= 


423 E. Lombard St. Baltimore, Md. 











HOLLOWWARE—FLATWARE 
REPLATED — REPAIRED 


A Finer Grade of Work by Experienced Craftsmen 


SYRACUSE SILVER COMPANY 
107 N. FRANKLIN ST., SYRACUSE, N. Y. 











4 Gerald Heller, of Castelberg’s Jewelry 


in California. 

q Stanley Kahn, of Kingoff’s, Roanoke, 
Va., and John C. Lomax, Lennox, of 
Friedman’s, at Savannah, Ga., were 
among recent visitors to Baltimore. 

q Murray Kirby has returned to Jack- 
sonville, Fla., after an absence of nearly 
a year, to become floor and display man- 
ager for the Kay Jewelry Co. 

q Friday, Dec. 13, was an unlucky day 
for Baxter’s, Inc., of Hopewell, Va. Win- 
dow smashers broke one of the firm’s 
windows and secured 35 rings and other 
merchandise, valued at more than $1,200. 
q Emanuel Kohner, of the wholesale 
jewelry firm of Max Kohner, 21 W. Bal- 
timore St., Baltimore, visited the New 
York market the second week in January 
and, of course, took in the 24-Karat Club 
banquet. 

4 The 18 emplovees of the Barr Jewelry 


year. Herman H. Barr is proprietor of 
the company and Richard Goodman is 
manager of the Norfolk branch. 

q Smashers broke one of the windows 
of Lamar Smith Jewelry Co., in Colum- 
bus, Ga., Dec. 22, but evidently were 
frightened away before they could se- 
cure anything. The window contained 
approximately $500 worth of merchan- 
dise when broken. 

q Among recent visitors to the whole- 
sale jewelry district of Baltimore were 
Mr. and Mrs. E. Ralston, of Weston, 
W. Va.; Louis Green, of the Jewel Box 
of Fayetteville, N. C., accompanied by 





Mrs. Green, and Frank Moose, of Moose 
& Bent, Roanoke Va. 
4 Joseph Devilbiss, of thé staff of J. 


lery of the Maryland National Guard, 


and will be called into service on Feb. 


3. He had previous military experience 
in the Marine Corps Reserve. 

q Florida is appearing very attractive 
to jewelers in many places. Among the 
recent vacationists there were R. C. 
Chapman, of Portsmouth, Va.; Phil Tish- 
man, of Richmond, Va.; Charles Bowen, 
of Lynchburg, Va.; Leon Jashoff, of 
Washington, D. C., and J. M. Paul, Phil 
Katz and Melvin Erlanger, of Baltimore. 
4 Claude S. Bennett, of the Claude S. 
Bennett Co., was elected president of the 
Atlanta Jewelers’ Guild for the third 
consecutive term at the annual meeting 
of the organization, Jan. 7. Other officers 
re-elected for the coming year were: 
Charles Campbell, vice-president; E. A. 
Morgan, treasurer, and L. L. Austin, ex- 
ecutive secretary. 

4@ Jewelers of Baltimore appear to be 
doing their best to see to it that the 
trade does not die out. Mr. and Mrs. 
Paul William Paul, of J. M. Paul, 3310 
Eastern Ave., are rejoicing in the arrival 
of a daughter and Mr. and Mrs. Calvin 
Lomax, of Easton. Md., have been 
blessed with the receipt of a bundle from 
the stork, also a daughter. 

q Fred Kohner, of the wholesale jewelry 
firm of Max Kohner, 21 W. Baltimore 
St., Baltimore, who went to Phoenix, Ari- 





zona, several months ago for his health, 


118 


Co., Baltimore, is enjoying a vacation | 





Co., Norfolk, Va., were presented with | 
one week’s extra salary as a bonus this | 


Engel & Co., Inc., Baltimore wholesal- | 
ers, has enlisted in the 110th Field Artil- 








is reported to be showing a steady im- 
provement and his condition is regardeg 
as justifying the expectation that he wil) 
be fully restored. He is not expected 
back, however, for some time. 

q Friends of Lawrence Holzman, of 
Holzman’s, Inc., Atlanta, will be glad to 
learn that he is back at work following 
an appendectomy, performed at the 
Georgia Baptist Hospital, Dec. 26. Mr, 
Holzman, who has been suffering from 
chronic appendicitis for several months, 
managed to hold out until the day after 
Christmas, but had to surrender at last, 
q Jewelry stores in South Carolina led 
in sales increases for merchants of the 
state in November, according to the Bu- 
reau of Foreign and Domestic Com- 
merce. They showed an increase of 33 
per cent for November as compared with 
November, 1939. Dry goods and general 
merchandise stores came second with an 
increase of 30 per cent for the month, 
q An attempt to rob the jewelry store of 
A. Nelson, at 400 N. 19th St., Birming- 
ham, Ala., was foiled when Nelson re- 
fused to become panic stricken at the 
sight of a pistol and called for help, 
The attempted robbery was made by a 
young man who came into the store and 
asked to be shown a watch-strap. He 
then asked to look at a diamond ring in 
one of the cases. When Nelson took the 
ring out, he was confronted with a pistol 
and the demand to hand over the ring. 
Instead, he shouted for help, and the 
would-be robber became confused and 
ran from the store . . . with the watch- 
band instead of the ring! 

q Post-holiday reports from the jewelry 
trade of Baltimore tend to strengthen 
the impression that business has been 
vood and that both in point of value and 
volume substantial gains have been made. 
In the view of some dealers the high- 














52 weeks a year The U. S. 

Jewelry Co. puts on a 

"show" that every retailer should see. It's 
the "show" that shows you what's new in 
jewelry.’ Write or wire today’and ‘let The 
U. S. Jewelry Co. representative raise the 
curtain on the current hits that are playing 
to packed “houses”. 


IMPORTERS OF EASTON WATCHES 
to retail at $9.75 up 


Write for an illustrated Easton Catalog 


US. JEWEERY CO 


Baltimore & Liberty Sts., Baltimore, Maryland 
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iced articles were not bought in such 
vs s as the previous year, but any 

F s more than made up in the de- 
ae for articles of moderate cost. Busi- 
ae conditions generally worked in favor 
of the jewelers and the dealers in sil- 
yerware. Employment increased largely, 
with plants engaged in preparations for 
defense adding thousands to their pay- 
rolls. The Baltimore silversmiths report 
an excellent business. One silver manu- 
facturer was still working on orders 
hooked during the holiday shopping sea- 
son and had not yet reached the end of 
the order list by the middle of January. 
4 Joseph Student, a silver chaser of Bal- 
timore, has qualified as an operator of a 
missing persons bureau. At any rate he 
has succeeded in reuniting a silversmith, 
John Bergmann, with his relatives after 
a long separation. Bergman came to the 
United States from Bavaria a half cen- 
tury ago, and after staying with rela- 
tives a short time proceeded westward, 
and then lost all trace of the family. 
While on a trip to St. Louis, Mr. Student 
became acquainted with Mr. Bergmann 
and learned that a number of relatives 
were living in Baltimore. A happy re- 
union was effected by Mr. Student, who 
is receiving the warmest thanks of all. 
Mr. Student was connected with the 
Scofield Co., Baltimore, as a chaser for 
about 12 vears but then switched over to 
Samuel Kirk & Son, Inc., Baltimore 
jewelers and silversmiths. 


Atlanta Horos to Study Plane Instruments 


q Members of the Atlanta Watchmak- 
ers’ Guild have signed up, almost to a 
man, to take the specialized courses on 
aviation instruments to be offered by 
the government. The action was taken 


SOUTH — 


i 


at a meeting, Jan. 14, when President 
Strong announced that the courses would 
be opened to members. The Atlanta 
watchmakers felt that it was not only 
a patriotic duty to learn all they could 
about aviation instruments and their re- 
pair and maintenance, but that this 
knowledge would make them far more 
valuable to the government if called into 
active service and would enable them to 
handle this class of work “at the bench” 
if civilian help became necessary later. 
In spite of an influenza epidemic raging 
in Atlanta, which kept many watchmak- 
ers from their work and from the meet- 
ing, a total of 16 members attended. 
Slides on the history and development 
of escapements, from the U. H. A. li- 
brary, were shown and discussed at the 
conclusion of the dinner and_ business 
meeting. 


Wage-Hour Board Sustained 

Employers may not refuse the Wage 
and Hour Division access to their rec- 
ords on the ground that they believe they 
are not engaged in interstate commerce, 
Federal Judge Michael L. Igoe has ruled. 

Judge Igoe sustained the contention of 
attorneys for the Wage and Hour Divi- 
sion that the Division is not compelled 
to abide by an employer’s determination 
that he is not engaged in interstate com- 
merce, but has the right to examine the 
employer’s records. 





January Silver Prices 


New 

London York 

Spot Official 

SOMUOEY OD), caress ces’ 23 3/8d B43, ¢ 
January IO 2.00066: 235/16d 3434¢ 
FAMMARE EE oo iade ce 23 1/2d BAY, ¢ 
January 24 ......... 23 1/4d BAY, ¢ 





REMODELINGS 


AND REMOVALS 





Name and Address 


mecker's Jewelry Store ........cccssccece 


210 Post St., San Francisco 
Cogburn Jewelry Co. 
215 Harrison Ave., Panama City, Fla. 
Crowder’s 
1215 Pearl St., Boulder, Colo. 
Cunningham Jewelry Co. 
4 N. E. 1st Ave., Miami, Fla. 
Daniels Jewelry Co. 


Main & John St., Bridgeport, Conn. 
og ee ‘ 
760 Market St., San Francisco, Cal. 
Gensler-Lee 
1434 19th 
Gutowitz 
Fulton Ave.. Hempstead, L. I., N. Y. 
Jackle’s Jewelry Store 
Moscow, Idaho 
DH. DeNardo & Co. ......-2. 
837 Braddock Ave., Braddock, Pa. 
New York Loan & Jewelry Co. .. 
33 E. Colorado St., Pasadena, Cal. 
Harry D. Pazol 
Walnut & Jackson Sts., Muncie, Ind. 


St., Bakersfield, Cal. 


MINOR kc Nets as chs hen watw ako ac ii xe 


05 Commerce St., Natchez, Miss. 
M. Simon & Co. 
1222 Market St., Philadelphia 
Hadley R. Trott 
Santa Ana, Cal. 
Vineburg’s 
37 E. Palisade Ave., Englewood, N. J. 
Whalen Jewelry Co. 
415 Main St.. Worcester, Mass. 
E. R. Wing Co. 
887 Washington St., Boston 
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...New store 


.. New location 


207 S. Washington Ave., Lansing, Mich. 
MENG SHRWIOS CO) 9. 6cssc cba ccesics canes a 


... Expanding 


...- New 


... New 


eee... ee Modernized 


... New location 


... Location after 


Feature Owner or Manager 
...New location C. Becker 
... New store J. C. Cogburn 


Ralph Crowder 


Walter <A. Breiden- 
bach, mer. 


Remodeling William Present 


... Invisible glass 


windows 
Gus Farber 


... New location 


front B. & L. D. Gutowitz 


front 

D. H. DeNardo 
New location Abe Vener 
Renovating Same 

Archie Rosenson 
Meyer Simon 


April 1 


Enlarged Same 


New store Z. M. Vineburg 


Temporary location Albert A. Aaron, mer. 


New location 
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$ CASH $ 


WE pay highest cash prices for all 
kinds of solid silver, flat and hollow 
ware, new and used, active and 
obsolete. 

@ Send us your trade-ins and odds 
and ends which you wish to close 
out and you will be agreeably sur- 
prised. Check mailed same day 
shipment is received and silver held 
intact awaiting your decision. @ In 
case shipment is returned, we insure 
it and pay transportation charges. 
@ No shipment too large or too 
small for our prompt attention. 


JULIUS GOODMAN & SON 


77 Madison St. 
Memphis, Tennessee 
Reference: First National Bank, Memphis. 


We cooperate with jewelers wishing obso- 
lete and inactive patterns. 











Beautify your windows, increase 
sales with our monthly credit store 


PRICE TICKET SERVICE 
Includes each month several 
hundred Display Cards and Price 
Tickets in up to 5 colors, many 
with powerful sales copy. Con- 
fined to ONE jeweler in a com- 
munity. $6.45 a month on yearly 
basis. Write for Service today on 


10 DAYS FREE TRIAL, — ‘Pa 
WOLFSHEIM & SACHS wc. 
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BRINGS IN BUSI 
Builds Good-wil 





DISPLAY CARD and 


P 






Dept. J, 20 West 47 St., New York 






“SUPER-SERVICE” 
ROLLING MILLS 


PIT 


reduce production costs to meet 
present day competition. 

We manufacture a complete 
line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 
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NOBLE 


JEWELERS’ FINDINGS 
(NN) JEWELRY BOXES \) 


TROPHIES — MEDALS 
CUPS — SPORT BALLS 


COMPLETE LINES FOR THE 
JEWELRY TRADE 
CATALOGS SENT ON REQUEST 


F. H. NOBLE & COMPANY 
535-559 W. 59th St., Chicago 

















Srcomparable 


BECKER-HECKMAN CO 


29 E. Madison St. * CHICAGO, ILL. 








if you want QUALITY use 


FULLERS () FINDINGS 


For 82 Years known as the 
— BEST QUALITY — 


ORDER FROM YOUR JOBBER 


Cc. B. RICH CO. 


WATCH DIALS REFINISHED 
CHICAGO, ILL. LA CROSSE, WIS. 




















29 E. Madison St. Rivoli Building 
8th Floor 4th Floor 
Central 5096 Phone 2445-J 











CENTRAL DIAL COMPANY 
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DIAMONDS 
ought - Sold - Buoted 
M.Y. FINKELMAN 


ef 6 ¢ 


Diamonds and Fine Jewelry 
29 EAST MADISON STREET 


‘CHICAGO 
_ EST. 1923 











sat SILVERWARE | aste 
Repticd | Repaired - Replated | “Hsines) 


SWARTZ & CO. 
10 S. Wabash Ave. Chicago, Ill. 



























- CHICAGO 


q Fred Gottlieb, Frederick Gottlieb & 
Co., is spending two months in Florida. 
q Harry A. Hulett, well-known jeweler 
of Marshall, Mich., spent several days in 
Chicago, last month, attending to busi- 
ness and visiting old friends in the trade. 
q Dave Helfer of Helfer-Patzwald & 
Co., drove to Florida last month accom- 
panied by Mrs. Helfer, for a month of 
vacation, enjoying the sunshine and fish- 
ing sports of that state. 

q Bruno Astromskis, watch repair man, 
of 5145 S. Wentworth Ave., died on Jan. 
8, from a heavy blow on the forehead. 
His body was found in his car parked 
near 32nd and Halsted Sts. 

q Thomas W. Stanek, formerly of Graffe 
& Stanek, more recently in business for 
himself on the 8th floor of the Heyworth 
Bldg., recently moved. to Suite 900 of 
the same building where he has larger 
and more efficient space. 

q.R. J. Frommeyer and R. C. Eibel, 
members of Klein Bros. Co., Cincinnati 
wholesalers, attended the Chicago Jewel- 
ers Association banquet, Jan. 4, as guests 
of Bert Jacobs of the Forstner Chain 
Corp. 

4q George Flemming, manufacturers rep- 
resentative with offices in the Heyworth 
Bldg., Chicago, who spent part of last 
month with his family in Florida, now 
represents the Acme Ring Co., Newark, 
in connection with the line of D’Agnan- 
no, Providence. 

q Harry Loesch, well-known manufac- 
turers’ representative, returned recently 
to Chicago from a business and pleasure 
trip to New York where he secured the 
representation of A. Edward Fisher & 
Co., Inc., diamond ring line. He has 
established headquarters in the Columbus 
Building, 31 N. State St., Chicago. 

q William A. Kaufman, of A. Hirsch 
Co., and son of the late William Kauf- 
man, for years president of the com- 
pany, was married on Jan. 4 to Miss 
Wilma Warrington. The couple left im- 
mediately for a honeymoon motor trip 
to Florida. 

q Gus Weinfeld, of Drach-Weinfeld Co., 
wholesale jewelers, set a record on Dec. 
23 on the occasion of the fourth annual 
Old Time Newsboys Sale of afternoon 
papers for the benefit of charity, when 
he turned in $168.71 for papers sold. 
Only the county treasurer and chairman 
of the Illinois Industrial Commission, 
with stands at the county building, did 
better than Gus, who sold at Madison 
and Wabash. 

q The wife, son and daughter of S. D. 
Slavin suffered a terrorizing hour on 
Jan. 3 when two masked bandits en- 
tered their home at 5122 N. Kimball 
Ave. and demanded jewelry. A watch 
and several small pieces of jewelry were 
taken. Before leaving, the bandits bound 
the wrists of all three with cord and 
tape and shoved them in a closet. Mr. 
Slavin operates jewelry stores at 4158 
W. Madison St. and 3958 W. North Ave. 
q The West Side R. J. A. held its month- 
ly meeting, Jan. 13, at the Midwest A. 
C., Madison and Hamlin Sts., with Roy 
A. Drexler, president, in the chair. Plans 
for the annual dinner dance which will 
be held at the club on Feb. 19 were dis- 
cussed. Secretary Henry Mortenson of 
the Illinois R. J. A. addressed the meet- 
ing, pointing out the advantages of affil- 
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iation with the state and national or 
izations. Action on the question 
ferred. — 
q Three masked bandits pulled a da 
robbery on the afternoon of Saturdg 
Jan. 18, when they raided the offices of 
Massover Bros. on the 15th floor of gp 
W. Washington St. and escaped with 
approximately $4,000 worth of rings and 
jewelry and $100 in cash. Samuel ¢ 
Massover, his son Hyman, Frank Triska 
and two others were herded into a room 
and a large steel cabinet was shoved 
against the door. The Massovers fin 
succeeded in dislodging the cabinet ang 
notified the police. 

q At a special méeting of the Golden 
Roosters of Chicago on Dec. 30, William 
McGreevy was elected Chanticleer to 
succeed Max Cohn. Mr. McGreevy, Chi- 
cago manager for Ostby & Barton, is 
one of the most popular men in the or. 
ganization and for. several years has di- 
rected the work of the Wrecking Crew, 
Other officers elected were: Alvin 
Lanschke, Thos. J. Dee & Co., treasurer, 
and Jack Casey, National Jeweler, 
scratcher. These officers will be duly 
installed at the annual dinner dance at 
the Drake Hotel on the evening of Feb, 
22. 


"Rooney" Pinero Heads Jewelers’ Club 


q At a luncheon meeting of the Jewelers’ 
Club of Chicago, Tuesday, Jan. 21, held 
in its rooms in the Pittsfield Bldg., the 
recommendations of the nominating com- 
mittee were unanimously adopted and 
Allen B. Pinero, Le Stage Mfg. Co., was 
elected president; Jack Casey, National 
Jeweler, vice-president; Dave Newman, 
D. E. Newman Co., treasurer, and 
Charles Burley, Benj. Allen & Co., sec- 
retary. A most flattering financial re- 
port was submitted and retiring presi- 
dent R. Shell Hulbert, expressed his 
appreciation of the honor and thanked 
the various committees and members 
for their hearty cooperation. This is the 
third high honor for “Rooney” Pinero, 
who previously has served as Chanticleer 
of the Golden Roosters and as past pres- 
ident of the Chicago Fraternal Associa- 
tion. 


A. E. Manheimer In Watch Game Again 


q The Hampden Watch Co. of Illinois, 
which was organized in June, 1939, has 
recently been reorganized into a part- 
nership. Arthur E. Manheimer, for- 
merly president of the Manheimer Watch 
Co., has joined the organization as a 
partner. The other members of the firm 
are Harry Aronson, who was formerly 
secretary of the Manheimer Watch Co., 
and Max J. Adler, formerly a- promi- 
nent Swiss watch distributor in Vienna, 
Austria. The Hampden Watch Co. is 
engaged in the distribution of watches 
through wholesale and catalog houses. It 
imports movements from Switzerland 
and assembles watches in Chicago. The 
new company has no connection with 
the old Dueber-Hampden Co. of Canton, 
O., or the Hampden Watch Co. of 
Massachusetts, which ceased doing busi- 
ness many years ago. Mr. Manheimer 
resigned as president of the Manheimer 
Watch Co. in March, 1940, and sold out 
his interest to his former associates. 
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¢.J.A. Launches Trade’s Social Season 





More than 900 celebrants are shown here, assembled in the grand ballroom of the Stevens 
Hotel, in Chicago, for the 65th annual banquet of the Chicago Jewelers Association. This 
gala occasion inaugurated the jewelry industry's 1941 social calendar. 


Moving the date of its annual banquet 
forward to the first week in January, 
the Chicago Jewelers’ Association, pio- 
neer of jewelry organizations, quite ap- 
propriately pioneered the 1941 banquet 
season with the year’s first affair of this 
nature at the Hotel Stevens, Chicago, 
Saturday, Jan. 4. It was the 65th annual 
affair. 

The grand ballroom of the hotel, 
largest in Chicago, was filled to over- 
flowing with 900 members and guests 
who attended and enjoyed the splendid 
party for which the Chicago group is 
noted. 

Following a delightful cocktail party 
and reception in the foyer, a bountiful 
and delicious banquet was served with 
an atmosphere of hearty good fellow- 
ship providing the finest of all sauces. 

Each guest was presented with a hand- 
some souvenir, the new Philco wireless 
record player pictured herewith. This 
ingenious contrivance, which has just 





The souvenir, a Philco record-player 


been brought out by the manufacturer, 
plugs into any electric outlet and plays 
through any AC radio, there being no 
wires or other hook-up between the rec- 
ord player and the radio receiving set. 
The radio is simply tuned to 540 kilo- 
eycles and when a record is played on 
the record player, the music or speech is 
picked up and transmitted by the radio 
loud speaker. 

Following the dinner and distribution 
of the souvenirs, a fast-moving entertain- 
ing vaudeville show composed of leading 











WATCH DIALS 
REFINISHED 


MICHIGAN DIAL REFINISHING CO. 
612 METROPOLITAN BLDG. 





DETROIT, MICH. 
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talent from Chicago theatres and night 
clubs entertained the banqueters. 

Seated at the head table were digni- 
taries of the jewelry industry, including 
Myron J. Kelly, president of the Chi- 
cago Jewelers’ Association; Henry W. 
von Unruh, president of ANRJA; G. H. 
Niemeyer, chairman of the Jewelers 
Vigilance Committee; Ralph Roessler, 
president of NACJ, and Lloyd G. Pat- 
tee, president of the National Wholesale 
Jewelers Association. 

Chairman of the banquet committee 
was Thomas G. McMahon, of Thos. J. 
Dee & Co., assisted by H. Paul Juergens, 
of Juergens & Andersen; Charles G. 
Brown, of Stein & Ellbogen; Gus Wein- 
feld, of Drach & Weinfeld, and R. Shell 
Hulbert, Oneida, Ltd. 


Nearly All Exhibit Space Sold 
For NACJ-ANRJA Trade Show; 
Great Interest Manifested 


Exhibition space at the second com- 
bined trade show of the National Asso- 
ciation of Credit Jewelers and the Amer- 
ican National Retail Jewelers Associa- 
tion, to be held in connection with their 
conventions at the Hotel Sherman, Chi- 
cago, Aug. 24 to 28, is already at a 
premium, according to J. Frank New- 
man, executive secretary of N.A.CJ., 
who is in charge of space sale for this 
show. 

With the show seven months away all 
but 18 of the 208 mezzanine spaces have 
been sold, and in addition to these, 
almost 20 display rooms have been re- 
served by manufacturers who do not 
exhibit in regular display booths. It is 
anticipated that by the time the show 
opens, there will not only be a complete 
sellout, but an actual shortage of space. 
Manufacturers who are interested are 
urged, therefore, to communicate 
promptly with Mr. Newman. 

With advance retailer registrations 
and reports from various sections of the 
country indicating exceptional interest; 
with the anticipated 1941 trade boom; 
with the show being held in Chicago, 
which is nearly the geographical center 
of the country, and with the exhibit 
opening on Sunday, a record-breaking at- 
tendance is confidently expected. 





The A. F. Smith Co., wholesale jewel- 
ers at Omaha, Neb., have occupied the 
entire second floor of the Orpheum 
Theatre Bldg., 1518 Harney St., Omaha. 
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THOS. W. 
aed 


features the fine work always 
associated with the name in 
the manufacturing and repair- 
ing of jewelry 

* THOMAS W. STANEK 


Formerly of Graffe & Stanek 
* 29 E. MADISON ST., CHICAGO 
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SILVERLING Potts 


Est. 1909—A liquid with pleasant odor that is harmless 
to Silver, Hands, or Health. Not abrasive or explosive. 
No washing. Slight effort. 8-oz. bottle $3.00 Doz. 
delivered, your imprint on free samples. Price on label, 
50 cts. Your name on Postal for more information to 


SILVERLING, 1215 E. Republic St., Peoria, Ill. 











CENTRAL WATCH CO. 
WATCH REPAIRING 


for the Trade 


Best Workmanship at Lowest Pricé 
Prompt Service 


5 South Wabash Ave. Chicago. Hl. 








Your JoBBER Has 


NEWALL |, 
“Quality Findings” Ci 


The Newall Mfg. Co. - Chicago 








sce WATCH CO. 








McRAE & SHAW 
168 N. Michigan Ave., Chicago, Ill. 
Radio and Display Advertising Specialists 


Originators and Producers of 
“THE OLD SHEPHERD" RADIO PROGRAM 
EXCLUSIVELY FOR JEWELERS 








3S S.WABASH AVE. CHICAGOILL. 


USED WATCH ,, 












MATERIALS 3 








pallet forks, 7 

1, sas wig. OS for all watches. 

6 size Elg., Wal., Hts. Send sample of 

73, 75¢ — 15), €1.25 what you want! All 

eX Li salts 

+ Pisa ig 6), 75¢ — | only if satisfactory. 
153, $1.25 





























GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








A Short Course in Engraving for 
Jewelers 
By WM. KASSEL 
Price 50¢ 
The Jewelers’ Circular-Keystone 
Chestnut & 56th Sts. 100 E. 42nd St. 
Philadelphia, Pa. New York, N. Y. 











LANDAW BROS. 


Distributors 
Genuine Watch Materials 


and Jewelers’ Supplies 
ALSO JEWELRY BOXES AND WATCH CASES 
406 CLARK BLDG. PITTSBURGH, PA. 
Telephone: AT. 5379 
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GOLD and SILVER 


Scrap and Wastes 


PUIRCIHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 


VERNON-BENSHOFF CO. 


933 Ridge Ave. Pittsburgh, Pa. 























4 R. C. Mutschler, of Bauer & Mutsch- 
ler, has recovered from the flu. 

q “Bill” Kappel, president of the Wil- 
liam J. Kappel Company, is vacationing 
in Miami Beach, Fla. 

q Albert I. Backer, well-known retail 
jeweler of Akron, Ohio, and Mrs. Back- 
er visited the Pittsburgh wholesale trade 
recently. 

q The old Samuel Weinhaus Bldg., for 
many years a familiar landmark at Penn 
Ave. and Eighth St., has been razed to 
make way for a parking lot. 

q Earl Holdren, advertising manager for 
the Pittsburgh Reflector Co., Oliver 
Bldg., has returned to his desk after a 
week’s illness due to the flu. 

4q Chester Hall, of Hall Bros. Co., and 
Mrs. Hall, are sojourning at Miami 
Beach. Sam E. Hall, of the firm, expects 
to go South later for vacation. 

4 William J. Sample, vice-president of 
the Grogan Co., Inc., who has been ill 
for several weeks, now comes into the 
office a few hours each day. 

4 Mr. and Mrs. J. Loughrey Roberts 
have started South for an extended so- 
jiourn. They are stopping first at Pine- 
hurst, and will go from there to St. 
Petersburg. Later, they expect to visit 
friends in Daytona Beach. They will 
be gone several months, finally visiting 
with Mr. Roberts’ mother, Mrs. John 
M. Roberts, in the Flamingo Hotel, Mi- 
ami Beach. 

q Emanuel Grafner of Grafner Bros., 
wholesale jewelers, 818 Liberty Ave., 
says that the retail jewelry business 
throughout the tri-state territory showed 
an increase of 20 to 25 per cent in 1940 
over the preceding year while other busi- 
nesses, in the same area, did not show 
that much of an increase. Mr. Grafner 
is of the opinion that business will be 
very good this year. His company has 
been doing a nice diamond business. 

q The Pittsburgh jewelry trade was well 
represented at the annual banquet of 
the Jewelers’ 24-Karat Club of New 
York, in the Waldorf-Astoria, Jan. 18. 
Among those in attendance were: Lyn- 
ford A. Keating, Grogan Co., Inc.; 
Emanuel Grafner, Grafner Bros.; Paul 
S. Hardy, Hardy & Hayes Co.; William 
J. Kappel, W. J. Kappel Co.; Louis 
Corbin and Harry H. Silverman, Samuel 
Weinhaus Co.; Gus Bastheim, Henry 
Wilkens Co., and David Weis, of David 
Weis & Co. 

q Retail jewelers through western Penn- 
sylvania, eastern Ohio and_ northern 
West Virginia contemplate exceptional 








BE ALERT! 


ORDER NOW AND BE THE FIRST TO SHOW THE... 


“America First’ ELGINS 


Featuring the famous 15 jewel movement in Rosé (Pink) Gold plate and 10K gold 


filled cases. 
10 LADIES WRIST MODELS 
10 MENS WRIST MODELS 
5 MENS POCKET MODELS 


800-808 LIBERTY AVENUE 


$947 5 AND $997 5 


ORDERS ACCEPTED NOW FOR FEBRUARY DELIVERY 


THE SAMUEL WEINHAUS COMPANY 


PITTSBURGH, PA. 
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business this year, although one promi. 
nent member of the trade feels that the 
old straight-line jeweler will show 4 
larger increase than the credit house. 
He reasons that with payrolls at record. 
breaking levels, people now have more 
money with which to buy merchandise 
outright, and that they will shop around 
for the best bargains rather than pa 
by the week or month. Another thought 
provoking comment was that the days of 
“Diamond Jim Brady” are gone. Ip 
olden days, large amounts of real jewel- 
ry and diamonds were a sirn of wealth 
but today there are many other ways of 
indicating wealth. Then, too, he points 
out, the government takes such a huge 
slice of big incomes that the $100,000 a 
vear man today has about thirty or forty 
thousand left when Uncle Sam gets his, 
so he will not have so much cash for 
expensive necklaces, bracelets, etc., as 
in days of old. 


Elects 'Len' Helfer Third Time; 
Wants More Than 300 Members 


Leonard D. Helfer was reelected, unan- 
imously, to his third consecutive term 
as president of the Retail Jewelers Asso- 
ciation of Western Pennsylvania, at a 
meeting, Jan. 21, at the Roosevelt Hotel, 
Pittsburgh, with a majority of the mem- 
bership in attendance. 

Other officers named were: John C. 
Grau, Pittsburgh, first vice-president; 
lL. A. Keating, Pittsburgh, second vice- 
president; H. J. Crown, New Kensing- 


Leonard D. Helfer, 
who again heads 
Western Pennsyl- 
vania R.J.A. 


ton, third vice-president; H. J. Terhey- 
den, Pittsburgh, financial secretary, and 
M. M. Kramer, Pittsburgh, treasurer. 

Directors elected were: Norman J. De- 
Roy, John M. Roberts, Paul S. Hardy, 
Carl S. Cuda, William J. Kappel, Sr. 
William J. Brosnan, and Phillip J. Som- 
mer, all of Pittsburgh; Max Wolfson, 
Homestead; Jerome Meyer, Meadville; 
M. S. Morrow, McKeesport; H. M. Las- 
day, Braddock; John S. Lutz, Union- 
town; Harry Suttin, Carnegie; R. 0. 
Crawford, Butler; Harry C. Wright, 
Greensburg; Irving Mur, Wilkinsburg; 
B. Kirschbaum, Duquesne; D. Eger, 
New Kensington; Jack Gerson, New 
Castle; Oliver Kunsman, Rochester, and 
Herman T. Jarecki, Erie. 

Special reports were given by Attorney 
Herman Hollander, executive secretary. 

Although the association has nearly 
300 active members, Mr. Helfer immedi- 
ately laid plans for an extensive member- 
ship campaign. 
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“The Boys on the Road” 


A monthly department of personal news notes about the men who sell 
to the jewelry trade 
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Norbert Meehan Selected to Head 


Town Criers of Cincinnati 


Norbert T. Meehan, salesman for D. 
Jacobs Sons Co., is the new president 
of the Town Criers, succeeding L. R. 
Qlsson of the Waltham Watch Co. Other 
new officers are Charles Dispeker, first 
vice-president ; Robert Stocker, second 
vice-president ; Al Gebhardt, third vice- 
president; J. Charles Hummel, secretary, 
re-elected, and Robert Hengehold, trea- 
surer, re-elected. 

The election was held Jan. 8 at the 
Cincinnati Club, in connection with the 
roup’s annual dinner meeting. More 
than 70 attended, including the follow- 
ing out-of-town guests: Paul Durnell, 
St. Marys, Ohio, retail jeweler; Leo 
Simon, Vincennes, Ind., retailer; Jack 
Hagel, Washington, Ind., retailer; James 
Middlemas, F. H. Noble Co., Chicago; 
D. B. Hickman and Jack Warsaw, both 
of the Evans Case Co., Chicago; Louis 
Page, Bugbee Niles Co., Attleboro, 
Mass.; Percy Lucas, Schumer Bros., Co- 
lumbus representative, and Sam Young, 
Elgin, Elgin, Il. 

Four new members enrolled were: Al- 
len Jay, E. & J. Swigart Co., jewelers 
supplies; Irvin Harmon, Klein Bros.; 
Julius D. Jacobs, Jr., D. Jacobs Sons 
Co. and Jack Warsaw, Evans Case Co. 
q Will Scott Abrams, who for many 
years has been selling watches to retail 
jewelers, has joined the Nathan Holtz- 
man Corp., importers and wholesale dis- 
tributors of diamonds, jewelry and Doric 
watches, and will represent their lines in 
the South, covering the district from Vir- 
ginia to Texas. He is now on his first 
trip through the territory for his new 
connection. 

Shortly before joining the Holtzman 
organization, Bill took a fishing vacation 
in Florida. He reports he had no luck 
around Miami where the big ones are 


Bill Abrams— 
and what he 
hauled out of 
the briny 
deep off Day- 
tona Beach. 





Supposed to abound, but that a little 
way south of Daytona Beach, he caught 
one 33 inches long that weighed 17% Ibs. 
Here’s the picture to prove it. Bill 
doesn’t say what variety it is, and we 
don’t recognize it. Maybe it’s just a fish. 
q Jack Montgomery of the Chicago of- 
fices of M. A. Mead Co., will spend sev- 
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eral months in the Pittsburgh territory 
in company with John Joseph, the new 
Pittsburgh manager. 

q Bill Garrett and the Mrs. and daugh- 
ter are in Miami on vacation. Garrett 
travels the South for the Greenwold- 
Grift Co., Cincinnati wholesalers. 

q Paul Bader, left, and William Kers- 
ner, both well known in the jewelry 
trade, are new additions to the aug- 





mented Bulova Watch Co. sales force. 
Bader will cover parts of the Far West 
and Kersner will travel in parts of the 
Southeast. Good luck, Boys! 

q Five men whose names will be famil- 
iar to retail jewelers have joined the 
sales force of the recently organized Ed- 
ward L. Stern & Co., New York, dis- 
tributors of “Heritage” watches. V. E. 
Clarke will represent the company in 
New England and New York; Paul 
Gruen in the middlewest; Hugo Adrian 
in the central northwest; Ural Davis in 
the far northwest; and Al Walker on 
the west coast. 

q Elison M. Rosenthal has joined the 
Benrus organization and will represent 
the company in the Baltimore, Washing- 
ton, Virginia and West Virginia terri- 
tory. Mr. Rosenthal is well known to 
jewelers throughout the country, many 
of whom have already sent him messages 
of congratulation and good wishes in his 
new position. 

q Howard Cheslock is now representing 
Tavannes of America in the Southern 
territory, working out of Baltimore. 





OUTWARD-BOUND. Ralph J. Cordiner, 
president, right, and K. C. Gifford, vice- 
president, center, of Schick Dry Shaver, Inc., 
and H. C. Genter, also of the electric appli- 
ance industry, on the S.S. Matsonia, leaving 
San Francisco pleasure-bent for Hawaii. The 
Schick executives are getting ready for what 
Mr. Cordiner predicts will be "the most 
promising year in the history of the shaver 
industry." 
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Save Safely 


with a 
National Jewelers 


Mutual Policy 
+ 


Now protecting the 


jewelry trade for over 


$17,000,000.00. 
+ 


Write today for complete 


information and costs. 
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FIRE INSURANCE COMPANY 
JEWELERS INSURANCE BUILDING 
NEENAH, WISCONS 
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SCRAP 


SILVER 30 2 


Case & Coin Silver 25¢ to 27¢ oz. 
Choice flatware patterns or good salable 
hollowware 35¢ to 75¢ oz. 


SCRAP GOLD PRICES 


2 Nadir Cabee e . oc $2.50 oz. 
20 Year Cases 1.50 " 
(Boss, Crescent, Dueber, Keystone) 


Other 20 Year Cases .........  tae* 
IN UII, id sk cniviigsieass 1.00 " 
CS ee eer a 50 " 


Misc. Scrap 
SOLID GOLD 634¢ Per K Per Dwt. 


CASH BY RETURN AIR MAIL 


All shipments are held intact subject to your 
approval and will be returned POSTPAID if 
you are not entirely satisfied. Our record of 
many years of experience is your guarantee 
of a fair deal, accurate and prompt returns 
with careful, individual attention to all. 





SOUTHWEST SMELTING & 
REFINING CO. 
1809 MAIN ST. — DALLAS, TEXAS 


Consolidated with American Gold & Silver 
Refining Co., formerly of Fort Worth, Texas. 






























KLEIN BROS.CO. 


SHOWING— 
Entirely new lines 
February Ist 


SEE— 

The new items in 
“MILITARY JEWELRY”’— 
Lockets, Pendants, 
Brooches, Rings 


DIAMOND RINGS-RING MTGS. 


Write us for HEART CHARMS 


617 Vine Cincinnati, 0. 
















Greenwold Grift Co. 


The House of Ouality and Service 
7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 
CELLINICRAFT Jewelry 


ELGINS @ HAMILTONS (Zones ¢ 






































FOR PROMPT— 
DEPENDABLE SERVICE 


Send Us Your Orders for 
ELGIN—*HAMILTON 


*xZONES 7-8-13-17 

WALTHAM PREMIER WATCHES 
DIAMONDS - JEWELRY 
CLOCKS - SILVERWARE 
“IF IT'S NEW WE HAVE IT” 


GERWE-FROHMAN CO. 
CINCINNATI NEW ORLEANS 











MISS VANITY 

STREAMLINED DIAMOND RINGS 
For the Fall Bride. Most attractive. Mod 
erately priced. 

Write for a Selection 
THE D. JACOBS SONS CO. 

811 Race St. Cincinnati, Ohio 

Serving the Retail Jeweler for ever 60 Years 








Diamond Mountings 
and Wedding Rings 
Special order designs on request. 
The Schumer Bros. Co. 
5 East Third Street, 
Cinelnnati, Ohie 
Werkers in precious metals. 

















q.L. R. Olsson, manager, Waltham 
Watch Co., has returned to the office 
after a mild attack of illness. 

q Charley Detzel, A. H. Feltmann,, Inc., 
534 Vine St., has recovered from a re- 
cent siege of the grippe. 

4 A thief who mysteriously gained en- 
trance to the Jacobs Credit Jewelry Co., 
44 E. 5th St. on the night of Dec. 18, 
obtained jewelry worth $4,242.37, offi- 
cials told police Jan. 9. 

q Edward Herschede, of the Frank 
Herschede Jewelry Co., 8 W. 4th St., 
has estimated that the value of mer- 
chandise taken in the robbery at the 
store, Jan. 8, was approximately $15,000. 
A $1,250 ring and wallet of unset dia- 
monds were stolen by a neatly-dressed 
young man who posed as a prospective 
purchaser. While a clerk waited on him, 
he suddenly picked up the articles and 
fled. 


CELEBRATING IN FLORIDA 


Albert Sauer, Sr., retail jeweler of 
Newport, Ky., who started in the jew- 
elry business 60 years ago, and his loyal 
helpmate, Mrs. Sauer, are at this writing 
enjoying another honeymoon of three 
weeks in Miami, in celebration of their 
golden wedding anniversary, which oc- 
curred Jan. 7. 

The Sauers must have had a pretty 
high regard for the jewelry trade for 
their four sons are all presently engaged 
in it. Clarence is employed with Albert 
Sauer—Jeweier in Newport; Edwin 
Sauer is southern representative with 




































Mr. and Mrs. Albert Sauer, Sr. 


A. Sauer & Co.; Carrol is manager of the 
Norwood, O., store of the J. C. Hockett 
Co., and Albert Sauer, Jr., is the owner 
of A. Sauer & Co., wholesalers of 
jewelry and manufacturers of the Kon- 
ite line of watch straps. They also have 
three daughters: Miss Luella Sauer, in 
charge of Catholic Charities in Pitts- 
burgh; Sister Albert Clare, a religious, 
teaching at an academy in Richmond, 
Va., and Mrs. Robert Von Hoene, Pitts- 
burgh. 

Mr. Sauer’s first job was with the 
Dueber-Hampden Watch Case Co. in 
Newport, Ky. After several years he 
served his apprenticeship as a watch- 
maker with Joe Sauer. They became 
partners and operated under the name 
of A. & J. Sauer. In 1888 Albert Sauer 
bought out his partner and operated un- 
der his own name. The business was 
moved to its present location at 625 Mon- 
mouth St., Newport, in 1900. 
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q Elected Jan. 14, new officers of the 
Cincinnati Wholesale Jewelers and Man. 
ufacturers Association are as follows. 
Herbert C. Schwab, of A. G. Schwab & 
Sons, Inc., president, succeeding Charles 
C. Grift; Charles Becker, vice-president: 
Arthur Hirshfield, secretary, re-elected, 
and Earl Bose, treasurer, re-elected, The 
meeting was held in the Netherland Pig. 
za, with Henry Von Unruh, ANRJA 
president, as honor guest. The next busi. 
ness meeting will be in April, when plans 
for the annual summer picnic are to be 
discussed. 

q Members of the firm of D. Jacobs 
Sons Co., 811 Race St., have been “jp 
the news” of late. Edwin B. Jacobs, 
vice-president, and his wife have been 
vacationing in Miami Beach . . . Juliys 
D. Jacobs and his son, Julius Jr., at- 
tended the Chicago Jewelers Association 
dinner early in January . .. Maury Solo- 
mon, of the firm, attended a gathering 
of his customers in Richmond, Ind., re- 
cently . . . Gus Kuhnhein has departed 
for the road ... Jack Stephany is taking 
Edwin Jacobs’ territory while the latter 
is in Miami Beach. 


400 at Cincinnati Horos' Banquet 


q Nearly 400 persons voiced their whole- 
hearted satisfaction with the annual ball 
of the Cincinnati Guild, Ohio Watch- 
makers Association, Saturday night, Jan. 
11, in the Hotel Sinton—a tribute to the 
efforts of Fritz Mende, chairman of ar- 
rangements. It was one of the “biggest 
successes” in the organization’s history. 
Frank Foegler, chairman of the Guild's 
legislative committee, told members at- 
tending a special meeting, Jan. 17, that 
the outlook for the watchmakers’ licens- 
ing bill is favorable. 





DIAMOND-CUTTING 


expert work... fast service 


..$ 9.00 per carat 
.. 10.00 per carat 
... 11.00 per carat 
. 12.00 per carat 
. 14.00 per carat 
. 16.00 per carat 
. 18.00 per carat 
Pamor: tar: Ba 26.00 per carat 


LITWIN & SONS 


114 West 6th Street, Cincinnati, Ohio 


2 carat 
sim or: Dar: & 4 
7g Carat 
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2 carat 
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SCHIRA BROS. 
PLATINUM 
DIAMOND MOUNTINGS 
PLATINUM 
SPECIAL ORDER WORK 


15 WEST 6TH ST. 
CINCINNATI, OHIO 














WESTERN TRAY & CASE CO. 


MANUFACTURERS OF QUALITY 
JEWELERS’ TRAYS AND CASES 


Write for Designs and Prices 
427 PLUM ST. CINCINNATI, O. 
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Boston wholesalers have perfected 


for the display of “What’s New 
panyo4t” during the first two weeks of 


February. ; 
Howard Wright admits his group of 
traveling jewelers may have indulged in 
secret ski practice, in anticipation of a 
week-end meet with the New Hampshire 
retailers on the fast mountain trails in 
their state. 
q An illustrated travelogue on the dia- 
mond field of South Africa by Albert S. 
Flint, Boston news columnist of this 
magazine, featured a recent dinner meet- 
ing of the Waltham Royal Arch Chapter, 
at the Masonic Temple. 
4 New England jewelers who visited 
wholesalers during January, report com- 
plete sell-outs of many lines. Local de- 
fense preparations have opened many 
fields of activity for technical and other 
groups, increasing payrolls. 
4 Frank Genderau’s team in the Boston 
Jewelers Bowling league has shown great 
teamplay, advancing steadily from well 
down the list to the leadership of the 
league. Shreve, Crump & Low Co. is in 
second place and Thos. Long Co. is in 
third position. 
4 Wholesale houses in the Jewelers 
Building, 373 Washington St., and the 
Washington Building, 387 Washington 
St., which house the greater number of 
local wholesalers have been endeavoring 
to maintain service, with more than half 
of their sales forces on the absent lists, 
due to the epidemic of flu. 
4 Frederick C. Graves, assistant trea- 
surer and paymaster of the Waltham 
Watch Co., was obliged by an attack of 
grippe to remain at home, in West New- 
ton, on Jan. 15, the 60th anniversary of 
his connection with the company. The 
event was the occasion of a _ surprise 
visit at his home by a group of company 
officials headed by Assistant Treasurer 
F. C. Dumaine, Jr.; Supt. F. B. Curtin; 
Supt. R. S. Bicknell and Personnel Di- 
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MASSACHUSETTS 
SCHOOL OF OPTOMETRY 
Four-Year Day Course 
For further information address: 

Administrative Office 


1112 BOYLSTON STREET 


Boston, Massachusetts 
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rector A. W. Beamish, who paid their 
respects and wished him a quick recov- 
ery. 

q Many Jewelers and Watchmakers of 
New England have at some time been 
members of Co. F., 5th Reg., M.V.M., of 
Waltham. This company, with a history 
which dates back to Colonial days, has 
for the last 80 years been known as the 
Watchmakers’ Co. F. For many years 
the Watch Co. Band was the musical 
unit of the regiment. On Jan. 26, Co. 
F., of the 182nd Reg., U. S. Infantry, 
26th, Yankee, Division, left for Camp 
Edwards, on Cape Cod, where it is sched- 
uled to remain during the coming year. 
Among many others, Lt. Alvin W. Beam- 
ish, who is personnel director at the 
watch company, was given a_ rousing 
send-off. 





Elgin Wins 2 More U. S. Contracts 


The Elgin National Watch Co. has 
been awarded a $5,550,000 contract by 
the War Department for the manufac- 
ture of artillery ammunition components. 
The material is for use of the Army Air 
Corps. 

A second government preparedness 
contract has been awarded by the Navy 
Department to the Elgin National Watch 
Co. The new contract calls for the manu- 
facture of $12,080 in stop watches. 

An earlier contract was from the War 
Department. It was a so-called $500,000 
“educational” order for the manufacture 
of time fuses, and is to be filled in a 
factory building newly-acquired by the 
Elgin National Watch Co. 





Wallace, Oneida Get War Orders 


The War Department has awarded a 
$20,100 contract to R. Wallace & Sons 
Mfg. Co., Wallingford, Conn., for 300,000 
teaspoons and a $29,700 contract to the 
same company for 300,000 tablespoons. 
The department also awarded an $11,300 
contract to Oneida, Ltd., Oneida, N. Y., 
for 100,000 tablespoons, and a $7,300 
contract to the company for 100,000 tea- 
spoons. All four contracts called for 
nickel silver spoons. 





Navy Orders Clocks 


The Bureau of Suplies and Accounts, 
Navy Department, has awarded a $135,- 
639.25 contract to the Chelsea Clock Co., 
Chelsea, Mass., and a $131,175 contract 
to the General Time Instruments Corp., 
Thomaston, Conn., for desk clocks. 





q Two men who have been with Schick 
Dry Shaver, Inc., for a number of years 
are taking over new responsibilities. John 
J. Reidy, formerly of the Detroit office, 
has been made sales supervisor in Wash- 
ington, and S. D. Moorman, also from the 
Detroit office, has been appointed sales 
supervisor in Kansas City. The Phila- 
delphia territory will be under the su- 
pervision of A. H. Rippas, who comes 
to the Schick organization from the Mc- 
Graw Electric Co., for whom he covered 
the Detroit area. Michael R. Kahle, 
formerly a district supervisor in Detroit 
for the Scott Paper Co., has been added 
to Schick’s New York sales staff. 
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A.C. erceitral & Ca. Inc 
WATCHES: e *DIAMONDS 


CLOCKS - JEWELRY - SILVERWARE 


373 \ vi BOSTON 
WASHINGTON ST. (\\-* aod MASS. 


Percival 


————= 5 ready 





with a 


Complete Stock 
of the 


New 


AMERICA FIRST 


ELGINS 


Route your Elgin 
and Hamilton 
orders through 


Percival 


for prompt 
SERVICE 
* 


HAMILTON 


DISTRIBUTORS ZONES 2 & 3 











A The House of Peruice™ 
|- ALBERTS 


SONS, INC. 


Serving Jewelers in New En- 
gland and New York State with 
complete wholesale stocks. 
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1. ALBERTS SONS, Inc. 











| 373 WASHINGTON ST., BOSTON 4 
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STERLING SILVER 


L STONE JEWELRY 


W. E. RICHARDS CO. 
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Where to Buy 
IMPORTED 
China and Glass 








EDWARD BOOTE 


35 & 37 West 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 











LEVY BROS. CHINA 


EST. 1868 SOLE U.S. REP. CO., INC. 
79-83 Fifth Ave. GR. 7-0111 


ROBT. HAVILAND & LE TANNEUR 
LIMOGES, FRANCE 
Dinnerware, Service Plates, Gifts & Novelties 
Many items made in U. S. A. 


GIFT DIVISION: 225 FIFTH AVE., N.Y.C. 


SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Ine. 
49 W. 23rd St. ork, N. Y. 


W. E. LINDEMANN 


GLASS 


























CANDELABRA CANDLESTICKS 
STEMWARE DECANTERS 
VASES BOWLS 
GIRANDOLES LAMPS 

FROM STOCK 


225 FIFTH AVENUE, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 

















China FINLAND Crystal 
sa CERAMICS Jes 
ANDGLASS ¢ 
fata CORPORATION 4 
225 FIFTH AVE. NEW YORK CITY 














ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 


MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 
CHATEAU CHINA, Czechoslovakia 
ROYAL ALBERT CROWN CHINA, England 


PAUL A. STRAUB & CO., Inc. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 























NEW RETAIL ENTERPRISES 





Name and Address Owner or Manager 
J. Albert & Co., 84 Peachtree St., Atlanta, Ga............ George R. Newton & 
J. A. Colonje 
Auerbach’s, 637 Hamilton St., Allentown, Pa. ...........+ Sol & Herman Auerbach 
Castleberg Jewelry Corp., Eastern Ave., Baltimore, Md. S 
OS eS : eee eT ror er ie Or re ee 
Darling Jewelry Co., 107 W. 3rd St., Randolph, N. Y. ..... Garner B. Darling 
Dyck Jewelry & Gift Shop, Beaver, Okla. .............6- 
Fiscus Jewelry, 132 N. Warren Ave., Apollo, Pa. ......... Lawrence A. Fiscus 
B. A. Hayes, 113 N. Mangum 8t., Durham, N.C. .........- Same 
Hirst Jeweler, Whitesboro, Te eo lee eaiay 
William &. Hoffman, Miler City, Mont... ..2....0cc0esceness Same 
Sam Jacobstein, 15 W. Beauregard Ave., San Angelo, 
ee eT eee Pere eee More ee eee re ee Same 
Kushner’s, Inc., 3rd & Washington St., Alexandria, La. ....A. L. Kushner 
Alva W. McClure, 34 Valley St., Lewistown, Pa. .......... Same 
E. Pfetzing, 1222 Spring St., Paso Robles, Cal. ........... 
W. D. Pharmer Co., 13 Eagle St., North Adams, Mass. ... fg id Jolley, mgr. 
Menest Tupin, TIAMNON, "TOROS co.cc vse cc eves etreeseess H: Ellington, mgr. 


Underwood Jewelers, Hogan & Monroe Sts., Jacksonville... Ht F.. Underwood 
Wise Credit Jewelers, Greencastle, Pa. .....ccccscvcscees 














LETTERS TO THE EDITOR 
Attorney Warns of Need for Caution in Park; vice-president, H. Atlantis Sud- 
Preparing Collection Forms bury, Whittier Blvd., Los Angeles; sec- 
retary-treasurer, Jerry Ostermier of 

Editor, JEWELERS’ CIRCULAR-KEYSTONE: Huntington Park. An ‘interesting series 

In reading your January, 1941, issue, I of meetings for the forthcoming year js 
came across a highly interesting article being planned. : 
starting on page 44 which has to do with a 
the problem of the collection of delin- Platinum Prices Steady 
quent accounts by the retail jeweler. 





Market prices on Jan. 24, unchanged 
from Dec. 23, were: 

GE. chi ekese snsWesekines $36.00 

Containing 5% iridium.... 48.00 

Containing 10% iridium... 60.00 

Containing 5% ruthenium. 36.00 

POMBEUNEY i. iccsivie kc eeeewe% + $2t- 25 


The article is illustrated with repro- 
ductions of several letters and notices 
which Mr. Leonard, who supplied the in- 
formation for the article, claims are 
highly effective in collecting outstanding 
and past due balances. 

However, I wish to call your attention, 
and the attention of your readers, to the 


fact that they should not adopt the use 
of the form headed, “Final Notice,” Where to Buy 


which is reproduced on page 45 of this D O ME STI C 


article without first investigating the va- 
rious legal points which the use of this China and Glass 
document might involve. It is my opin- 
ion as an attorney, that this notice simu- ere — 
lates a legal document and, in fact, is ¢ 
expressly designed to have a quasi-legal ASTLETON HINA 
psychological effect on the debtor. INCORPORATED L. E. HELLMANN, President 
In many states the statutes expressly DE LUXE TABLEWARE 
forbid the use of forms which simulate — tor the 
certain legal documents. For example, FINE CHINA TRADE 


Section 551 A of the Penal Statutes of MADE INAMERICA ® MADEOF AMERICA 
the State of New York prohibits the cir- 149 Fifth Ave., New York, N. Y. 


culation or distribution of “any paper 
or document or any blank form of paper HAWKES CRYSTAL 
or document which when filled out, simu- GLASS WAR & 


lates or is intended to simulate a sum- 
mons, complaint, writ, or court process for discriminating 


of anv kind.” Convictions have been ob- people—WRITE 


tained under this act in New York State 
against jewelry firms who have used col- T. G. HAWKES & CO. 
CORNING, N. Y. 
































lection notices that had some of the ap- . 
pearances of a court writ. me Sk 
I should strongly advise any jeweler. = 
therefore, who may be thinking of using LENOX CHINA 
a document of this sort to first consult _ SERVICE PLATES 
his attorney as to whether or not the DINNERWARE 
use of the form that he has in mind will NOVELTIES 
violate the law in his particular state. 
ROSS A. BAER, LENOX Made in America 
Attornev for Associated LENOX, INC. Trenton, N. J. 





Credit Jewelers of New York 


and New Jersey, Inc. 
New York. ' THEODORE HAVILAND 
FINE CHINA DINNERWARE 


Golden State Group Elects MADE IN AMERICA 
All Decorations Are Exclusive 








Officers elected at the annual meeting 














of the California Southeastern R.J.A. THEODORE HAVILAND CO., INC. 
held in Huntington Park, Cal., were: 23rd ST. 1550 MERCHANDISE M 
President, Martin Thomas, Huntington | NEWYORK CITY ey See 
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Practical Modern Watehmaking 


by HOWARD L. BEEHLER, President, Horological Institute of America 


Part I—The Circular Pallet Detached Lever Escapement 


(Fourth instalment, continued from January) 








HE purpose of the escapement is to permit the 

power of the mainspring to be intermittently trans- 
mitted from the train to the balance system where the 
energy is dissipated at a uniform rate. 

It must be remembered that the balance system and 
not the escapement is the actual timekeeping element 
of the watch; the rate of the watch is dependent upon 
the period of vibration of the balance wheel. 


FUNCTION OF THE ESCAPEMENT 


The power of the mainspring is arrested and released 
every 1/5 second by the interposing and freeing action 
of the pallet stone with the locking faces of the escape 
teeth, or as it is generally called, locking and unlocking. 


OSCILLATIONS OF THE BALANCE WHEEL 
AND ITS RELATION TO THE ESCAPEMENT 


If the power of the mainspring is completely ex- 
hausted, and exerts no force in either direction on the 
escape wheel, the hairspring will hold the jewel pin 
equally over the line of centers of the escape, pallet, 
and balance. The impulse face of the escape wheel tooth 
will contact with the impulse face of the receiving or 
“R” stone. As soon as any power is applied to the 
escape wheel it will move in a clockwise direction, caus- 
ing the “R” stone to be impelled upwards, the fork 
pivoted on its arbor (F) will cause the fork slot to move 
along the line d, the inside wall of the fork slot will 
strike the jewel pin on its round side imparting an 
impulse to the balance wheel. 

Owing to the resistance of the hairspring, and the 
inertia of the balance wheel, the jewel pin will be moved 
only a short distance, enough however to allow the im- 
pulse to be completed. The escape wheel will now 
“lock” itself on the “L”’ stone. While the escape wheel 
is perfectly locked and by virtue of the draft or draw 
the fork will be held safely against a banking pin, the 
jewel pin leaves the fork slot and moves the short dis- 
tance referred to above. The resistance of the hair- 
spring and the tendency to bring the jewel pin to the 
line of centers causes the jewel pin to be arrested in its 
movement away from the fork slot and to be returned. 
As it is returned, it enters the fork slot, impels the fork, 
sufficiently to unlock the escape wheel from the pallet 
stone; the impulse then takes place, the escapement and 
balance are now gaining momentum, the inertia is being 
overcome, and on this impulse the jewel pin will be im- 
pelled a greater distance away from the line of centers. 
The condition of unlocking, impulse and drop has now 
taken place on the “I. stone,” as before, and the fork 
now rests against banking pin P’ with the escape wheel 
locked on the “R stone.” 

This, therefore, is how it functions and as the jewel 
pin returns from each successive turn its action is to 
THR JEWELERS’ CIRCULAR-KEYSTONE 

for February, 1941 





This is the fourth instalment of a series ‘of 
original articles on “Practical Modern 
Watchmaking,” which have been prepared 
as part of the new educational program of 
the Horological Institute of America and 
though the courtesy of that organization 
are here appearing in print for the first time. | 
Following their first publication in JEWELERS’ | 
CircuLAR-KEYSTONE, reprints of the articles 
will be made available through the Horo- 
logical Institute, to whom requests and in- 
quiries should be directed. Address Ralph E. 
Gould, Secretary, Horological Institute of 
America, c/o Bureau of Standards, Wash- 
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enter the fork slot, unlock the escape wheel, receive its 
impulse, and leave the fork slot, turn 270 degrees or 34 
of the distance from the line of centers. 

Accuracy is the secret of success, so in any endeavor 
or undertaking strive to accomplish your task with the 
greatest amount of perfection and accuracy. 

Especially work performed upon a watch, which is a 
mechanism to measure time, accurately and correctly. 
Does it not seem reasonable that the degree of perfec- 
tion in which you perform your work will determine the 
degree of accuracy that your watch will run, and the 
degree of success you make in life? 

It is very important that every watch repairer should 
know how to examine and inspect the escapement for 
defects before he makes any attempt to alter or change 
any of the existing conditions. All escapements are 
carefully matched and inspected before leaving the fac- 
tory, and it is a very rare occasion to find any of the 
better grades and makes that is defective; therefore, the 
repairing or adjusting of the escapement will be neces- 
sary only on those occasions in which the watch has had 
some accident. 

The factory method of matching the escapement is 
the best that can be followed, and I would advise every 
watchmaker to take a 16-size bridge model for his work, 
so as to be able to follow the writer more closely. 


BANKING TO THE DROP 


Take a 16-size bridge model with the balance out. 
turn both banking pins so they will be in as close as 
possible to the “line of centers’ of the escape, pallet. 
and balance. The fork will now rest against one or the 
other of these pins, being held there by the power of the 
mainspring transmitted through the train wheels to the 
impulse faces of the escape wheel teeth and the pallet 
stones. This impulse is worthy of careful consideration. 
so observe it with an eye glass. 
















K&L 


GOLD 
STANDARD 


IS 999.75 PLUS 


and other standards of fineness maintained 
in all our other metals 


FINE GOLD PLATINUM 
PALLADIUM IRIDIUM 


Ruthenium — Rhodium — Osmium — Silver 
Platinum in all degrees of hardness 
Platinum and Gold Solders 


Stamped with the K & L guarantee of Quality 


vz sur on Kastenhuber & Lehrfeld | 


SWEEPS — FILINGS 
SCRAP GOLD AND SMELTERS AND REFINERS 


wasicesias 24 JOHN ST. NEW YORK, N. Y. 









































NREL 


you may be stopping throughout America, or 


aa 1. Automatically indi- 
Watch (ror cates the cause of watch in the old world for that matter, ask your 
troubles. 2. Provides a hotel manager what is THE hotel in Philadel- 
basis for correct repair charges. 3. Times any watch of , f ar ; 
any beat in any two or more positions in 30 seconds. phia. Without a moment's hesitation be'll say 


patronage, Wete ordeal tomes Tl) BELLEVUE-STRATFORD 


IN PHILADELPHIA 























American Time Products, Inc. One of the Few Famous Hotels in America 
580 Fifth Avenue, New York, N. Y. CLAUDE H. BENNETT, General Manager 
Distributor of Western Electric Watch-rate Recorders REASONABLE RATES 
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Hold the watch in the left hand with the dial side 
down, screwdriver in the right hand, place the screw- 
driver in the screw upon which the fork rests, turn this 
screw so the eccentric pin will move away from the line 
of centers. It is necessary in this operation to look at 
the escape wheel with an eye glass, and observe the 
movement of the impulse faces of the escape wheel tooth 
across the impulse face of the pallet stone, and as soon 
as the impulse face of the escape wheel tooth drops off 
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|, lock; 2, drop; 3, jewel pin shake; 4, guard pin shake; 5, draft 
angle; 6, pallet; 7, fork; 8, jewel pin; 9%, pallet stones; 10, 


escape wheel; |, fork slot; 12, impulse roller; 13, safety roller; 
14, guard pin; 15, banking pins; 16, pallet arbor; 17, escape 
Pinion. 


of the pallet stone another tooth will lock itself on the 
other stone (providing it has a sufficient amount of 
lock). 

The lock should be about 1-8 to 1-10 the width of the 
impulse face of a pallet stone. 

It is important to make a careful study of the condi- 
tion of lock and drop, and to fully understand that the 
lock must be examined at the exact instant of the drop. 
Also to realize that the location of the backing pins is 
determined by the position of the pallet stones. If the 
pallet stones are pushed out of the pallet, the banking 
pins must be opened farther to permit the impulse to 
let off. (See wedge in Fig. 7.) If they are pushed in 
they will not be opened as far. 

The fork must now be moved so it will rest against 
the other banking pin, and the same operation repeated. 
With the escapement in this condition, the fork can be 
moved back and forth until the escape wheel has made 
one complete turn. 

The fork is now considered banked to the drop. When 
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the escapement is banked to the drop, the fork should 
move an equal distance from the center line. This ac- 
tion has been fully shown in previous sketches. 

After the work is “banked to the drop” place the bal- 
ance, with the hairspring off, in the watch, hold the 
watch firmly in the left hand with the thumb and second 
finger, move the balance with the first finger so the jewel 
pin will engage the fork slot, turn the balance slowly, 
the jewel pin will move the fork back and forth from 
one banking pin to the other, and permit the escape 
wheel to turn. 

It is well to practice this turning operation, as it must 
be done slowly and with absolute accuracy, bringing the 
entire escapement under observation at the exact instant 
in which the escape wheel tooth drops off the pallet 
stone, and holding the balance in that position without 
the slightest move back or forth so as to observe the fol- 
lowing conditions in order in which they are named: 

(A) Lock 
(B) Drop 
(C) Jewel pin shake 

(A) The lock is the extent of surface in contact be- 
tween the pallet stone and escape wheel tooth at the 
time of the drop, and causes a tooth of the escape wheel 
to come to rest on the locking face of a pallet stone, 
where it is held securely until unlocked by the return 
excursion of the jewel pin. (Fig. 22.) 

(B) The drop is the distance between the toe of an 
escape wheel tooth and the pallet stone when a tooth 
drops from the pallet stone and another tooth locks on 
the other pallet stone. (Fig. 22.) This distance should 
be equal on both sides and great enough to secure per- 
fect freedom of the escape wheel. When the escape tooth 
is locked on the “R stone” and the fork resting on the 
banking pin, and the distance between the “L stone’’ is 
so close that it will not permit the “R stone” to be un- 
locked, we have what is known as “close outside.” When 
the escape wheel tooth is locked on the “L stone,” the 
fork against a banking pin and the distance between the 
“R stone” and the escape tooth that just passed the “R 
stone” is so close that it will not permit the “L stone” to 
be unlocked, we have what is known as “close inside.” 
These two conditions and their correction will be con- 
sidered later. 

(C) Jewel pin shake. The jewel pin shake should 
be tried with a tool as described in Fig. 22A, by slightly 
touching the fork with the point of the tool, causing the 
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fork slot to move along the line d. The point ¢ of the 

fork slot will be forced against the jewel pin and when 

the fork is released the draft will cause the fork to re- 

turn to the banking pin. With practice you will be able 

to observe the jewel pin shake at two places, from the 

end of the work and at the “lock.” Now touch the 
(Please turn to page 131) 
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STILL PAYING 
TOP PRICES 


E are still paying top prices for 
sweeps from U.S.A. 


We are still covering them against 
loss on the way... 


Why not ship us your next barrel as 
usual? 
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LTD. 
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NYE’S 


Your customers’ satisfaction and 
your own reputation are amply 
safeguarded when you use Nye’s 
specialized Oils. For Bracelet 
Watches, there’s none better than 
Nye’s Bracelet Watch Oil, a 






laboratory tested product ¢éx- 
actly right in every respect for 
small mechanisms, 


WM. F. 


ie a 


Ask your Jobber for Nye INC 

(1) BRACELET (2) WATCH NEW BEDFORD 
(3) CLOCK AND (4) ELEC- 
TRIC CLOCK OILS. 
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THE DETACHED LEVER ESCAPEMENT 


(From page 129) 


fork with the fork tool and press the fork against the 
jewel pin; if you look carefully with an eye glass at the 
lock, you will notice that it has been reduced, then when 
ou release the fork the draft will draw the “R stone’ 
hack to full lock again. This practice is very important. 
Learn to do it, and read this over and practice until you 
can inspect an escapement. 

The jewel pin shake should be slightly less than the 
lock, and should be tried at that exact position in which 
an escape wheel tooth drops off of one pallet stone and 
another tooth locks on the other pallet stone (or at the 
drop). In order to be slightly less than the lock it must 
not allow the escape wheel tooth to unlock from the 
pallet stone when you move the fork back and forth. It 
must also be great enough to allow the jewel pin to pass 
the horns of the fork with perfect freedom after the 
balance has been released. The jewel pin shake must 
be tried on both sides of the line of centers, and must be 
equal on both sides. 

Therefore, as a maximum and minimum amount of 
jewel pin shake we can say that with a perfect lock the 
jewel pin shake is great enough when it will pass out of 
the fork slot at the “‘time of the drop.” Also it is light 
enough when with a perfect lock it will keep the pallet 
stone securely locked. 

These two conditions are also referred to as “long and 
short fork,” and if the jewel pin will not pass out of 
the fork slot, when the fork is “banked to the drop” it 
is called a “long fork.” Also, if the jewel pin shake is 
so great as to allow the pallet stone to unlock when the 
fork is “banked to the drop” it is called “short fork.”’ 

After the lock, drop and jewel pin shake and draft 
have been inspected and the jewel pin shake found to be 
equal on both sides of the line of centers, the escapement 
can be tried for guard pin shake, and width of the 
jewel pin. 

When the fork is “banked to the drop” the guard pin 
shake should be very perfectly adjusted. It must be 
free enough to allow the balance to move freely when 
the watch is in either a flat or vertical position. It also 
must be close enough to keep the escape teeth securely 
locked on both pallet stones at all times. If your guard 
pin shake conforms to these two tests at the time of the 
drop, the guard pin shake will be correct after opening 
the banking pins to give the escapement “slide.” 

“Slide”: When the escapement is “banked to the 
drop” all of the conditions of “lock,” “drop,” “jewel pin 
shake,” and “guard pin shake” conform as nearly as 
possible to the theoretical design of the escapement and 

are too closely adjusted to be practical, or in other words 
the escapement requires some freedom in order to func- 
tion properly, the same as a pivot requires side shake in 
the pivot hole. To open or turn each banking pin away 
from the line of centers a very small amount will, there- 
fore, give the escapement the proper freedom. This 
opening of the bankings should allow the pallet stones 
to slide or run on the escape wheel teeth 1-4 the amount 
of lock. 

The slide or run is the distance the pallet stone slides 
on the escape tooth after moving the balance from the 
exact position in which the jewel pin shake is tried, and 
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in a direction away from the “line of centers.” The 
guard pin shake should be slightly less than the lock and 
should be tried at any position after the jewel pin has 
passed out and is completely detached from the fork 
slot. In order to be slightly less than the lock it must 
not allow the escape wheel tooth to unlock when moving 
the fork back and forth. 

Width of jewel pin: The width of the jewel pin should 
be tried with the jewel pin in a direct line with the 
escape, pallet and balance centers, and should be .002 
or .003 of a centimeter smaller than the fork slot. (Slot 
freedom shown in Fig. 26.) 

Draft feature: It is well to remark here that the draw 
or draft feature on the pallet stones and escape wheel 
teeth are for the special purpose of holding the fork se- 
curely against the banking pin, which prevents the guard 
pin from rubbing against the roller during the detach- 
ment of the jewel pin from the fork slot. It is obvious 
that during the locking period the fork must be held se- 
curely against the banking pin, so as to allow the bal- 
ance and roller to turn unmolested during the time of its 
detachment. 

After examining the escapement for defects and hav- 
ing “banked the fork to the drop,” and discovering that 
any of the following errors exist, it will always be neces- 
sary to make the correction as explained and then: 

Proceed again as explained under the article “bank- 
ing to the drop.” 

Pallet stones are moved in or out by the use of a pal- 
let warmer. There are several styles listed in the mate- 
rial catalogues, but the style shown here is very recom- 


mendable. 
(To. be continued next month) 





CONSTRUCTION SEQUENCE IS CLARIFIED 
(From page 95) 


is locked on the “R stone,” the “L stone” must be 
moved upwards so that the “let off” corner of the 
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“L stone” becomes located at the intersection of 
circle “R” with circle “K.” Through this point is 
drawn line N”. (This line might also have been 
called O’.) The impulse angle for the “L stone” in 
this new position then becomes N” F M”. The error 
then can be corrected by changing the letters in 
Fig. 14 which designate the impulse angle on the 
“I. stone” from E’ F N’ to read N” F M”. 
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Manufacturers’ News| 





Longines-Wittnauer Marks 75th Anniversary 
With "Diamond Jubilee" Dinner 





Climaxing the annual sales convention 
of the Longines-Wittnauer Watch Co. a 
special dinner at the Hotel Astor, New 
York, on Thursday evening, January 16, 
was attended by executives, sales repre- 
sentatives and watchmakers of the com- 
pany, and a number of guests. 

In keeping with the “Diamond Jubilee” 
nature of the celebration, a large “dia- 
mond” ring of the “5 and 10” variety 
was attached to each menu and the 
guests blazed forth like a hundred odd 
Diamond Jim Brady’s. 

Morris Guilden, treasurer of the firm, 
and toastmaster for the evening, re- 
viewed in brief the 75 year history of 
the company, and J. P. V. Heinmuller, 
president, traced the development of 
Longines aviation watches, while Ed 
Detjen, company secretary, brought 
smiles of delight with his reminiscences 
of the trials and tribulations of the 
watch business some 35 years ago. Mr. 
Detjen concluded by reading telegrams 
from a number of dealers who have been 
selling Longines watches continuously 
for 50, 60 and in one instance, 74 years. 

Fred Cartoun, vice president and 
general sales manager, concluded the 
speech making with a forecast of busi- 
ness ahead. He spoke enthusiastically 
of the promise for better business for 
both watches and jewelry merchandise in 
general. 

Lifetime Presentation watches were 
then presented to members of the Lon- 
gines-Wittnauer organization who had 
been with the company 15 years or 
longer. The first two watches were pre- 
sented by Mr. Guilden to Mr. Heinmuller 
who joined the organization in 1912 and 
to Ed Detjen whose service began in 
1906. Mr. Heinmuller then continued 
the presentations, awarding watches to: 
Maurice Merz, William Zint, Chris 
Staiger, Tom Kirwan, Edward Maebert, 
Sr., Olaf E. Giset, Arnold Borchgrevink, 
Alfred Chittick, George Barrington, 
Ernie W. Farr. 

As no ladies were present watches 
were given in absentia to Rose E. Gal- 
lagher and Marie D. C. Hamm. 

Fred Wilkinson, dean of the Longines- 
Wittnauer sales organization who has 
been with the company since 1898, also 
was not present to receive his watch, be- 
ing confined to his home with a cold. Old- 
est employee present was Olaf E. Giset 





who has been with the company since 
1903 and whose eyes are still sharp and 
hands steady after almost half a century 
of watchmaking for the firm. 

Bill Zint, merchandise manager of the 
technical watch division, brought down 
the house when he commented that this 
was the second watch that he received 
from the company; the first, which was 
given to him when he went into the army 
in 1917, having been lost in a crap game 
three days afterwards. Comedy awards 
were then presented to various members 
of the organization for distinguished ser- 
vice. 

The banquet ended on a serious note 
when following the cutting of the birth- 
day cake Wayne M. Faunce, assistant 
director and executive secretary of the 
American Museum of Natural Historv, 
proposed a toast with a hope for an early 
return of peace to the world; a hope 
which was echoed by all present who 
then joined in singing the national an- 
them, as a fitting close to the occasion. 





Evans Case Presents Spring Lines 


Long famous for their fine work in 
enamels and metals, Evans Case Co. are 
presenting their 1941 spring and summer 
collection of compacts, cigarette cases 
and lighters. A wide variety of styles 
and materials to harmonize with any 
and all the new fashions is being shown. 

Among the new finishes is a combined 
porcelain-enamel, which is said to com- 
bine the surface appearance and sound 
of porcelain with the durable, high lus- 
ter qualities of enamel. It is available 
in many decorative motifs, including one 
in which a combination of five colors and 
chameleon enamel are fused as one to 
give a changeable effect, and another 
which features actual gold flecks fused 
on a background of gem-colored enamels 
and ornamented with tiny green gold 
stars centered with brilliants. 

Fabrics, too, are widely used, especial- 
ly home-spun East Indian and Mexican 
cloths in brilliant color schemes. 

Gold is decidedly popular, including 
two-tone gold and silver, polished cases 
decorated with simulated rubies and em- 
eralds, engine turn sets, and polished 
green gold with pink gold mounts. 

All price ranges are represented, from 
$1.20 retail to $25.00. 
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Swank Says It's "Box Office" 


Preceding the showing of the new sea- 
son’s lines of Swank jewelry, Jerome [, 
Grant, vice president of the company, 
has announced that during 1940 Swank 
attained the biggest year in its history, 
Mr. Grant stated that the business wag 
20 per cent above 1939 figures, which jp 
turn had outstripped all previous years, 
Anticipating a still heavier demand for 
its products in 1941, Swank is construct- 
ing a two-story addition to its plant at 
Attleboro, Mass. The corporate name of 
the company has recently been changed 
from Swank Products, Inc., to Swank, 
Inc. 

Keeping pace with this growing vol- 
ume in men’s jewelry, Swank has stepped 
up its national advertising program to 
peak figures for the spring period. Most 
of this advertising will be in color and 
eleven of the largest national publica- 
tions will be used. Gold-filled merchan- 
dise will be stressed in many of the 
advertisements. 

A portfolio embodying the Swank 
story and called “Swank Is Box Office” 
will be shown to dealers. The portfolio 
outlines the attributes of Swank in in- 
teresting fashion, and shows how the na- 
tional advertising and general promotion 
program works to the benefit of the mer- 
chant. Both the national advertising 
program and the dealer service material 
are illustrated in miniature. 





Haviland Modernizes Showroom 


Theodore Haviland & Co. have recent- 
ly completed a program of alterations to 
their New York showroom which makes 





A feature is the 
lighting 


it attractively modern. 
installation of fluorescent 
throughout the first floor. 
Varenne, the pattern displayed on the 
front center table, the delightful table 
setting of which is shown in close-up 
the lower photograph, is an old French 
decoration revised for use on Theodore 
Haviland American made china. 
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Oneida Announces 


Personnel Changes 


Three personnel changes at Oneida, 
Ltd., including the announcement of 
John Keller as assistant credit manager, 
have been made by the Oneida, N. Y., 
frm. Mr. Keller, for several years the 
company’s representative in the Minne- 
sota-St. Paul territory, was educated at 
Dartmouth College and the University 
of Pennsylvania and joined Oneida upon 
his graduation. 

Hamilton Allen will assume Keller’s 
duties in the Twin City area. Mr. Allen 
most recently has been in charge of the 
company’s Buffalo territory. Previously, 
he was a Salesman in the Chicago office 
and in Southern Illinois, Indiana and 
Missouri districts. He is a graduate of 
Yale University. 

Taking over the Buffalo territory will 
be Lorenzo Bolles. Mr. Bowles has been 
carrying the Oneida hollowware lines to 
the Eastern trade. 


Benrus Expands Program for 1941 


Officials of the Benrus Watch Com- 
pany at the annual sales meeting of the 
organization early in January announced 
that 1940 sales volume had far exceeded 
all previous figures. 

Plans for 1941. based on a broad ex- 
tension of advertising and merchandis- 
ing activity, were presented to the rep- 
resentatives gathered in New York from 
all parts of the country. Benrus, already 
the second largest user of time signals 
in the country, has added still more sta- 
tions to its list for 1941. 

The use of Benrus watches in aviation 
will continue to be the major theme in 
Benrus advertising, and the slogan, “The 
watch that times the airways,” will be 
stressed in newspaper copy, radio an- 
ee, store displays, and direct 
mail. 

A completely new line of models for 
1941 is now being shown, with red gold 
stressed more than ever before, and 
fancy dials being featured on _ both 
ladies’ and men’s watches. Many of the 
new models even in the lower priced 
brackets have carmen bracelets. 


Announces Waterproof Watch Case 


Isidore Dinstman, head of the I. D. 
Watch Case Co., announces that after 
several years of experimentation, which 
has included the development and pro- 
duction of new and special machinery, 
the company has brought into the mar- 
ket what is stated to be the first success- 
ful waterproof watch case manufactured 
in the United States. 

During the past year the crown con- 
struction—always a problem in any at- 
tempt to create a fully waterproof case 
—has been re-designed six times until the 
present style was developed, which it is 
said is not only waterproof, but provides 
as easy and simple winding as that in 
cases of ordinary types. 

Cases of the waterproof type have 
unusual sales appeal at the present time 
with popular attention being so strongly 
centered on military activities and mili- 
tary equipment—a type of service in 
which waterproof and dustproof fea- 
tures are often of great importance. 

Mr. Dinstman considers that the devel- 
opment of this new case is one of the 
outstanding achievements of his 35 years 
of watch case manufacture. 
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GRUEN SALES FORCE PREVIEWS "FASHION FIRSTS" PROMOTION 





A dinner concluded the semi-annual sales convention of the Gruen Watch Company at 
the Netherlands-Plaza Hotel in Cincinnati, January 6th and 7th. Left to right at the 
speaker's table: Josef Israels Il, President of Publicity Associates, Inc.; John J. McCarthy, 
Vice-President of McCann-Erickson, Inc.; Joseph Kane, Production Manager, Gruen Watch 
Co.; John Bullock of the law firm of Taft, Stetinius & Hollister; Teviah Sachs, Vice-Presi- 
dent Gruen Watch Co.; Benjamin S. Katz, President, Sterling Cramer, Clifford Wright 
and Fred G. Gruen, members of the Board; and George J. Gruen, Chairman of the Board 
of Directors. 


Details of a spectacular new promo- 
tion for Gruen watches, to be based 
upon the growing swing to American 
design in fashion, were revealed to the 
full Gruen organization as a feature of 
the company’s semi-annual sales conven- 
tion held at the Hotel Netherlands-Plaza, 
Cincinnati, Ohio, on Jan. 6 and 7, 1941. 

Benjamin S. Katz, president, and 
Teviah Sachs, vice-president, of the 
Gruen Watch Company, announced to 
the sales meetings a program of wide- 
spread national magazine advertising, 
dealer helps in radio and other fields, 
and a special publicity drive, all to be 
launched in February. 

America’s most important fashion de- 
signers will be featured in both adver- 
tising and publicity. The first advertise- 
ment will feature Hattie Carnegie, 
universally hailed as one of America’s 
foremost fashion creators, in a _ state- 
ment: “The new Spring fashions in 
Gruen’ watches brilliantly _ illustrate 
America’s new leadership in fashion,” 
and similar endorsements by other fa- 
mous designers are to follow. Fifteen 
publications are included in the cam- 
paign, with many multiple insertions 
and full page advertisements in color. 

Opening on January 6th, the first day 
of the sales convention was devoted to 
presentation by Mr. Katz of the new 
Gruen line which includes many new 
models especially designed to harmonize 
with the American fashions created by 
the noted designers named. 

On the second day the promotion pro- 
gram for 1941 was presented under Mr. 
Sachs’ chairmanship. John McCarthy, 
vice-president of MeCann-Erickson, Inc., 
explained the advertising program and 





media and the schedule planned for 1941 
Gruen releases. Josef Israels II, presi- 
dent of Publicity Associates, Inc., New 
York City, told of special plans for a 
publicity program to tie in with the ad- 
vertising so that fashion, gift and shop- 
ping pages of newspapers and magazines, 
as well as radio broadcasts throughout 
the country will tell the story of Gruen 
American “fashion firsts.” 

Other features of the promotional part 
of the convention were a talk by Mr. 
James Spadea of “You” magazine on 
“The Sales Value of Fashion” and an 
address by Dr. Harry D. Wolfe, asso- 
ciate professor of marketing at Kent 
University, who recently made a careful 
study of the whole watch market for the 
Jeweters’ Crrcutar-Keystrone. Also pre- 
sented to the sales group was a Spring 
promotion based upon an original book 
by Professor Walter B. Pitkin, famous 
author of “Life Begins at Forty,” and 
many other popular works. This book, 
entitled “How to Get a Good Job and 
Keep It,” will be available for Gruen 
dealers to present to local graduates of 
high schools and colleges at Spring Com- 
mencement time. 

Gruen also announced to the salesmen 
a tie-up with the new Airlines Terminal 
in New York where thirty-three clocks 
will give Gruen Watch Time throughout 
the entire new building where all air 
lines operating out of New York are to 
centralize their passenger terminals. 

The convention closed with a banquet 
tendered to the entire sales organization 
and addressed by Benjamin S. Katz, 
president of the Gruen Watch Company, 
and guest speakers. 








Schick and Packard Shaver Makers 
Settle Patent Litigation 


For a number of years Schick Dry 
Shaver, Inc., and the manufacturers of 
the Packard Lektro Shaver have been 
carrying on litigation over certain elec- 
tric shaver patents. 

These differences have now been com- 
posed by an amicable agreement between 
Schick Dry Shaver, Inc., and the Phar- 
macal Products Co., Ine., who are now 
the manufacturers and distributors of 
Packard razors, with the granting of a 
license by Schick to the makers of Pack- 
ard. 


133 





Heller Increases Cultured 
Pearl National Advertising 


Five national magazines will carry the 
advertising for Heller cultured pearls 
during the spring of 1941, with the cam- 
paign continuing in still larger scope 
throughout the year. As in past national 
advertising, debutantes of well-known 
American families will be featured 
wearing Heller cultured pearls. 

The 1941 line has been completely and 
beautifully re-packaged and will be sup- 
ported by striking window and counter 
displays for retail jewelers’ use. Sold 
through wholesalers. 








RONSON ANNOUNCES 1941 MERCHANDISING PLANS 





Ronson executives and sales force gathered with their advertising and publicity counsel at 
a lunci:son conference during the week of the sales convention. Inset: Alexander Harris, 
Ronson president. 


Ronson personnel from all parts of 
the country met at the company’s head- 
quarters in Newark for a full week be- 
ginning Jan. 6 to crystallize the com- 
pany’s 1941 program. 

The entire session was animated by a 
conviction of optimism regarding the 
1941 outlook, and it was decided that 
an expanded program of production, 
merchandising, and advertising would be 
followed, both to meet the greatly in- 
creased demand for pocket and_table- 
lighters, and to enable both manufac- 
turer and dealer to get the full benefit 
of what should be a phenomenally good 
commercial year. It was also decided 


Washington Matron Wins 
Wallace Contest 


A response beyond even the fondest 
hopes of the sponsors greeted the Wal- 
lace “Popularity Contest” which has just 
been concluded. ‘The purpose of the 
competition was to create new interest in 
Wallace sterling silver with subsequent 





Mrs. Robert Muller, Washington, D. C., re- 
ceives a Rose Point sterling tea set as first 
prize winner in the Wallace "Popularity Con- 
test. Left to right: Mrs. Muller; Alfred J. 
Taylor, Asst. Eastern Sales Mgr.; L. J. Han- 
nah, Director Adv. & Sales Prom.; W. W. 
Rich, President, Wallace Silversmiths. 


store traffic to the Wallace dealers 
through whose establishments the contest 
was staged. 

The contest, which was widely adver- 
tised in the “quality” group of women’s 
publications, instructed those who desired 
io enter to call at the store of their 





that without minimizing the merchandis- 
ing and advertising efforts behind other 
types of lighters, the table and desk 
models should be especially stressed this 
year, and that the retailer is to be pro- 
vided with “sales-aids” that will be dra- 
matic, attention-compelling and sales 
inducing. 

The meeting opened with a stirring 
tribute by Alexander Harris, president, 
to the late Louis V. Aronson, founder 
of the company, and closed on Jan. 11 
with an appeal by Mr. Harris for every 
man to remember that, next to the gov- 
ernment’s requirements, the interests of 
Ronson’s customers are paramount. 





silverware dealer, see the displays of 
Wallace sterling, secure the literature, 
and obtain the contest blank on which 
they were to write an essay in 25 words 
or less on the subject “Which Wallace 
Pattern I Like Best... More than 200,000 
women took this first step and over 8,000 
of them actually completed the contest 
by writing and submitting entries. 
Before the contest began, some of the 
more conservative jewelers were ex- 
tremely dubious as to its advisability, 
feeling that while it might produce traffic 
it might not be of a kind that would be 
appropriate to the stores and that it 
might in some way lower their standing 
or prestige. However, by the time the 
contest was over, hundreds of jewelers 
had reported that the traffic was not only 
distinctly worth while in quantity, but of 
a highly desirable quality and had been 
directly responsible for a large quantity 
of sterling silver sales, ranging up all 
the way to complete sterling tea sets. 
Winner of the grand prize was Mrs. 
Robert Muller, 2520 Tenth Street, N.E., 
Washington, D. C., whose entry was 
placed through Woodward & Lothrop of 
that citv. Mrs. Muller received as her 
award a complete sterling tea set with 
waiter in the Rose Point pattern, the 


presentation being made the occasion of * 


quite an impressive little ceremony with 
President W. W. Rich of Wallace, ac- 
companied by L. J. Hannah, advertising 
and sales promotion director, journey- 
ing down to Washington from Walling- 
ford to make the presentation, a photo- 
graph of which accompanies this story. 

Two second prizes consisting of sterling 
dresser sets were awarded respectively 
to Mrs. L.. S. O’Bannon, Cleveland, Ohio, 
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and Mrs. Delbert Sanguine 
Wash. 

The fifty entrants whose essays were 
judged the next best each received a 
sterling jam jar and spoon in the Rose 
Point pattern. Forty-nine prizes of ster. 
ling bon bon dishes were awarded to the 
next group, and sterling ashtrays were 
presented to the next 100. 3 

As a gesture of appreciation for their 
cooperation in making the contest s0 
great a success, Wallace presented to 
every contestant who entered, includin 
the non-prize winners, an attractive min- 
iature brooch in the form of a Sterling 
Rose Point salt spoon with a pin at- 
tached to its back. Each was accom. 
panied by a graciously worded and nicely 
printed presentation card expressing the 
thanks of the company for the contest- 
ant’s effort. 





t Bellingham, 


Elgin Starts Spring Advertising 
Drive This Month 


Even greater than the campaign used 
in its successful 1939 and 1940 Spring 
drives is the advertising program being 
started this month for its new “America 
First” watches, reports Howard D, 
Schaefer, vice-president, the Elgin Na- 
tional Watch Company. 

Full color pages will appear in Life 
Magazine, the Saturday Evening Post 
and the American Weekly, starting Feb- 
ruary 9, and large space advertisements 
in black and white will be run in an 
impressive list of local newspapers 
throughout the country. A total of some 
19 million readers will be reached by the 
campaign. 

“Such a program,” says Mr. Schaeffer, 
“continues Elgin’s policy of creating a 
planned sales peak in the early part of 
the year. Orders for the new ‘America 
First’? watches are already coming in to 
such an extent that there seems little 
doubt of topping even the successes of 
the last two spring drives, which in their 
turn had previously set new records.” 

The 1941 “America First” Elgins in- 


clude 25 models smartly styled in the 


’ 





T. Albert Potter, President, Elgin National 
Watch Co. (right), and Howard Schaeffer, 
Vice President in charge of sales (left), os 
they greeted wholesalers and salesmen De- 
cember 24 over a nation-wide telephone 
hookup. The Elgin executives have now an- 
nounced a great Spring drive to start in 
February featuring Elgin's new “America 
First" rosé watches. 


new rosé cases and dials which have 
achieved such consumer popularity. Each 
has the famous Elgin 15-jewel movement 
employing the Elginium hairspring and 
the Beryl-X balance. They are priced 
to sell at $24.75 and $29.75—the first 
Elgins that have retailed for less than 
$33.75 in the rosé gold. 

The publication advertising campaign 
will be supplemented by direct mail, 
radio scripts, store display material and 
other selling aids for the retailer. 
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Remington Rand to 
Advertise Year-Round 


With the closing of the most successful 
the history of their Electric 
Shaver Division—an increase in sales of 
85 per cent over the preceding year— 
Remington Rand Inc., announces promo- 
tion plans for 1941. ; 

“National advertising for Remington 
Electric Shavers,” M. Landsiedel stated, 
“will start in January and continue every 
month throughout the year, with the pos- 
sible exception of July. Heretofore elec- 
tric shaver national advertising has been 
geared to two gift seasons—Father’s 
Day and Christmas—-but we feel that 
now there is a demand for our electric 
shavers every day in the year.” 


year in 





Forms New Watch Company 


Edward L. Stern, long prominent in 
both the gold and platinum fields, and 
later in the distribution of fine watches, 
announces that after extensive planning, 
research and preparation he has organ- 
ized a new company to be known as Ed- 
ward L, Stern & Co. for the distribution 
of a line of jeweled watches under the 
brand name of “Heritage.” 

All “Heritage” watches have 17-jewel 
movements and none are cased in lower 
quality than gold-filled with “Steelux” 
backs. 

“Cases and dials,” says Mr. Stern, “are 
newly and smartly styled in the newest 
modes including the latest gold tones.” 

Despite their quality features the 
watches will sell at prices of only $27.90 
and $23.90 Keystone, every model being 
in one or the other of these two groups, 
thus greatly simplifying the dealer’s 
price structure. 


’ 


Rolls Razor to Concentrate 
On One Model 


Rolls Razor, Inc., New York, sole im- 
porters and distributors of Rolls razors, 
announce that to meet war conditions 
all styles except their standard No. 2, 
retailing at $10.00, have been discon- 
tinued for the duration of the war. 

Conditions in England where these 
razors are manufactured make necessary 
the simplifying of production schedules 
which has brought about this move. 

The New York company announces 
that ample stocks of the No. 2 model to 
supply all demands for several months to 
come are on hand at the present time, 
and that further deliveries will be re- 
ceived from time to time so that all cus- 
tomers will be fully taken care of, even 
on the basis of the marked increase in 
sales which the company has enjoyed 
during the past year in comparison with 
1939, 

All accessories, including the refillable 
shaving bowl will remain in the line 
with no price changes anticipated. 





Sapphire Booklet Being Reprinted 


_ Harold Cohen, 620 Fifth Avenue, New 
York, tells us that he has been pleasantly 
surprised with the interest shown 
throughout the country in his pamphlet 
“Mining Sapphires in Ceylon.” In fact 
So many requests have been received for 
it that the first printing has been com- 
pletely exhausted and Mr. Cohen is now 
having to reprint it in order to take care 
of the many requests still coming in. 
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BULOVA SALES FORCE ENDS CONVENTION WITH BANQUET 





Above are pictured the Bulova Watch Co. sales representatives and their guests, gathered 
at the banquet table to honor President John H. Ballard (insert). At the dais (from left 
to right) are: Mortimer G. Evans, Master of Ceremonies, Milton H. Biow, R. Schwarz, 
Arde Bulova, Chairman of the Board, John H. Ballard, President, Samuel P. Epstein, Vice- 
President and Sales Manager, Raymond F. Warren, Advertising Manager, and Robert 
Day, Canadian Manager. 


A banquet at the Waldorf Astoria Hotel 
on Thursday, Jan. 16, in honor of John 
H. Ballard, president of the Bulova 
Watch Co., marked the end of the annual 
Bulova sales convention which was at- 
tended by Bulova sales representatives 
from every part of the United States 
and Canada. 

Credit for the great success of the 
affair, which was designed as a testi- 
monial to Mr. Ballard “for his inspira- 
tion and leadership” by company em- 
ployees, is given to the committee in 


charge, composed of Barney J. Berkes, 
Norman J. Teguns and Mortimer C. 
Evans, all Bulova salesmen of long 


standing. 

The convention, which preceded the 
banquet, was keynoted by President John 
Ballard, when he announced that the 
company’s slogan, “Year ’round adver- 


Wallace Has New General 
Works Manager 

W. W. Rich, president of R. Wallace 
& Sons Mfg. Co., Wallingford, Conn., 
anneunces the appointment of Myron H. 
Clark as general works manager. 

Mr. Clark, who is « management ex- 
pert, specializing on industrial morale, 


Myron H. Clark 





upon graduation from Massachusetts 
Institute of Technology, went to work 
for the U. S. Rubber Co. where he rose 
through the ranks from laborer to fore- 
man, superintendent, factory manager 
and finally general manager of the foot- 
wear and miscellaneous factories of the 
company. 

More lately he has acted as manage- 
ment consultant to a number of large 
industrial companies. He is president 
of the American Society for the Ad- 
vancement of Management. 
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tising means year ‘round sales,” will 
have added significance in 1941 because 
of its tremendously successful demon- 
stration in 1940. Mr. Ballard had previ- 
ously disclosed that 1940 had been the 
greatest year in Bulova’s history, and 
went on to say that the advertising ap- 
propriation for the coming year will be 
even larger than ever. Bulova takes 
pride in being the nation’s largest user 
of spot radio advertising. The new line 
of watches was previewed at the conven- 
tion and enthusiastically acclaimed by 
the salesmen. 

Besides the regular sales meetings, 
conducted by Samuel P. Epstein, vice- 
president and sales manager, the conven- 
tion heard talks and discussions on ad- 
vertising, merchandising and promotional 
plans for the coming year. 





New Deltah Rosary Display 
Pictures St. Patrick's Cathedral 


One of the new displays offered by 
L.. Heller & Son is for the well-known 
line of Deltah rosaries. This shows an 
artist's drawing of the interior of St. 
Patrick’s Cathedral on Fifth Avenue, 
New York, and was made in the cathe- 
dral itself. It is an exact replica, show- 
ing the windows, arches and altar, with 
rays of light focussed on a lone worship- 
per. This display is solidly made of 
wood, and the picture is laminated to 
the center panel. An apron holds the 
new Deltah rosaries in their 1941 presen- 
tation cases. Sold through wholesalers. 





Robbins Company Presents 
Service Emblems to Employees 


A total of 2000 years is the record of 
the 239 employees of The Robbins Com- 
pany, Attleboro, Mass., who received 
service emblems at the company’s annual 
Christmas party for employees at Ma- 
sonie Hall, Attleboro, Mass. Included 
in the individuals who received awards 
was George Denzer who had rounded out 
a half century of loyal service to the 
company. Others were honored for 35, 
30, 25, 20, 15 and 10 years of service. 
Presentations were made by James G. 
Johnston, general manager. At the party 
the announcement of a bonus to each 
employee of the company was made by 
the president, Mrs. Ella McIntire. 








Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 


dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 


100 E. 42nd St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








STENOGRAPHERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 


BOOKKEEPERS, 





ENGRAVER, watchwork, jewelry work 
and salesman; many years’ experience ; 
past middle age. Address “F., 3944,” 
care Jewelers’ Circular-Keystone. 








CREDIT and collection manager, 36, 15 


years’ thorough experience; neat ap- 
pearance; excellent references; now 
employed, desires change. G. N. Hig- 


gins, 304 Liggett Bldg., Dallas, Texas. 





BOOKKEEPER and stenographer, well 
qualified, desires responsible position; 
12 years’ experience in jewelry indus- 
try; excellent references. Address “L., 
3887,” care Jewelers’ Circular-Keystone. 





ENGRAVER, all around shop and store 
experience, lettering, monograms, seals, 
crests, modeling, chasing, cutting for 
enamel and die cutting. Address “B., 
3993,” care Jewelers’ Circular-Keystone. 





YOUNG MAN, experienced office and gen- 
eral inside work, seeks connection 
wholesale jewelry house; moderate 
salary; good references. Address “A., 
3992,” care Jewelers’ Circular-Keystone. 





TOP NOTCH salesman available now for 
lively credit store; a real find for some 
progressive chain; wire this man! Ad- 
dress “N., 4065," care Jewelers’ Circu- 
lar-Keystone. 








YOUNG WOMAN, 20 years own business ; 
capable in all branches; expert estimat- 
ing and managing jewelry and watch 
repair; unencumbered. Address “E., 
4001,” care Jewelers’ Circular-Keystone,. 











WATCHMAKER’S assistant, young man, 
five years’ experience; have own tools; 
prefer Metropolitan area; moderate 
salary. Nicholas Orlando, 23875 &6th 
St., Brooklyn, N. Y. 





FIRST CLASS jeweler, sample maker, 
good all around worker, wants perma- 
nent position with reliable firm; New 
York City preferred. Address “L., 





WATCHMAKER, 25 years’ experience; 
part time work; commission basis or 
salary; best reference furnished and 
reliable. Address “Y., 4018,” care 
Jewelers’ Circular-Keystone. 





BOOKKEEPER, full charge of office de- 
tail; 10 years’ experience in jewelry 
industry; excellent references, Address 
“K., 4007,” care Jewelers’ Circular-Key- 
stone. 








A-1 DIAMOND SETTER, all around man, 
15 years’ experience; age 31; excellent 
references; willing to travel. Address 
“B., 4054," care Jewelers’ Circular- 
Keystone. 

YOUNG MAN, 20, high school graduate, 
desires position with New York whole- 
sale firm, where there is opportunity 
for advancement. Address “R., 4013,” 
care Jewelers’ Circular-Keystone. 


MASTER WATCHMAKER desires posi- 
tion; store and factory experience; In- 
diana registered; $45 weekly. John 
Danikow, care Johnson, 3020 N. 11th 
St., Terre Haute, Ind. 








ENGRAVER and expert clock repairer ; 
artistic designer and fine cutting; en- 
graved sample upon request; highest 
credentials; ambitious. Address ‘‘A., 
4047,” care Jewelers’ Circular-Keystone. 

SALESMAN, young man, fully experi- 
enced in retail jewelry store; clock re- 





pairs, assistant watchmaker; person- 
able; anywhere. Address “S., 4042,” 


care Jewelers’ Circular-Keystone. 
HIGH GRADB watchmaker, 30 years’ ex- 
perience downstairs or shop; German 
decent, wants job on commission basis 
in small, fine store. Address, A. Rindy, 
4214 Gaston, Apt. 15, Dallas, Texas. 
YOUNG MAN desires position as jewelry 
or watch salesman; knows line; will 
start on small salary or commission ; 
excellent references. Address “D., 
4071,” care Jewelers’ Circular-Keystone. 

















SALESMAN desires line gold or platinum 
jewelry, for Middle West and New York 
City; have established following better 
stores. Address “E., 4072,’ care Jewel- 
ers’ Circular-Keystone. 





RETAIL SALESMAN, a natural pro- 
ducer; long experience; knows how to 
win and hold trade; extensive knowl- 
edge of jewelry business; willing, capa- 
ble, alert. Address “H., 4033," care 
Jewelers’ Circular-Keystone. 





OVER $50,000 additional business an- 
nually, guaranteed through unfailing 
efforts of this recognized installment 
salesman in your store; highest refer- 
ence. Address “B., 4069,” care Jewel- 
ers’ Circular-Keystone. ; 








Cat Pn manager, bu 
man, years’ experience, ca: 
taking complete charge credite, ont 


y er, Sales. 


tions, trimming effective windows: 
creative account opener. Address “a! 
3883,” care Jewelers’ Circular-Keystone 





POSITION as watchmaker, in retaj] stor 
in Southwest or on West Coast; experi. 
enced in jewelry work, estimating ang 
buying; member of Horological Jp. 
stitute of America, Address “F., 4939» 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, expert on Swiss ang 
American; clock and jewelry repair. 
man; desires position with reliable 
firm; number of years’ experience: best 
of references. Address “D., 4026,” care 
Jewelers’ Circular-Keystone. 


~ aa. 

COSTUME JEWELRY and novelty gales. 

man; number of years on Pacific Coast 

desires connection same territory; can 

do good job with line that has merit 

Address “C., 4025," care Jewelers’ Cir. 
cular-Keystone. 


SS 

BRADLEY GRADUATE, desires perma- 

nent position in first class store; thor- 

oughly experienced, having had own 

store over 12 years; good character and 

personality. Address “B., 4050,” care 
Jewelers’ Circular-Keystone, 














= 


YOUNG MAN, capable, honest, depend- 
able, seeks employment with opportu- 
nity, New York and vicinity; experi- 
enced wholesale, retail, credit, jewelry 
and watch concerns. Address “V,, 
4044,” care Jewelers’ Circular-Keystone, 





CAPABLE R. R. and Swiss watchmaker, 
25 years’ experience; reasonable salary 
or commission; good references. Ad- 
dress ‘“‘P., 4040,” care Jewelers’ Circu- 
lar-Keystone. 





AMBITIOUS young man, six years’ re- 
tail experience, desires position with 
retail store, or wholesale house; excel- 
lent references; wants opportunity for 
advancement. Address ‘Z., 4019,” care 
Jewelers’ Circular-Keystone. 





EFFICIENT retail salesman, alert; 11 
years’ experience cash and_ credit 
stores expert window trimmer, able to 
promote and to take full charge. Ad- 
dress ‘“‘S., 4014,” care Jewelers’ Circu- 
lar-Keystone. 





WATCHMAKER, light jewelry repairing 
and stone setting; 14 years’ with last 
retail store; age 35; employed at pres- 





ent; furnish best reference. Address 
“N., 4010," care Jewelers’ Circular- 
Keystone. 

EXPERT BOOKKEEPER, 33, _ experi- 


enced notes discounted; aggressive man 
in wholesale jewelry 15 years; per- 
petual inventory records; capable cor- 
respondent; references. Address “M., 
4009,” care Jewelers’ Circular-Keystone. 

BOOKKEEPER (female), complete 
charge all statements, tax returns, ex- 
pert note settlements, foreign exchange, 
business correspondence; 11 years with 
last concern. Address “J., 4006,” care 
Jewelers’ Circular-Keystone. 








WATCHES and jewelry; young man, 
alert, capable and honest; extensive 
knowledge of buying, selling and stock; 
conscientious worker; excellent refer- 
ences. Address “H., 4005,” care Jewel- 
ers’ Circular-Keystone. 

WATCHMAKER, engraver, diamond set- 
ter, desires position in the West or 
Northwest; capable to manage store or 
department; 25 years’ experience; best 
of references. Address “C., 4000,” care 
Jewelers’ Circular-Keystone. 











ALERT jewelry salesman, 27, industrious 
worker, 13% years’ experience; thor- 
ough knowledge every phase _ retail 
business, including stock-control; New 
York only. Address “F., 4003," care 
Jewelers’ Circular-Keystone. 





YOUNG MAN, knowledge of watch re- 
pairing, sales and promotional ability, 
seeks position in New York; fine ap- 
pearance and excellent references. Ad- 
dress “F., 3974,” care Jewelers’ Circu- 
lar-Keystone. 
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WATCH WORK FOR TRADE—Cont. 








=_——— 


ARANTEED watch repairing (no 
Pin machine), expert watch- 
makers; promptest service; trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 


cago, Ill. 








LASS watch repairing for the 

mee CFuaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited ; Holmes 
protection. Haskel Melnick, 70 Fulton 


St, New York. 











SPECIALIZE in making any part for 
lain or complicated fine watches; also 
high grade watch repairing ; member 
of Horological Institute of_ America, 
Washington, D. C., and MHorological 
Society of New York. M. Aschendorf, 
11 John St., New York City. 





Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bidg., St. 
Lous, Mo. 








PENS REPAIRED FOR DEALERS ; 
fountain pens, desk pens, ‘“Vaku-um” 
pens, pencils, etc., repaired at standard 
prices; mail all makes to one place for 
better service; est. 1904; we feature 
old pen points and repairing. Welty 
Ben and Repair Co., 38 S. State St.. 
Chicago. 





AUTHORIZED fountain pen service to 
dealers everywhere; minimum factory 
prices and policy, plus quicker delivery 
and the advantages of combining all 
make pens under one mailing; saves 
more than half your postage cost. Open 
— Miller’s Pen Service, Atlanta, 
a. 








To Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SUBLET to reliable party, private office; 
separate entrance, in well equipped 
diamond office ; reasonable rental. Room 
805, 2 W. 46th St., New York City. 








Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words 5 cents a word 











LEARN WATCH REPAIRING by doing 
it; thorough training under expert 
instructors. For information write 
Standard Watchmakers Institute, 111 
West 111th St., New York. 





WATCHMAKERS;; increase your ability 
through the highly recommended books; 
Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 
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OBITUARIES 
(From page 112) 


Knox Henaee, 85, retired watchmaker 
for Maier & Berkele, Inc., Atlanta, died 
Jan. 15. 

Morris Hirson, 84, jeweler in Holyoke, 
Mass., died Jan. 3, at Springfield Hos- 
pital, of pneumonia. He came to Holy- 
oke from Russia 50 years ago and estab- 
lished the business he had conducted 
ever since. 

Barton P. Jenxs, for many years one 
of the head designers of the Gorham 
Co., died Jan. 13. His home was in 
Providence. Mr. Jenks was connected 
with the old silver house of William B. 
Durgin Co., of Concord, N. H., which 
was later absorbed by the Gorham Co. 

George Wituis Kennarp, 63, jeweler 
at Staunton, Va., for 21 years, died on 
Dec. 30, a victim of heart trouble. He 
came to Staunton 40 years ago and was 
connected with H. L. Lang & Co., until 
he opened his own store. 

Craupe C. Kine, 70, expert engraver 
with George T. Brodnax, Inc., Memphis, 
Tenn., died Jan. 2. He was stricken ill 
while at work on Dec. 24. 

Evusracn Krat, 75, once employed as 
a lapidary by Tiffany and Co., and who 
later for 25 years operated his own busi- 
ness at 114 Fulton St., New York, died 
Dec. 26, of heart attack while on his way 
to the postoffice to register as an alien. 

Orts M. Lomsarp, 65, jeweler at Spring- 
field, Mass., for 40 years until his retire- 
ment in 1939, died Jan. 14. 

Srantey Lyncn, of the sales force of 
The Gorham Co., who traveled extensive- 
ly throughout the East for many years, 
died at his home, 106 W. 69th St., New 
York, Friday evening, Dec. 27, after 
working all day in the New York office. 
He had suffered from a heart ailment. 
His wife survives. 

Georce A. MansFietp, 67, Scarsdale, 
N. Y., a retail jeweler at 9 Maiden Lane, 
New York, died Dec. 24, following an 
operation. 

JoserpH J. Max, 73, of Peterson-Max 
& Co., Buffalo, N. Y., wholesale jewelers, 
died Dec. 25 at his home. He had been 
ill since last June. He held a member- 
ship in the National Wholesale Jewelers’ 
Association. 

Smwney A. Meren, 69, Brooklyn jewel- 
er and pawnbroker, died in December in 
the Crown Heights Hospital. A native 
of Russia, he came to this country 40 
years ago. He was a member of the 
New York Jewelers Benevolent Associa- 
tion. 

Joun Davis Merrity, 45, inventor and 
patent broker and former jeweler, died 
at his home in Wilmington, Del., Jan. 10. 
At one time he was engaged in the jew- 
elry business in Hackettstown, N. J. 

Frank E. Ranpaut, of Waltham, 
Mass., proprietor of the Randall & Stick- 
ney Guage Co. and widely known as an 
inventor, died suddenly Jan. 10, follow- 
ing an operation for a ruptured appen- 
dix. He came to Waltham some 60 years 
ago and was employed in the adjusting 
department of the Waltham Watch Co., 
previously had been with the E. Howard 
Co. at Roxbury. 

Saut Roruscuitp, 78, founder and 
president of the Rothschild Jewelry Mfg. 
Co., Providence, died at his home, Jan. 6, 
after a long illness. Mr. Rothschild had 
come to this country from Russia 65 
years ago and had lived in Baltimore, 
Chicago and Cripple Creek, Mich., before 
moving to Providence. The concern was 
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originally established in Attleboro but 
was moved to Providence about 25 years 
ago. 

Jacos Scumirt, 68, for 40 years a jew- 
eler at 1545 S. Broadway, St. Louis, 
until his retirement four years ago, died 
of a paralytic stroke, Jan. 6. 

Harry J. Nocer, 72, of the firm of 
H. J. Nogel & Bro., jewelers at Lewis- 
burg, Pa., died last month from over- 
exertion in shoveling snow. He was a 
jeweler for 43 years. 

Ext Srecer, one of the pioneers in in- 
stallment selling, who developed the 
chain of Massachusetts jewelry stores 
operated by the Washington Jewelry 
Co., died Dec. 22. His funeral on Christ- 
mas day was attended by more than a 
thousand friends, attesting to his fine 
character. Mr. Siegel started his jewelry 
business 28 years ago. Born in Russia 
and schooled in England, he came to this 
country and peddled jewelry in the small 
towns of New England among the for- 
eign element, extending credit on their 
personal integrity. He was a familiar 
figure at trade functions and widely 
known in fraternal and charitable organi- 
zations. Three brothers, who were asso- 
ciated with him in the firm, are Harold, 
Hyman and H. Paul Siegel. 

Louis Susk1np, 47, partner in the Prov- 
idence jewelry manufacturing firm of 
Spear & Suskind, died suddenly, Dec. 29. 
Mr. Suskind came to Providence in 1913 
and a few years later joined with Mr. 
Spear in organizing the new firm. Mr. 
Suskind, in charge of sales, had been on 
the road in the same territory since 1915. 
Governor- elect J. Howard McGrath was 
among the honorary pallbearers. 

Morey E. Wetsrietp, 56, of the Pacific 
Northwest jewelry firm of Weisfield & 
Goldberg, died suddenly Jan. 6, after a 
brief illness. For the past eight years 
he was manager of the Tacoma store of 
the jewelry firm, which he joined in 1924 
when he entered the Seattle store. He 
was later made manager of the Belling- 
ham unit. His business career began at 
the age of nine, when he sold newspapers 
in Seattle. He had been head of the 
Retail Clerks Association in Seattle and 
for five years was a deputy sheriff. He 
is survived by his brother, Leo Weis- 
field, of the Seattle store, and two sons, 
Arthur Weisfield of Tacoma, and Dr. 
Edwin Weisfield of Spokane. 

DupLey Woopwakrp, 51, retired Atlanta 
jeweler, was found dead in bed Jan. 6. 
He had been connected with Maier & 
Berkele, Inc., Atlanta, for 25 years be- 
fore his retirement some years ago. 

S. W. Wricut, 86, who had conducted 
a jewelry business in Philipsburg, Pa., 
and later supervised the jewelry depart- 
ment of John Wanamaker’s in Philadel- 
phia, from which post he retired about 
ten years ago in order to go to Cali- 
fornia, where he conducted a store at 
Hermosa Beach, was found dead in his 
home, Jan. 3. Mr. Wright came from 
London in 1878 and settled in Wyoming, 
where he engaged in cattle ranching. His 
three sons are physicians. 

Wnuiam T. Yaecx, for 40 years a 
Philadelphia jeweler, died Dec. 25, at the 
home of a brother-in-law in Glenside, Pa. 
He conducted his jewelry business at 
4318 N. 16th St., Philadelphia. 

ALBERT ZOELLNER, 81, son of a jeweler, 
who started his own business in Ports- 
mouth, O., in 1899, died Dec. 19, from a 
heart ailment. He is survived by a son, 
Karl, who was associated with him in 
the store for many years. 
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WHERE CAN | GET—? 


IGHT-DAY WATCHES—It has often struck me 

that watches ought to be all made to run eight 
days, the same as clocks, so as not to bother winding 
every day. There are eight-day watches; can you say 
why this form hasn’t become standard? (Question No. 
5299.) C. A. B. 


Answer—We believe the reason that eight-day watches 
have not come to be largely used is that the great quan- 
tity of power that must be stored in the mainspring at 
one winding makes such a great difference between the 
power in the wind-up and run-down conditions of the 
spring that the isochronal adjustment, that is possible 
in practice, cannot compensate sufficiently for the varia- 
tion in power. Another objection is that the great power 
needed at all times to move the long eight-day train, 
causes excessive pressures and fractions near the power 
end of the train of an eight-day watch. A further con- 
sideration is that, while in designing clocks there are 
no restrictions as to size of the movement and its parts, 
fashion demands that watch movements must be exceed- 
ingly small, which limits designers as to size and number 
of parts for watches. 


LEANING METHODS—A watchmaker in our 

shop, an old man, says that the only good way to 
clean watches is to use the powdered chalk and alcohol 
method. What do you say about this? (Question No. 
5300.) G. O. K. 


Answer—tThe old process for cleaning watches, in 
which fine powdered chalk in alcohol was brushed over 
the watch parts, depositing a film of chalk powder when 
the alcohol evaporated, this chalk then being brushed 
off with a hand brush, was very effective on the ancient 
gilding which was applied as a gold amalgam or other- 
wise in an exceedingly thick coating of gold. These 
fire-gilding methods later were displaced by electro- 
gilding which yielded a much thinner coating of gold. 
The old fire gilding was so thick that chalk cleaning 
could not damage it, but the thin electro-gilt coating is 
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apt to be in places removed by chalk cleaning, exposing 
the base metal. So for modern gilt watch parts, also 
the nickel and silver surfaces now most used, the more 
recent cleaning methods are safer. 


OLISHING FLAT STEEL—What is the quickest 
method to use for polishing flat steel work like regu- 
lators, clocks, ete.? (Question No. 5301.) E. A. D’H., 


Answer—Vienna lime mixed with alcohol, and used on 
a flat boxwood block as a lap, is about the quickest 
method for producing a polish on flat steel work. 





‘} OME WATCH CO.—We traded in an 18-size 

watch in gold hunting case; the movement has on 

it “Home Watch Company, No. 648224.” Before turn- 

ing in the case for old gold, we would like to know 

whether this watch is valuable as an antique? (Question 
No. 5302.) K.G. 


Answer—tThe inscription on this watch movement in- 
dicates that it was made by the American Watch Co., 
Waltham, Mass., a predecessor of the present Waltham 
Watch Co., and that the watch was made approximately 
in the year 1872. The particular model of movement 
in this case was introduced in 1866. The watch, how- 
ever, is not of early enough origin, among American- 
made watches, to be worth more than the gold in its 
case. 


LATINUM POLISHING—Am not satisfied with 

the polish I get on platinum. I do this the same as 

on gold. Is there any different way or materials to use 
for platinum polishing? (Question No. 5303) St. L. 


Answer—Use the special “platinum bar tripoli’” and 
“platinum bar rouge” which are of different composition 
from the usual polishes for gold. If there are any ex- 
tremely broad surfaces to be polished on platinum, first 
burnish these with a highly polished agate or steel 
electro-plater’s burnisher, before buffing the work. Al- 
ways use the highest speed of your buffing lathe. 
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BUY NOW! 


SO FAR we've been pretty free from the selling argu- 
ment of “Buy now because prices are going up” or “Buy 
now because you may not be able to get it later,’ which 
were used so often in the days of the last war. And we 
hope that jewelers will neither use it themselves, nor 
hear it from their suppliers in the days to come. 

Attempts by either manufacturer, wholesaler or re- 
tailer to push sales on that basis are breeders of the 
psychology of speculation with all its attendant infla- 
tionary evils, and the inevitable aftermath of headaches 
in the form of resentful customers, buyers’ strikes, and 
drastic liquidation with its painful accompaniment of 
red ink. 

Let’s continue neither to use that line of attack our- 
selves, nor to be swayed by it if a supplier’s salesman 
should attempt it. 

But there is a good reason why the retailer should buy 
now. It’s just about as certain as anything can be, short 
of death and taxes, that 1941 is going to be the biggest 
year the jewelry business has seen in a long, long time, 
and the merchant who is wise will be ready with the 
goods on his shelves to meet the demand. Buy, and buy 
promptly—not for speculation—not for fear of inability 
to get goods later—but to be prepared for the business 
that can be yours. 


HELP WANTED 


IN PRESENTING his annual report to the Jewelry 
Publicity Board last month, Executive Secretary Wm. D. 
MeNeil mentioned a point that ought to be emphasized. 

Much has been said and written about the necessity for 
adequate financial support for carrying on this great 
campaign to stimulate the buying of jewelry, but no less 
vital than the need for more dollars is the need for a 
greater number of contributors. 

Not only is an increase in the number of subscribers 
the most direct route to the needed increase in funds; 
equally important is the fact that in order for a coopera- 
tive campaign such as this to achieve maximum results, 
it needs the interest and the personal and moral support 
of the greatest possible number of the people in the in- 
dustry. 

Yet, as Mr. McNeil set forth, out of the 5278 jewelry 
stores in the United States who have a capital of $4,000 
or more each and whose credit rating is good—in other 
words, 5278 stores who are financially able to make at 
least a modest contribution and who are benefited by the 


work that the Jewelry Industry Publicity Board is do- 


ing—only 605 made even small contributions in 1940. 
That means that less than one out of every eight jewelers 
who is in a position to support the work actually did so. 

The Publicity Board needs both the financial and 
moral support of the other seven. The size of your con- 
tribution is relatively unimportant. If you can’t afford 
more than $5 or $10, then send $5 or $10, but send 


something. You're getting your share of the benefit of 
the campaign—pay your share of the cost. 


AT IT AGAIN 4 
THE PAWNBROKERS are at it again. Both last ~ 
year and the year before, bills were introduced in the — 
New York State legislature which would take from any 
jeweler the right to recover goods sent out on memoran- 
dum and stolen by the recipient, provided they had been 
sold or pawned to “an innocent third party.’ Similar — 
bills have again been introduced this year in both the : 
lower house and the senate. 

The language of the proposed law expressly says that 
the legal owner of the merchandise shall have no recourse — 
even when the person to whom the goods were issued on | 
memorandum obtained them by fraud or trick, and eyen 
if it can be proved that he intended at the time of seeur- ; 
ing them to misappropriate. ; 

The danger of such legislation to the whole memoran- | 4 
dum structure, which is so important a part of the 
jewelry trade, is of course apparent. Though the imme- ~ 
diate threat is to New York State only it is likely that if 
this legislation is enacted here efforts will be made to — 
spread it to other states. In the meanwhile, the jewelry — 
trade in New York must bear the brunt of fighting this — 
dangerous legislation, and every jeweler within the state ~ 
is urged to communicate promptly with the chairman of — 
the committee which is combatting it, G. H. Niemeyer, 
c/o, Handy & Harman, 82 Fulton St., N. Y. 


HOUSE CLEANING | 


MAYBE jewelry manufacturers and wholesalers have — 
chiefly themselves to blame for the way they are being — 
constantly high-pressured into financing retail associa- ~ 
tion activities through what might laughingly be called — 
“advertising” in souvenir programs. 

At any rate the suppliers in at least one closely allied | : 
industry which plays an important part in many retail 
jewelry establishments have succeeded in cleaning up the 
situation. 

Have you ever noticed the absence of optical goods 
advertising in jewelry trade programs in spite of the fact 
that so many jewelry stores handle optical goods? The 
answer is simply that the optical goods houses, through 
their wholesale association, have put their foot down on 
the practice. 

Jewelry manufacturers and wholesalers can clean 
house in the same way if they’ll make up their minds 
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